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Washington State— 


New officers of the Washington State Automobile Dealers Assn., elected during 


the group's annual meeting in Spokane, are from left, V. 


secretary-treasurer; Harold Pingrey, Selah, 
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|. Whitney, Montesano, 
second vice-president; Arvid Andreasen, 


Seattle, third vice-president; Clayton Kauffman, Spokane, president; Warren Simmons, 
Olympia, first vice-president, and Jalmer C. 





Georgia— 
Tom M. Callaway jr., far right, has bee 


Halls, Kirkland, outgoing president. 





n elected president of the Georgia Auto- 


mobile Dealers Assn. Other leaders chosen, from left, are Charles S. Henderson, 
director; R. H. East, second vice-president; Julian Harrison jr., director; J. H. Morgan, 


treasurer; Lamar 
Thomas, director, and Callaway. Directors 


Mark Pittman, Jimmy Wilson, Leland Jackson, B. F. McClelland, L. Roberts Greer 


and Darrell Johnson. (Story on Page 6.) 


Texas— 


Ferrell, director; Heyward Allen, first vice-president; Kenneth H. 


not pictured include John L. Turner Ill, 





New officers of the Texas Automobile Dealers Assn., elected at the group's annual 
convention in San Antonio, are, from left, Charles F. Turbiville (Lincoln-Mercury- 
Rambler), San Antonio, third vice-president; John H. Nash jr. (Chevrolet), Austin, 
second vice-president; C. C. Gunn (Oldsmobile), San Antonio, president, and Joe B. 


Kinsel (Ford), Beaumont, first vice-president. 
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As High-Inventory Cure 


By Maynard M. Gordon 
News Editor 
| deeb models and factory 
stockpiling are needed to re- 
lieve the headache of “special or- 
ders,” most dealers believe. 

Special orders account for about 
36 percent of the average dealer’s 
business and take from three to 
seven weeks to fill,-an AUTOMOTIVE 
NEwé survey showed last week. 

The effect of out-of-inventory 

orders on dealer stockpiles is dif- 
ficult to evaluate, because in 
most cases the type of cars built 
to special order would be built 
and added to factory inventories 
later in the model year anyway. 
But dealers agree that the mul- 

tiplicity of models, body styles 
and options complicates the prob- 
lem of inventory disposal. 

Meanwhile, the national stockpile 
of new domestic cars is heading 
upward this month after three 
straight declines. An estimated 
925,000 units will be in dealer 
stocks or en route from the fac- 
tories by June 1, compared with 
913,926 a month ago and 1,024,090 
at this time last year, 

* x ok 


os inventory increase is in line 
with statements made at the 


recent General Motors and Ford 
shareholders meetings, GM’s chair- 


man, Frederic G. Donner, declared 
that inventories are “at a level not 


to be reduced, but to be main- 


tained.” 
Ford President John Dykstra and 
Donner both termed the stockpile, 


believed currently to. be running at 


about a 47-day supply, as adequate 
in terms of the seasonal sales up- 
swing. 

In fact, factory thinking is that 
dealers might be needing even 


more cars at cleanup time if the 


sales pace remains brisk and 
strike clouds arise from the nego- 
tiations with the United Auto 
Workers. 

For support of their inventory 
Philosophy, factory planners 
Point to the fact that while in- 
ventories have increased unit- 


Inside 
Auto News 


e Auto makers begin switch to 
two-ply tires. Page 18. 

e@eDealer conventions: Idaho, 
Page 2; Georgia, Page 6; Mas- 
sachusetts, Page 8; Washing- 
ton, Pennsylvania, Page 44. 

@ GM shareholders hear of deal- 
er plight. Page 3. 





Williams Points Ways to Profit 


OS ANGELES.—Advice on how 
to make a profit selling new 
cars was offered last week by Bir- 
kett L. Williams at the Motor Car 
Dealers Assn, of Southern Califor- 
nia convention. 

“Anyone making a profit in this 
business this year is going to have 
to depend largely on his] own re- 
sources,” said the immediate past- 
president of the National Automo- 
bile Dealers Assn., filling in for the 
late president, Walter B. Cooper. 

“The odds are against a miracle.” 

But, Williams said, “there is 
much which can be done and done 





right now, under present condi- 
tions, to help your profit picture.” 

His formula: 

1. @lash excessive new-car inven- 
tories. 

2. Eliminate unnecessary ex- 
pense. 

3. Know the cost of selling a car. 

Williams trained his heaviest 
guns on topheavy inventories. 
Noting that 1961-model produc- 
tion will be about over by the end 
of August, Williams said: 

“We have less than 100 days in 
which to put our houses in order.” 

Charging that dealers “wasted 


$83 million” layt year carrying new-~ 
car stocks over a 30-day supply, 
Williams asked, “Are we going to 
make the samie expensive blunder 
in 1961?” 
% 7 ® 

As OF May 1, Williams said, 

dealers had a 50-day supply of 
new cars, which he termed “far too 
many.” 

“Carrying new cars in dealer 
inventory costs deaicrs lots of 
money,” he said. “A reasonable 
supply ig necessary and desirable. 
But anything over that is a step 

(Continued on Page 4, Col. 3) 














wise this month, the days’ sup- 
ply decreased from the 49-day 
level of May 1. 

On the other hand, a new appeal 
for a 30-day stockpile was made 
last week by Birkett L. Williams, 
immediate past president of the 
National Automobile Dealers Assn. 
Williams declared that dealer prof- 
its are dissipated when inventories 
exceed the 30-day mark. 

As for strike stockpiling this fall, 
Williams warned dealers: 

“Whichever way you play it, re- 
member you have a 50-50 chance of 
being wrong.” 

* *” * 
f laore special-order survey found 
that half the dealers favor a 
reduction in models, trim, accesso- 
ries, colors and body styles. An- 


To Highest in 


By Robert M. Lienert 
Associate Editor 


EW-CAR sales for May are 

heading toward the best month- 
ly total the industry has achieved 
since last June, according to field 
reports. 

Gains, however, have come with 
frustrating slowness as the sell- 


ing rate has crept upward—rather 


June Output Slated 
Near Peak Pace 


May Car Production 
Placed at 536,000 


By Martin L. Whitmyer 
Staff Writer 

yw only 16 of 48 car assembly 

plants in the United States 
working today (Monday, May 29) 
and all but the Ford, Chevrolet and 
B-O-P lines in Atlanta down to- 
morrow (May 30), car production 
will hit its lowest level in nine 
weeks this week. 

The two-day loss of work due 
to the Memorial Day holiday, 
however, will not prevent the in- 
dustry from chalking up its best 
production month of the year in 
May. 

It now appears that car output 
for May will total 536,000 units — 
the highest production month since 
last November, and a 19.8 percent 
boost from the 447,343 cars turned 
out in April. May’s output, however, 
will be some 12.4 percent below the 
same month a year ago, when e 
127 units were assembled. r 
than 500,000 cars are scheduled for 
assembly in June. 

+ * * 

AST week the industry rose to 
its second-highest level of the 
year as the 25 makes, led by an- 
other record-breaking achievement 
by Falcon, turned out an estimated 
128,184 cars. The industry’s high 
for the year was established dur- 
ing the week ended May 13, when 

129,530 cars were produced. 

The 128,184 cars built last week 
represented a 3.7 percent boost 
from the 123,652 units turned out a 
week earlier, but the total was 10.1 
percent below week ended May 28 

(Continued on Page 45, Col. 1) 


other 29 percent prefer increased 
stockpiling by auto manufacturers. 
The remainder either perceive no 
solution to the problem or have no 
comment, 

“The dealers could help by being 
firm in their demands for a better 
deal on an ordered car,” said an 
Ohio Oldsmobile dealer. 

A Chrysler Corp. dealer sug- 
gested that such accessories as 
power steering, radios and mir- 
rors be entirely dealer-installed. 
Two series in each make, instead 

of “the usual three to five,” would 
please an Indianapolis Chrysler- 
Plymouth dealer. 

A California Ford dealer said the 

increase of options and body styles 
(Continued on Page 4, Col, 5) 


May Car Sales Climbing 


a Year 


than showing any boomlike ten- 
dencies during the month as the 
industry had hoped. 

With retail deliveries in the sec- 
ond 10-day period running about 
3.7 percent ahead of the rate in the 
first 10 days of May, total domestic- 
car sales in the mid-month period 
were estimated at 172,300, compared 
with 166,100 in the opening period. 

* ed * 

ELIVERIES of more than 550,- 

000 units in May were predicted 
for the industry last week by Lee 
A. Iacocca, Ford Division general 
manager. This would top any 
month since last June’s 595,864. Last 
May, registrations totalled 647,055. 

With an estimated imported- 
car total of 35,000 for the month, 
domestic-car figures for the first 
20 days indicated that Iacocca’s 
estimate for this"May is on the 
button. 

Iacocca said that all evidence 
now indicates that “the automobile 
industry is well into a period of 
vigorous recovery and expansion.” 

+ * * 


TH an estimated 60,330 retail 

deliveries of compact cars dur- 

ing the mid-month period, the 

smaller units accounted for 35 per- 
cent of the domestic total. 

Corporate shares were estimat- 

ed as follows: General Motors, 

(Continued on Page 4, Col. 1) 





Top Cars 


New-car registrations for three months, 


plus 11 states for April: 
4961 1960 
Pos. Make Pos. 
1— 355,062 Chev. 403,949— 1 
2— 298,182 Ford 355,702— 2 
3— 84,766 Pontiac 94,715— 5 
4— 80,618 Rambler 96,966— 4 
5— 73,525 Olds. $5,493— 6 
6— 70,718 Plym. 108,315— 3 
I— 62,727 Buick 64,912— 8 
8— 52,243 Dodge $2,856— 7 
9— 38,229 Comet 6,718—14 
10— 36,883 Cadillac 39,151—10 
1l— 28,076 Mercury 41,435— 9 
12— 20,438 Chrysler 19,899—12 
13— 17,120 Stude. 28,781—11 
14— 8,159 Lincoln 6,853—13 
15— 2,955 Imperial 4,524—15 
93,284 Misc. 150,599 
Total All Makes ; 
1,322,985 1,590,868 


Further details on Page 35. 
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Bright Picture Painted at Idaho Convention .. . 


Upturn Is Definite, Dealers Told 


IDAHO FALLS, Id.—Auto deal- 
ers were told at their annual con- 
vention here that the car market 
is definitely strengthening. Speak- 
ers explained how dealers could 
effectively aid the trend with old 
but dormant techniques and a few 
new ones worth the try. 

Harold Draper, Saginaw (Mich.) 
dealer, told the 75 dealers attend- 
ing the 27th annual meeting of the 
Idaho Automobile Dealers Agsn.: 

“The car business has passed 
its low point in its decline, and 
I believe we are now moving 


Dealer Boards 
Are Appointed 
In Arkansas 


LITTLE ROCK.—The new Motor 
Vehicle Commission and an advis- 
ory board have been appointed by 
Gov, Orval Faubus. 

The commission was created by 
Act 199 of 1961, which provides for 
the licensing of dealers, distribu- 
tors, manufacturers and others in- 
volved in the sale of vehicles. 

Named by Faubus to the commis- 
sion were Don Foster, West Mem- 
phis; Kendall Moore, Newport; 
Fred Harris, Waldron; Curtis 
Blakenship, Warren; Sam Gray, 
Little Rock; Raymond Clinton, Hot 
Springs, and Jim Phillips, Fayette- 
ville. 

Appointed to the advisory board 
were Gordon Love, Hughes; Her- 
bert Culwell, Huntsville; J. C. Cox, 
Fayetteville; John Critz, North Lit- 
tle Rock; Ken Hollis, McGehee; 
Eugene Merritt, Arkadelphia, and 
L. W. Melton jr., Little Rock. 

A movement to refer the act to 
next year’s general election report- 
edly is under way. 





Scout’s Acceptance Brings 
Hike in IH Dealer Total 


By William V. Humphrey 
Staff Correspondent 

CHICAGO. — International Har- 
vester’s new Scout utility vehicle 
has far surpassed the company’s 
early expectations for it, according 
to R. M. Buzard, vice-president in 
charge of the Motor Truck Divi- 
sion, 

He said it is being purchased 
by farmers, construction people 
and a wide variety of individuals 
who have traded in passenger 
cars, station wagons and light 
trucks. 

“There is no one class of buyers,” 
Buzard said. “It seems to appeal 
to the average man, but farmers 
and construction men head the list.” 

He said the Scout has brought 
about a slight increase in the com- 
pany’s distribution organization, 
which consists of 5,000 dealers and 
factory branches. Old dealers will 
be taken care of first, he said, and 
new outlets will be opened as more 
units become available. 

He said IH will try to cover every 
city in which there is a market for 


the Scout, even if there is a com- 
* * ca 





Scouts Head West— 


Officials of International Harvester's 
Motor Truck Division inspect a shipment 
of 600 Scout utility vehicles bound for 
dealerships in Arizona and California. 
Fifty rail cars hauled the units westward. 
From left are W. E. Callahan, assistant 
to the divisional vice-president; D. F. 
Kuntz, divisional sales manager; E. P. 
O'Connor, Western regional manager, and 
R. C. Burns, motor truck sales manager. 





fore they begin applying their 
art, but too many think that a 
salesman one day just needs to 

go out and start selling.” 

The story of the nation’s traffic 
problem was told by M. R. Darling- 
ton jr., Washington, managing di- 
rector of the Auto Industries High- 
way Safety Committee. Said 
Darlington: 

“If we don’t cut our traffic-fatal- 
ity rate, we will be killing some 
55,000 persons a year in 1975 in- 
stead of the present 38,000. This 
nation will have 110 million vehicles 
in 1975, compared with 73 million 
now, and 111 million drivers.” 

Darlington commended Idaho for 
passage of its recent driver-train- 
ing law, noting that “the impor- 
tance here is qualified instruction, 
not just parents handing down 
their bad habits.” 

Darlington also called on Idaho, 
and 32 other states also operating 
without such a law, to adopt legis- 
lation requiring periodic vehicle 
inspection, 

“When you consider that in 
Pennsylvania, this law results 
in rejection of 55 percent of the 
vehicles as being unsafe for one 
reason or another, the magnitude 
of the importance of regular ve- 
hicle checking becomes appar- 
ent,” he said. 

The convention elected Charles 
C. Adams jr., Lewiston, as new 
president to succeed Fred Lillge, 
Boise. E. A. Bogert jr., Pocatello, 
was named vice-president, and di- 
rectors elected for the association’s 
four districts are: 

District 1—J. J. Broderick, Coeur 
d’Alene; Frank Evans, Sandpoint; 
Joe B. Mottern, St. Amries, and 
Robert Svingen, Kellogg. 

District 2—Adams; Ray Helbling, 
Moscow; Wesley Jenkins, Grange- 
ville, and Willard Johnson, Oro- 
fino. 

District 3—Curtis Beukelman, 
Caldwell; David Edmark, Nampa; 
Robert Hanigan, Payette, and 
Waldo Thurber, Boise. 

District 4—Bogert; R. J. Brown- 
ing. St. Anthony; Milton Kite, 
Idaho Falls, and Tom Smith, Black- 
foot. 

The convention selected Boise as 
site for the 1962 convention, with 
— in May to be announced 
ater. 


steadily and noticeably upwards 
again. Car sales ovey the nation 
are decidedly improving.” 

Ray Allen, former director of the 
National Automobile Dealers Assn. 
and a pioneer Cedar Rapids (Ia.) 
dealer, told how the Allen enter- 
prises — Allen Oldsmobile-Cadillac, 
Allen Imports, and Allen Motor Co. 
(Buick)—emphasize their service 
program with the sale of each car. 

The package ranges from the 
folder of literature on the new 
car, the guarantee and the free 
servicing offered, to a card mailed 
to customers asking them to check 
five different questions on the ef- 
fectiveness of the company’s serv- 
ice. 

Fred L. Williams, Los Angeles, 
advertising and sales promotion 
manager for Pennzoil Co., told the 
convention that “supervised train- 
ing is the key to effective salesmen. 

“Professional men require 
years of study and training be- 






















































Ford Illness Diagnosed 


As Mononucleosis 


DETROIT.—Doctors said last 
week that Henry Ford II, chair- 
man of Ford Motor Co., is suffer- 
ing from infectious mononucleo- 
sis, a disease accompanied by 
fever, sore throat and swelling of 
the lymph nodes. Ford has been 
ill at home since May 11. 

Doctors said Ford is respond- 
ing to treatment and will return 
to active business within the nor- 
mal recovery period, It was noted 
that, with proper attention, pati- 
ents usually recover in three to 
four weeks, although they may 
feel tired and weak for five to 
six months. 





pany-owned branch in that city. 
Buzard said many of the new 
Scout franchises are going to pas- 
senger-car dealers in metropolitan 
cities. 
“While our existing dealer and 
(Continued on Page 42, Col, 4) 


Skillman Joins 


Ford Division 


DEARBORN. — The appointment 
of S. A. Skillman as market repre- 
sentation manager for Ford Divi- 
sion was announced last week by 
Matthew S. Mc- 
Laughlin, general 
sales manager. 
He said Skillman 
will be responsi- 
ble for the divi- 
sion’s activities 
in strengthening 
its dealer organ- 
ization. 

Skillman, 52, 
formerly was 

H dealer relations 
S. A. Skillman vice-president for 
Studebaker-Packard. He was 
named to that post last December 
after serving ag vice-president and 





Clearwater Dealers Elect 


Burkhart to 3rd Term 


CLEARWATER, Fla.—For the 
third consecutive year, Richard 
Burkhart has been elected presi- 
dent of the Clearwater Automobile 
Dealers Assn, He is president of 
Clearwater Rambler, Inc. 

Reelected to serve with Burk- 
hart for another term were H. H. 
Carlisle, Carlisle-Porter Motor Co. 
(Lincoln-Mercury-C o m et-English 
Ford), vice-president, and Roger 
Kenyon, Thayer Motor Co. (Dodge), 
secretary-treasurer, 
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scheduled stockholders’ meeting in 
May. 


Business Barometer 


Automotive News Economic Index — 


(May 29, 1961) 


1961 
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Idaho Dealers Elect— 


Newly elected officers and directors of 


and Willard Johnson, Orofino, directors. 


Robert Hanigan, Payette, directors; E. A. 






the Idaho Automobile Dealers Assn. are, 
seated, from left, J. J. Broderick, Coeur d'Alene, director; Charles C. Adams jr., 
Lewiston, president; Fred Lillge, Boise, immediate past president; C. Ed Flandro, 
Pocatello, National Automobile Dealers Assn. director, and R. J. Browning, St. Anthony, 


Standing: Milton Kite, Idaho Falls and 
Bogert jr., Pocatello, vice-president; Tom 


Smith, Blackfoot, and Joe Mottern, St. Maries, directors; Leon Weeks, Boise, executive 
vice-president, and Rex Wirthlin, Jerome, director. 





Confusion Ends at Chrysler .. . 


Quinn Wields Sales Reins 


By Maynard M. Gordon 
News Editor 
ENTRALIZED authority has re- 
turned to Chrysler Corp. dis- 
tribution after an experiment with 
divided responsibility. 

A retirement and a resignation 
have left E. C. 
Quinn, automo- 
tive sales vice- 
president, as un- 
disputed boss of 
the entire spec- 
trum of corporate 
marketing, dealer 
relations and dis- 
tribution. 

Retiring from 
Chrysler Corp. 
this week after a 
36-year career 
with the company is C. L. Jacob- 
son, whose 65th birthday is today 
(May 29). Jacobson has been dealer 
relations vice-president since 1956. 

The surprise resignation of Rob- 
ert P. Laughna, marketing vice- 
president, came 10 days ago. The 
corporation promptly explained 
upon news of Laughna’s departure 
that marketing activities previous- 
ly assigned to him had been trans- 
ferred to Quinn. 

These activities include corporate 
advertising, business research, 
service development and training 
and market planning and analysis. 
Dealer relations was shifted to 
Quinn with the Jacobson retire- 
ment. 





E. C. Quinn 


* * * 


ON THE heels of Laughna’s de- 
parture and belated disclosure 
of the earlier resignation of Vice- 
President Nicholas Kelley jr., De- 
troit was rocked again last week 
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by rumors that L. L. Colbert was 
about to be replaced as Chrysler 
chairman and president. 

But nothing came of the rumors 
at week’s end, although Colbert 
missed funeral services for .Mrs. 
K. T. Keller Tuesday for what were 
described as “important meetings” 
in New York. 

According to the report, first 
circulated by United Press Inter- 
national, a new chief executive 
for Chrysler had been found by 
a committee of non-management 
directors, Members of this com- 
mittee include Joseph M. Dodge, 
Neil McElroy, W. Alton Jones 
and R. E. McNeill jr. 

But committee members denied 
plans for a meeting to change 
Chrysler presidents, and none ap- 
parently took place. The next reg- 
ular meeting of the Chrysler board 
of directors is scheduled for June 8. 

* oe * 

us hydraheadedness of Chrys- 

ler’s distribution activities had 
been a sore point to many dealers 
since Laughna became marketing 
vice-president last December. The 
division of responsibility between 
Quinn, who is also a director of the 
corporation, and Laughna had 
proved anything but clearcut. 

Reports of confusion grew after 
a secret meeting at company of- 

(Continued on Page 42, Col, 1) 





Willys Appoints 
Moss Executive 


Vice-President 


TOLEDO.—Cruse W. Moss has 
been named executive vice-presi- 
dent of Willys Motors, Inc., it was 
announced last week by Stephen 
A. Girard, presi- 
dent. 

Moss joined the 
Kaiser organiza- 
tion at Willow 
Run in 1947 and 
became assistant 
general _ sales 
manager of Wil- 
lys when the com- 
pany was pur- 
chased by the 
Kaiser organiza- 
tion in 1953. He 
later became sales vice-president. 

As executive vice-president, he 
will direct all operations of the 
company, Willys said. 

In addition to its Toledo plant 
and domestic business, Willys has 
22.overseas affiliated assembly and 
manufacturing plants and markets 
Jeep vehicles in more than 150 
sales areas of the free world. 

Moss said Willys soon will broad- 
en its Jeep line with the addition 
of the Fleetvan, a van-type delivery 
unit, designed for laundries, dry 
cleaners, bakeries and other com- 
mercial services. 

He said it will be an enlarged 
version of the Fleetvan currently 
being produced by Willys for the 
United States Postoffice Depart- 
ment. 


Cruse W. Moss 





Paecomeltienmnc 









chologist the other day. He said 
people tend to think of their cur- 
rent roles in life as something 
static, identifying themselves, for 
instance, as a dealer, an advertising 
man, an editor or a housewife. 

We really are more than the 
names we give to ourselves. For 
instance, a woman may say: 
“Well, I dropped my medical 
studies to be a mother.” 


HATTED with a “reformed” psy- 
l 


mother significant? She may spend 
10 or 20 years in the child-bearing, 
child-rearing period, and then what 
for the next 20, 30 or 40 years? 
Does she lose significance to society 
and become a querulous woman be- 


cause she feels lost and useless? 
* * ok 


Owner-Relations Role 
i pain thing that brought this up 


was a visit to Jerry McCarthy 


Chevrolet in Detroit, as Bill Bundy, 
owner of the dealership, announced 
the “first” owner-relations depart- 
ment to be opened by a dealer. 
K. E. Staley, general sales manager 


of Chevrolet, has been accenting 


this aspect of the auto dealer busi- 
ness, installing such a department 
at the factory level. 

Bundy announced the new de- 
partment effectively with an ad 
headlined, “This man cannot sell 


you a new Chevrolet” over the pic- 


Committee of 3 
Named to Enforce 


| Philadelphia Code 


PHILADELPHIA. — Appointment 
of a three-member “Public Service 
Committee” to receive and act on 
complaints from auto buyers has 
been announced by Charles A. Bott, 
president of the Automobile Trade 
Assn. of Greater Philadelphia. 

Establishment of the committee 
is part of the ATA’s campaign to 
raise the ethical standards of the 
industry, he said. 

' Members are Edward C. Swirsd- 

ing, ATA vice-president; Ed Calla- 
han, Station WPEN, representing 
the public, and A. R. Kilgore, Chev- 
rolet city manager, representing 
manufacturers. 

If a complaint discloses that a 
dealer’s action has been in viola- 
tion of the ATA’s code of ethics, 
Bott said, the dealer will be re- 
quired to make satisfactory adjust- 

ment with the buyer. Failure to 
comply can result in loss of ATA 
membership and the right to dis- 
play the association’s fair-practices 
insignia, he added. 

At a meeting of the Camden 
(N. J.) Auto Trade Assn., Swirsding 
said that the Philadelphia cam- 
paign is receiving an enthusiastic 
reception in and out of the indus- 

try. 

He said the program is “meeting 
some resistance because we are 
stepping on some toes,” but he 
added that response from the pub- 
lic and the trade has been encour- 


aging. 
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Dealer Forum 


by Robert M. Finlay 


But how long is her role as a 
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ture of Bob Caldwell, 
the department. 

Under his picture is this copy: 
“His only job is to make sure 
that you are completely satisfied 
with your Chevrolet and our serv- 
ice.” 

Then there is a smaller picture 
of Bundy over the announcement 
of the department and the state- 
ment: 

“This new department was cre- 
ated out of our sincere conviction 
that you are entitled to preferred 
treatment. It provides a convenient, 
highly personalized way to clear up 
any problem, annoyance, or mis- 
understanding in connection with 
your Chevrolet and our dealership. 
All of our employes have pledged 
their enthusiastic support of this 
program.” 


* 
How It Works 


— there is this box: 
does it work?” 

The department, says the ad: 

“. . . Supervises the thorough in- 
spection and careful preparation of 
your new Chevrolet or Chevrolet 
OK used car before delivery. We 
feel that your investment in our 
products entitles you to complete 
driving comfort and _ satisfaction 
from. the moment you leave our 
dealership. This department will 
see that you get it. 

. Provides immediate inves- 
tigation and satisfactory han- 
dling of any misunderstanding 
that may occur in the servicing 
of your Chevrolet. This depart- 
ment makes certain that you al- 
ways receive the finest factory- 
approved Chevrolet service from 
a properly manned, perfectly 
equipped service department. 

. . Offers you a personal, friend- 
ly and efficient way to get quick 
action on any problem . . . however 
large or small... relating to your 
Chevrolet or our dealership. This 
department has been created to 
establish a bond of confidence 
based on your complete satisfac- 
tion. It is your department .. . 
Created to work for you.” 

* * * 


manager of 


* * 


“How 


Welcome Sign 
A “P. S.” advises the customer 
that even if he did not buy 


his Chevrolet from the dealership, 
he still is welcome to use the priv- 
ileges, courtesies and advantages of 
the department. (This spirit merits 
applause. Too often dealers adopt 
an attitude of getting even with 
other dealers’ owners.) 

At the meeting announcing the 
department, Bundy said that some 
years ago his dealership had fallen 
into the ways of phony price adver- 
tising which seemed to be so popu- 
lar at the time, but four years ago 
decided it was foolish as well as 
unprofitable. Since that time, using 
a policy of customer-oriented ad- 
vertising, he said that business has 
gone steadily upward. 

“We operate on the policy,” he 
said, “that people are people, and 
people are basically nice.” 

Called up Bob Caldwell, who 
heads the department, after he had 
been on the job for a week and 
asked. him what he was doing. 

Caldwell has a friendly, cheerful 
voice. It was pleasant to talk with 
him, but a bit confusing. 

“We are approaching everyone 
who comes in, either on the sales 
Side or the service side, but it will 
take time to evaluate the re- 
sponse.” 

I’m not quite sure of what he 
meant, and this may be one of the 
dangers of such a setup—making 
owner relations a complicated sub- 
ject. 

It isoreally a simple thing—recog- 
nizing that the owner of your prod- 
uct is the heart of any retail busi- 
ness and orienting all phases of the 
business to meeting his needs in 
such a satisfactory way that he re- 
turns as a steady customer. 

This sounds obvious, and yet 
many factory men as well as deal- 
ers are identified with the practice 
of shaking the prospect for a quick 

(Continued on Page 45, Col. 5) 























NADA to Go Ahead 
With Board Meeting 


WASHINGTON.—The June 6-8 
board meeting of the National 
Automobile Dealers Assn. will be 
held as scheduled, NADA said 
last week. 

The annual industry dinner, 
however, has been cancelled be- 
cause of the death of President 
Walter B. Cooper. 





Donner Quizzed at Meeting . . 


GM Siushhiolders Get 
View of Dealer Plight 


WILMINGTON, Del.—Dealer re- 
lations and distribution problems 
moved into the General Motors 
shareholders’ meeting during a 


South Dakota Dealers Elect Officers— 

Paul McKean, third from left, Sioux Falls, newly elected president of the South Da- 
kota Automobile Dealers Assn., is congratulated by South Dakota Gov. Archie Gub- 
brud at the association's convention in Rapid City, S. D. Other association officers in- 


clude George Fillbach, 


left, Falkton, secretary; Henry Billion, second from left, Sioux 


Falls, director, National Automobile Dealers Assn., and Leon Miller, right, Winner, 


vice-president. 


Michigan Senate Weighs 
Factory-Retailing Probe 


LANSING.—The Michigan Auto- 
mobile Dealers Assn. has urged 
members to ask their state senators 
to support a resolution calling for 
a special‘ committee to investigate 
the retail sales practices of motor 
vehicle manufacturers. 

The proposal, termed Resolu- 

tion 51, is now in the Senate 

Business Committee. It is expect- 
ed to be reported out June 8 or 9. 

“We cannot have this resolution 
passed without your help,” said 
Gilbert L. Haley, MADA executive 
vice-president, in a letter to deal- 
ers. “We plead with you to contact 
your senator and ask him to vote 
for Resolution 51.” 

The text of the resolution fol- 
lows: 

Whereas, Motor-vehicle manufac- 
turers for many years have operat- 
ed on the basis of franchised deal- 
ers; and 

Whereas, Certain manufacturers 
have established factory retail out- 
lets in the same areas where they 
have established franchised deal- 
ers; and 

Whereas, These factory retail 
outlets are threatening to disrupt 
the financial stability of the fran- 
chised dealers who have many 
thousands of dollars invested in 
their establishments; now there- 
fore be it 

Resolved by the Senate, that 
there is hereby created a special 
committee composed of five mem- 
bers ... to function during the in- 
terim between the 1961 and 1962 
regular sessions of the Legislature, 
to investigate the retail sales prac- 
tices of motor-vehicle manufactur- 
ers and to report its findings and 
recommendations to the 1962 Leg- 
islature; and be it further 

Resolved, That the committee is 


Sunday Bill Gains 


Favor in Illinois 


CHICAGO.—Dealer opposition to 
Sunday sales is increasing, accord- 
ing to Maxwell S. Evans, president, 
Chicago Automobile Trade Assn. 

He said recent polls showed that 
95 percent of the Chicago associa- 
tion and 75 percent of the Illinois 
Automotive Trade Assn. favor a 
law to ban Sunday sales. 

Such a law has been introduced 
in the Illinois General Assembly. 
Evang said that similar bills were 
passed in 1951 and 1959, but were 
vetoed by the governor. 


authorized to subpena witnesses, to 
administer oaths and to examine 
the records of any persons, part- 
nerships, associations or corpora- 
tions, public or private, involved in 
a manner properly before the com- 
mittee. 


Policy on Closings 
Hit in Detroit 


DETROIT.—A number of Detroit 
dealers are unhappy over the De- 
troit Auto Dealers Assn. policy of 
Wednesday and Friday night clos- 
ings, claiming these are the wrong 
nights. They prefer Tuesday and 
Thursday. 

Boyce Tope, DADA executive 


question-and-answer period with 
Chairman Frederic G. Donner. 

Stockholders wanted to know 
why dealer profits are so low 
and what GM proposes to do 
about it. They mentioned distri- 
bution difficulties and asked for 
Donner’s views on correcting 
them. 

One man suggested that a dealer 
be named to the GM board of di- 
rectors. Donner promised that the 
idea would be taken under con- 
sideration. 

The GM chairman answered each 
question. At one point, he observed 
that “this is no place to debate the 
distribution situation at length,” 
but he emphasized to each inter- 
rogator that GM is working on the 
problems constantly. 

The questions were not asked by 
dealers, but they apparently were 
dealer-inspired. 

Mrs. Scottie G. Clark, a New 
York housewife, remarked that 
there seems to be a real sickness 
in the entire distribution field and 
particularly in the retailing of au- 
tomobiles, 

She asked: “What are the fac- 
tories doing to insure healthier in- 
dependent distribution of their cars 
and, in this case, of course, what 
is General Motors doing? 

“Isn’t it possible,” she con- 
tinued, “that if so many dealers 
continue to lose money and go 
bankrupt, it will be necessary for 
the factories to go to self dis- 
tribution? 

“And if this should happen, 
wouldn’t it tend to encourage gov- 
ernment interference and maybe 
some day nationalization of the in- 
dustry itself? 

“My further question would be: 
Are directors of General Motors 
aware of this danger? And, if so, 
what is GM doing, or planning to 
do, to halt the bad practices and 
to help bring about a healthier dis- 
tribution of cars? 

“GM’s annual statement for 1960 
shows its profit was 16 percent on 
sales,” Mrs. Clark said, “and the 
most optimistic estimate of dealer 
profits for 1960 is one-half of one 
percent. What effect will this weak- 
ening trend of dealer profits have 
on car distribution and the ulti- 
mate profits of GM?” 

Donner replied, “There are a lot 
of assumptions wrapped up in your 
question that I do not think it 

would be very appropriate to dis- 
cuss. 

“But distribution of our cars 





vice-president, said no changes in 
the voluntary program are con- 
templated “since an overwhelming 
majority of the members are in 
favor of the present pattern.” 

Tope said Wednesday and Satur- 
day night closings went into effect 
last Sept. 1 and the Friday closing 
was added Feb, 24. A majority of 
the members is following this pat- 
tern, he said. 


On the House... 


Bill Holler jr., Chevrolet dealer in Deland, Fla., 
and son of Chevrolet’s retired sales chief, contends 
that dealer discounts should be increased, rather 
than lowered, as suggested by some dealers. “Our 
discounts are already very low, compared with 
other industries,” he declares. “Cutting discounts 
would be like telling a worker: ‘You’re not saving 
enough money, so I’m going to cut your salary 
from $10 to $5 per day.’” ... There shouldn’t be 
any miserable cleanup problems this fall, unless 
dealers and factories panic over possible labor 
trouble and build new-car inventories too high... 

Looks like earlier-than-usual introductions of 
1962 models. One of the Big Three has a press introduction set for 
Aug. 15 .. . Philadelphia-area dealers, protesting an article by 
Columnist J. A. Livingston, have decided to “refrain from adver- 
tising in the Evening Bulletin.” Protest? Yes, if you like. But can- 
cellation of ads? NO. It’s like waving a red flag in a bull’s face... 
Louis Milam, Wisconsin association’s chief, makes a plea for fac- 
tory cooperation in not scheduling model showings and pep rallies 
on days when state associations hold their annual conventions .. . 

Jim Falvey, who resigned recently as board chairman of Electric 
Autolite, is returning to law practice with Toledo firm . . . Wife of. 
Billy Hughson, oldest Ford dealer, died recently in San Francisco 
. . . Frank Held (Chevrolet, Kenyon, Minn.) celebrates his 100th 
birthday. 


and our distribution relationships 
with our dealers are something 
that we are working on all the 
time. It must be recognized that 
dealers are independent mer- 
chants and businessmen who 
contro] their own practices and 
methods of selling within them. 
“We can consult and work with 
them,” Donner said. “We are doing 
(Continued on Page 43, Col, 1) 
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Wembhoff 


—PETE WeEMHoFrr, Editor, 
Automotive News 


4 
Mid-Month Shows Rise . . . 
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May Car Sales Head 
For One-Year Peak 


(Continued from Page 1) 


49.1 percent; Ford Motor Co., 32.7 
percent; Chrysler Corp., 10.6 per- 
cent; American Motors, 6.4 per- 
cent, and Studebaker-Packard, 
1.2 percent. 

As compared with the first 10- 
day period, GM’s market declined 
slightly, S-P held its own and the 
others gained, with AMC showing 
most strength. 

a + * 

ORD DIVISION, with 45,000 de- 

liveries, claimed the mid-May 
selling period had the highest 
daily selling rate for any 10-day 
period since November, 1960. 

It was the second consecutive pe- 
riod in which sales topped the year- 
earlier period, the division said. 

Standard Ford had 28,400 de- 
liveries in the period, while Fal- 
con sales numbered 16,700 — the 
compact’s best selling rate since 
June, 1960, Ford said. 

Retail sales for Lincoln-Mercury 
Division were as follows: Comet, 
6,495; Mercury, 3,829; Lincoln, 875, 
and English Ford, 443. All were 
well ahead of totals for the month’s 
opening period. 

Excluding English Ford, the 
Ford Motor Co. total ve 56,299. 

Ed * 
. Chrysler Corp. total of 18,188 
deliveries in the second 10-day 
period represented a gain of 15 per- 
cent over its volume in the first 
10 days of May. 

Chrysler-line make totals in 
the mid-month period were: 
Plymouth, 5,520; Dodge, 4,348; 
Valiant, 3,400; Chrysler, 2,992; 


VW Gives Dealers 
U. C., Business 


Control Programs 


ENGLEWOOD CLIFFS, N. J. — 
A used-car program and a business 
management program have been 
announced by Volkswagen of 
America, 

The latter is designed to as- 
sure dealers continued “adequate 
sales volume at a satisfactory 
profit,” said B. F. Marnocha, 
business management manager. 
The used-car program, according 
to John M. Gavin, used-car man- 
ager, is designed to keep VW deal- 
ers competitive in that phase of 

the market. 

The business management pro- 
gram was announced at a three- 
day business management confer- 
ence in New Orleans attended by 
business management Managers 
and other executives from Volks- 
wagen of America and its 16 inde- 
pendent distributors. 

Keynoting the conference, Mar- 
nocha said: 

“Our economy has entered the 
toughest and roughest phase of 
competition in modern times—and 
today, the business man must rec- 
ognize what his competition is and 
meet it successfully, or else he 
faces bankruptcy or insolvency.” 

Marnocha said American busi- 
ness has found that managerial 
inexperience and incompetence 
are responsible for business fail- 
ure “in the overwhelming num- 
ber of cases” and that “business 
management is essential to de- 
velopment and maintenance of 
soundly capitalized, quality or- 
ganizations in any field.” 
Outlining the new Volkswagen 

(Continued on Page 45, Col, 4) 


Kansas City Dealers Elect 


Ireland President 


KANSAS CITY.—New president 
of the Motor Car Dealers Assn, of 
Greater Kansas City is Harry W. 
Treland. 

He succeeds Richard S. O’Neill. 
Other officers are: S. Harvey Laner, 
first vice-president; Max Griffith, 
second vice-president; Charles E. 
Clark, treasurer, and William W. 
Egelhoff, secretary. Board of direc- 
tors: Art Hoffman, Ray Faddis, 
Harry Schwartz jr., Bernard Brown, 
Matt Calovich, Art Bunker jr. and 
Marty Dubowy. 


Lancer, 1,660; Imperial, 238, and 
DeSoto, 30. 

Byron J. Nichols, Dodge general 
manager, said Dodge sales were up 
17.4 percent over the first 10 days. 

Although no figures were given 
for Simca, it was reported that 
sales gained 55 percent over the 
month’s opening period. This would 
indicate approximately 270 Simca 
deliveries during the second 10 
days. 

A Chrysler spokesman said Im- 
perial was being hampered by a 
shortage of cars stemming from 
the transfer of Imperial assembly 
to the Chrysler Jefferson plant in 
Detroit. 

“Limited output” of Imperial is 
now under way, he said, after a 
month-long interruption of produc- 
tion. eB SD 

AMBLER retail sales in the 

second 10 days of May climbed 
to the highest level of any corre- 
sponding period in seven months, 
said Roy Abernethy, executive vice- 
president of American Motors. 

Sales totalled 11,103, he said, a 
gain of 21.3 percent over the pre- 
ceding 10 days. In the compar- 
able April period, sales reached 
10,436. 

Studebaker’s 10-day total was 
2,058, a gain of approximately 5 
percent over the first 10 days of 
May. However, the total was below 
the mid-April count for Stude- 
baker. 

* a * 
M’S retail sales for the period 
were estimated at 84,653. Olds- 
mobile was the only division to 
make any sort of a report. 

J. F. Wolfram, Oldsmobile gen- 
eral manager, said sales in the 
first 20 days were better than for 
any similar period since Decem- 
ber. 

Wolfram claimed 18,276 sales for 
the first 20 days. On the basis of 
Olds’ report for the first 10 days, 
this would indicate 9,552 for the 
second 10-day period, including an 
estimated 7,029 standard cars and 
2,523 F'-85s. 

F-85 sales, up sharply over the 
2,001 retailed in the opening period, 
apparently reflected addition of the 
luxury-appointed Cutlass. 

* * oe 


ALES for other GM lines were 

estimated ag follows: Buick, 
5,600; Special, 2,162; Pontiac, 6,760; 
Tempest, 2,929; Cadillac, 4,000; 
Chevrolet, 42,350, and Corvair, 
11,300. 

Chevrolet deliveries were down 
from the opening 10-day period. 
This may have reflected a num- 
ber of retail sales “carried over” 
from closing days of April by 
dealers attempting to get a run- 
ning start on Chevrolet’s tradi- 
tional May-June sales contest. 

Some observers suggested that 
Chevrolet dealers had already be- 
come disenchanted with this year’s 
contest and that sales effort in the 
showroom, as a result, hag eased 


up. 





Sales Trophy— 


John B. Naughton, right, Dodge general 
sales manager, presents the annual award 
for Outstanding Regional Achievement to 
J. R. Jarvis, center, Dodge Philadelphia 
regional sales manager, and K. L. Heath- 
erly, assistant regional manager. The Phila- 
delphia region was awarded the trophy 
for having the highest regional sales rec- 
ord during 1960. The Philadelphia field 
force was honored at a dinner. 





Dealers Discuss Problems— 

John B. White (Ford), Philadelphia, moderated a panel discussion on ‘Today's 
Dealer Problems’ during the annual meeting of the Pennsylvania Automotive Assn. in 
Pittsburgh. Dealers who took part in the discussion were, from left, William L. Samson 
(Pontiac-Cadillac), Homestead; Harold G. Reslink (GMC-Willys), Erie; Paul £. Ruch 
(Dodge), Clearfield, and Charles S. Frantz (Ford), Kingston. 


Williams Points Up Ways 


To Revive Dealer Profit 


(Continued from Page 1) 


in the direction of an out-of- 
- loss to the dealer doing 
t. 
Williams cited figures to back his 
contention that 
excessive inven- 
tories “can easily 
be listed as the 
automobile deal- 
ers’ enemy No.1.” 
In 1960, Wil- 
liams said, total 
dealer profit was 
$145 million. Had 
dealers not 
“wasted $83 mil- 
lion” carrying an 
excess inventory, 
he said, dealers would have made 
over 50 percent more than they did. 
«* * a 


Birkett Williams 


ig THE first quarter of 1961,” he 
continued, “we dealers carried 
new-car inventories in stock over 
and above a 30-day supply to an 
extent never before equalled.” 

Using a cost of $20 as the ex- 
pense of carrying one lower- 
Priced car in stock for one 
month (a figure he termed “on 
the low side”), he said, dealers’ 
economic loss in the first quarter, 
due to excessive inventories, was 
$31.8 million. 

“During the first quarter,” he 
continued, “dealers lost a total of 
almost $14 million... 

“Suppose every dealer had limit- 
ed his new-car inventory toa 
30-day supply and saved the $31.8 
million wasted carrying too many 
new cars. 

“A $14 million loss would have 
become an $18 million profit.” 

* * ” 


* Y let anyone kid you into 
carrying too many new cars? 
With the multitude of options 
available, only about half the time 
can you deliver from inventory.” 
Williams continued, “The big- 
gest volume year we ever had 
was 1955, That record still stands 
—almost eight million new units. 
And dealers’ new-car inventories 
hit their high on July 1 at less 
than 850,000. 
“Why a million cars on hand all 


Hurricane Donna 
Gets ‘Credit’ for 


Cut-Price Imports | 


WARSAW, Ind.—Cut-price im- 
ports, allegedly damaged by Hurri- 
cane Donna, are being offered here 
by Hoosier International Motors. 

Hoosier said that the insurance 
company and the distributor had 
taken a loss on the cars; that 
Hoosier had bought them below 
cost and was passing on the price 
reduction to the public. 

A wide selection of Morris, Riley, 
Austin and MG roadsters, coupes, 
sedans, station wagons, pickups and 
panels was offered, with all units 
backed “by a written warranty.” 

Hoosier said it has a $35,000 parts 


these cars. 


through the first quarter of this 
year to deliver an average of only 
a little over 400,000 cars a month?” 
On the matter of trimming op- 
erational costs, Williams said, “If 
you want to stay in this business, 
efficient operation is essential. 


ad * * 
’ T means elimination of un- 
necessary expense, even if 


some of it is your brother-in-law. 
You are fighting for your business 
existence, not running a welfare 
institution. 

“Go over your expenses with a 
glassy eye. Do away with every 
unnecessary item.” 

On selling costs, he said, “Know 
what it costs you to sell one new 
car. NADA will furnish you the 
formula to determine this. 

“Then, sell every new car you 
can which shows you a profit.” 

* * * 


7 also reminded deal- 
ers of their obligation to their 


families as well as to factories, 
customers, employes and creditors. 

Dealers should not get so tied 
down to business, he said, that 
they have no time for cultivating 
and maintaining good family re- 
lationships. 

“Take time out to play with your 
children,” he said. “Be sure they 
are trained in activities which will 
make them well-rounded young- 
sters, having a worthwhile aim in 
life.” 

Discussing wives, he said, “Buy- 
ing her a new dishwasher or a new 
hat, and thinking she enjoys living 
alone most evenings in the week is 
not enough. 

“Even more than you need 
money, you need to keep alive the 
ideals with which you started your 
married career.” : 



















Dealers Prefer 


Fewer Models 


Factory Stockpiling 
Also Advocated 


(Continued from Page 1) 


among compacts is “the same rat- 
race.” 

“Decrease the number of models 
available in any one car line—if 
that could be called a _ solution,” 
said an Oregon Ford dealer, 

* * * 
7 representing all Big 
Three makes called for factory 


‘|car pools in zone warehouses, 


“Dealers should carry only a few 
sample cars, with all others factory 
orders,” said a Pennsylvania Plym- 
outh dealer. 

An Oldsmobile-Cadillac dealer 
in Maine, who reported 30 per- 
cent special orders for Olds and 
75 percent for Cadillac, said 
there was little to be done about 
it in his case. 

“In the higher price group,” he 
explained, “the customers have def- 
inite ideas as to what they want 
and it is impossible to anticipate all 
of their desires.” 

A Mississippi Buick dealer called 
on manufacturers to “build cars the 
way dealers can sell them—not the 
way the factory wants to build 
them.” He reported a 10 percent 
rate for special orders. 

* * oe 
RAMBLER dealer in Vermont 
commented that there is no 
easy solution because “the public 
always wants different than you 
have.” 

Special-order percentages range 
from 4 percent for a Ford dealer in 
California to 75 percent for a Stu- 
debaker firm in Massachusetts. 

Most dealers reported that the 
rate of special orders had increased 
each year with the addition of body 
styles, options and colors. 


Denver BBB 
Plans to Revise 
‘Truth’ Program 


DENVER. — The Denver Better 
Business Bureau will appoint a 
committee to modify its “Emblem 
of Truth” campaign to conform to 
the “aims and purposes” of the 
National Assn. of Better Business 
Bureaus, 

At its recent convention in 
Phoenix, the national group an- 
nounced that it would suspend the 
Denver bureau effective Oct. 15 un- 
less the local unit revised the pro- 
gram. 

The Denver BBB started its drive 
Feb, 26. The plan requires subscrib- 
ers to endorse a code of honest ad- 
vertising and merchandising prac- 
tices. Subscribers pay an annual fee 
of $180 and are permitted to use an 
emblem with the BBB name in the 
ads and in their places of business. 

The national organization objects 
to the use of the words “Better 
Business Bureau” in the emblem. 





Elected to Guide Buffalo Dealers— 


’ Newly elected officers of the Buffalo Automobile Dealers Assn. are, front row, from 
inventory available to buyers of| left, Ward M. Klepfer, president, and William A. Dietrich, vice-president. Back row: 
Albert J. De Lacy, secretary, and Ervin J. Wolf, treasurer. 
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LARK WINS GRUELING CANADIAN RUN WITH 
TWIN TRACTION LIMITED SLIP DIFFERENTIAL! 









Stop your right rear wheel on a pile of wet leaves which 
you can place at the curb yourself, then demonstrate how 
LSD lets you start up smoothly and with no wheel spin 
— because the power goes to the wheel with the traction. 





If you’re near an unpaved country road or lane where Dirt really flies when a car with a conventional differ- In the winter, if you’re where the temperature goes 
you can run one rear wheel off into soft soil, you can put ential starts with one wheel in the mud. You can make below freezing, put one rear wheel on a patch of ice or 
on a powerful demonstration of how easy it is to get a mud puddle in your used car lot or in a field—and packed down snow and show your customer how LSD 
going instantly—with LSD. show how LSD insures a quick, clean take-off. lets you start up instantly. 


First across the finish line in the famous Trans Canada Rally early this 
month was this Studebaker Lark equipped with TWIN TRACTION. 

Drivers and crew gave TWIN TRACTION credit for getting them 
through the rugged Canadian terrain. Manufactured by Dana, this 
limited slip differential directs maximum engine power to the rear wheel 
with greater traction. 

Runner-up in the 7-day, 4100-mile torture run was also a Lark, 
likewise featuring TWIN TRACTION, the amazing device which 
enables a car to keep moving and avoid getting stuck so long as either 
rear wheel has traction. 

Once they try it, drivers are enthusiastic about limited slip differ- 
ential and want it on every car they buy. So, the magic formula for 
limited slip differential is simple—once you have it in your car, you will 
never be without it. Be sure all your demonstrators are equipped with 
it and point it out to every prospect—make a limited slip differential 
part of every sales pitch you make. You will be amazed at the bonus 
business and customer satisfaction. 
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BE SURE YOUR DEMONSTRATORS HAVE LIMITED SLIP DIFFERENTIALS! 
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Faith Law Goes 
To Appeals Court 


Texas Dealer’s Facilities, 
Constitutionality Argued 


NEW ORLEANS. — Whether a 
franchise requirement for adequate 
building facilities involves ‘“coer- 
cion” under the good-faith law will 
be argued before the Federal Cir- 
cuit Court of Appeals here tomor- 
row (May 30). 

The hearing has been scheduled 
in an appeal of a lower court de- 
cision by B. J. Woodard, former 
Chevrolet dealer of Greenville, Tex. 
The sales agreement of Woodard 
Motor Co. was terminated in 1957 
after the dealer refused to comply 
with factory demands that he erect 
or occupy larger facilities. 

Originally, Woodard sued for 
$400,000 damages for breach of 
contract. 

Chief Judge Joe E. Estes, of Fed- 
eral District Court in Dallas, issued 
a summary judgment last October 
dismissing Woodard’s suit. 

B. J. Woodard, who was associ- 
ated with his father B. T. Woodard 
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New Two-Tone Treafment— 





Beginning Thursday (June 1), Plymouth will offer a second two-tone treatment on its 
Fury hardtop, sedan and convertible models. To be called “Fury Sportone,” the color 
treatment creates a ‘‘split level'’ color accent. Alpine White on the lower level is com- 
bined with a choice of Air Force Blue Metallic, Emerald Green Metallic, Fawn Beige, 
Bronze Metallic or Carnival Red on the roof, hood and rear deck. Plymouth's regular 
two-tone color option for the roof only, continues to be available on all models. 


in the Greenville dealership, con- 
tends in the appeal that the termi- 
nation violated the good-faith law 
because he “failed to bow to coer- 
cion and intimidation and build a 
new building or move to other 
premises when not required to do 
so by the terms of the franchise.” 

Constitutionality of the good- 
faith law also will be argued for 


the first time in an appellate 
court, 

GM also is contending that 
Woodard failed to act in good faith 
under the day-in-court law. The 
former dealer replies that it had 
tried unsuccessfully to obtain larg- 
er quarters and that its Chevrolet 
building had proved adequate even 
though the factory did not think so. 


Task Force Backed .. . 





Georgia Assn. Asking 
Dealer ‘Dedication’ 


SAVANNAH, Ga.—“If you want] profit out of the automobile busi- 


your association to be successful, 


ness is. I know of no other business 


it’s up to you to dedicate yourself| that gives as great an opportunity 


to working for it,” members of the 
Georgia Automobile Dealers Assn. 
were told by their newly elected 
president in his acceptance speech. 

Tom M, Callaway jr., Decatur, 
also told the 250 dealers attend- 
ing the three-day convention here 
that they should become more 
active in public affairs. 


“When you go home, determine 
how many of your employes are 
registered to vote—but don’t tell 
them how to vote,” he said. 

“In the coming year you will be 
faced with many regulatory issues. 
You and your employes have a mu- 
tuality of interests. No one is going 
to answer your problems for you 
except yourself, 

“Governmental control] is not the 
answer but your ability to make a 





You'll see it on the boardwalk in Atlantic City. 

And on the Paoli local. 

On the Market Street subway, too. 

In Greater Philadelphia, you’ll see that people 
read and trust The Evening and Sunday Bulletin. 

The Bulletin talks the language of Greater 
Philadelphia—applauding a pre-Broadway tryout, 


THE PHILADELPHIA BULLETIN 


analyzing the changes in scholastic education, 
appraising the Eagles’ prospects for another win- 


ning season. 


When you buy The Bulletin, you buy more 
than Greater Philadelphia’s leading newspaper .. . 


You buy belief when you-buy The Bulletin! 


A member of MILLION MARKET NEWSPAPERS, INC. 


Advertising Offices: New York, Chicago, Detroit, Los Angeles, San Francisco. Florida Resort Office: The Leonard Company, Miami Beach. 


IN PHILADELPHIA NEARLY EVERYBODY READS THE BULLETIN 





for service ag the automobile busi- 
ness does.” 

In a resolution, the association 
expressed support for the National 
Automobile Dealers Assn, Task 
Force Committee and continuance 
of its efforts. 

Other resolutions pledged assist- 
ance to the state in setting up ad- 
ministration of the new law on 
comprehensive motor vehicle title 
registration and extended sympathy 
to the family of the late Walter B. 
Cooper, president of NADA. 

Convention speakers included 
‘Vince Baker, sales training ex- 
pert, Pueblo, Colo.; E, N, Cole, 
general manager of Chevrolet, 
and Warren A, King, automotive 
merchandising manager of Life 
magazine. 

The retiring president, Darrell 
Johnson, Thompson, presided at all 
sessions. 

The convention committee con- 
sisted of Chairman John O. Mit- 
chell, Dale Critz jr.. Frank Durden, 
Mrs. Dale Critz, Tom Callaway, 
R. H. East and Clem A, Bahde. 


Industry Urged 
To Install Fumes 


Units on Its Own 


WASHINGTON.—The auto in- 
dustry has been asked to help pro- 
tect the public health by installing 
“on your own initiative’ a device 
in all new cars which destroys 
crankcase fumes, 

Senator Maurine B. Neuberger, 
Oregon Democrat, made the re- 
quest in a letter to 14 manufactur- 
ers of cars and trucks. She sug- 
gested that in the event the 
industry failed to seize the initia- 
tive, it would result in “respon- 
sible legislation to prohibit the 
transportation in interstate com- 
merce of vehicles without the pro- 
tective device.” 

She noted that the Automobile 
Manufacturers Assn. had rejected 
a request by the Secretary of 
Health, Education and Welfare 
that the industry install at the fac- 
tory a device which destroys crank- 
case fumes, a factor in air pollution 
along with auto exhaust fumes. 


Dodge Revises 
Truck Rebates 


DETROIT.—Dodge has extended 
its truck rebate program to Aug. 
10 and has revised the levels at 
which dealers receive payments. 

Under the present setup, dealers 
receive $40 for truck sales between 
60 and 80 percent of quota, $60 per 
unit for sales between 80 and 100 
percent of quota and $80 per unit 
for sales in excess of 100 percent. 

The rebates apply to half-ton, 
three-quarter-ton and one-ton 
models in the conventional, four- 
wheel-drive and forward-control 
categories. 


Crockett, Sales Manager, 


Is Named Mack V-P 


PLAINFIELD, N. J.—Albert G. 
Crockett, general sales manager of 
Mack Trucks, Inc., has been elect- 
ed a vice-presi- 
dent. 

Crockett, a vet- 
eran of 32 years 
with Mack, will 
continue to direct 
sales and service 
operations of 
some 400 factory 
branches and dis- 
tributor outlets 
around the world. 
He also will ad- " 
minister M ac k’s A. G. Crockett 
advertising and sales promotion 
programs. 
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“Just 

3 years Ago 
lfilledin 
this coupon!” » 















Director of Denier Deveiopmeat 
American Metors Sales Corporation 

Detroit 32, Michigan 

Deor Si W you please provide me wath more 
niete information ohout the Rambler franchise. | underst 


nder nO Sobgehon wad my ingeury. we Re 


the strictest confidence 


iBBSREEEREEEE 


‘17 T was the most fortunate move I ever made. The line of cars I had been selling 

was having tough sledding — still is, too! But not Rambler! Throughout these 

three years, my profits—like Rambler dealer profits generally—have been, and 
still are well above the average made by dealers handling other makes. 


“‘We Rambler Dealers sell twice as many compact cars per dealer as most other 
dealer groups, are third in total sales per dealer in the industry. What’s more, 
the trend continues. And with more than 100,000 Ramblers now in fleet service, 
we have a constantly growing sales and service potential in this volume market. 


“If I hadn’t filled in this coupon, it’s likely I would still be working for someone 
else today, instead of being my own boss and owning my own dealership. The 
coupon at the bottom of this page can mean opportunity for you as it did for 
me three years ago. Why not fill it in today?” 


Director of Dealer Development 
American Motors Sales Corporation 
Detroit 32, Michigan 


Dear Sir: Will you please provide me with more complete 
information about the Rambler franchise. | understand that | 
am under no obligation and my inquiry will be held in the 
strictest confidence. 
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Late Report... 


Used-Car Market 


The overall average price of used cars sold at wholesale auction 
declined $6 last week to $1,046, according to Automotive News’ 
index. 

Running counter to the trend were ’59s, which went up $9; 
56s, which advanced $5, and ’5%s, which gained $2. 


Losses amounted to $2 on ’55s, $3 on 54s, $3 on ’58s, $9 on ’60s 
and $47 on ’61s. All held above previously recorded lows, however. 


At a group of representative auctions last week, the sales ratio 
was 74.6 percent, compared with 72.6 percent a week earlier. 


Auction reports begin on Page 32. 


NOW...the new 











The MI-IOOO engine bearing has an “extra thin” 
babbitt lining only .001 of an inch thick, electrolytic- 


Mass. Dealers Convene... 





Growing Need Seen 


For 2 Cars 


BOSTON.—Dealers can look for- 
ward to more families needing two 
cars as the movement of people to 
suburban areas gains, retiring 
President Hugo L. Separini told the 
21st annual convention of the Mas- 
sachusetts State Automobile Deal- 
ers Assn. 

The two-car family of the 
future, he added, also is desirous 
of owning “new automobiles that 
feature ease and comfort in their 


McQUAY-NORRIS 


in Family 


handling, coupled with numerous 
safety features.” 

Birkett L. Williams, immediate 
past president of the National 
Automobile Dealers Assn., reported 





(See Photo Page 45) 





on activities of the NADA, dealing 
particularly with Federal legisla- 
tion and the “Task Force.” 

He warned the dealers that there 
is a definite need at the present 





ENGINE BEARING 


ONT. 


Durability 
Conformability 
Iimbedabil 


the new MI-IOOO 
ENGINE BEARING 


. Precision Steel Back 
. Sintered Copper-lead Lining 
. Barrier Plate 


. One thousandth of an inch 
Babbitt Overlay 


. Pure Tin Flash 





ally applied on a hard and durable sintered copper- 


lead base. The MI-IOOO has the fine anti-friction 
qualities of babbitt plus the terrific strength of cop- 
per-lead—so it is easy on the shaft, yet won’t pound 


out under the most severe service. 


The combination of the 


longer, but also cuts gas and oil costs. 


Let your McQuay-Norris Wholesaler supply you with 


the new MI-IOOO engine bearing! 





MI-IOOO plus McQuay- 
Norris Heavy Duty, Chrome Control, Leak-Proof 
Piston Ring set, not only keeps the job running 


NORRIS 


McQUAY- NORRIS 
MANUFACTURING CO. 
ST. LOUIS e TORONTO 


McQUAY 
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time to pay close attention to 
changing business practices. 


A testimonial plaque was pre- 
sented to Separini as outgoing pres- 
ident, and Raymond D. Taylor, 
Lawrence, the retiring treasurer 
also received a gift. 

Robert F. Krumpholz, Pickup 
Motors, Holyoke, was elected presi- 
dent for the coming year. Other 
officers are: 

Fred F. Cain, Fred F. Cain, 
Inc., Wilmington, first vice-presi- 
dent; Robert P. Feely, Feely 
Chevrolet, Needham, second vice- 
president; James A, Lowrey, 
Wanalancitt Garage, Inc., Lowell, 
clerk; Jeremiah F, Gallo, Gallo 
Motor Sales, Worcester, treas- 
urer. 

Elected directors for three-year 
terms were: 

Roland F’. Gauthier, Gauthier Mo- 
tors, Inc., Salem; Philip Shulman, 
Dickson Buick, Inc., Dorchester; 
Lester R. Bowen, Bowen Motor 
Sales, Holyoke; George M. Powers 
jr., Powers Pontiac, Taunton; Win- 
throp Wilbur jr., Airport Motors, 
Hyannis, and Phillibert Renaud, 
Rowe’s, Inc., Amherst. 

Other convention speakers were 
Dr. Carl C. Byers, Cleveland, a spe- 
cial General Motors lecturer, and 
Warren A. King, automotive mer- 
chandising manager, Life maga- 
zine. 


Chrysler Signs 
Independents for 


Replacement Glass 


DETROIT. — A nationwide net- 
work of independent distributors 
will market Chrysler Corp. “Safe- 
guard” glass in the automotive re- 
placement field, 
L. I. Woolson, 
vice - president 
and general man- 
ager of the com- 
pany’s Service 
Parts and Acces- 
sories Division, 


announces. 
The Safeguard 
replacement line 





includes wind- 
shields and rear 
window lights for 
’61 model Chrysler Corp. 





L. I. Woolson 
’60 and 
cars. 

Leading independent distributors 
with over 120 warehouse locations 
have been signed in the program, 
Woolson said. To date these dis- 
tributors have appointed more than 
1,100 glass installers in the 50 states 
as authorized Safeguard service 
outlets, he said. 

Safeguard replacement glass is 
fabricated at the company’s Mc- 
Graw glass plant in Detroit. The 
plant began operation early in 1960 
and now produces over half of 
Chrysler Corp.’s glass needs. 

“Ample inventories will be main- 
tained by our distributors in key 
locations throughout the country 
to provide fast customer service,” 
Woolson said. 

The Chrysler glass move is view- 
ed as part of a trend among auto 
producers to strengthen their mar- 
keting in the replacement field. 
Earlier, Ford shored up its Motor- 
craft program through purchase of 
the Autolite spark plug and battery 
name and lines. 

Motorcraft is not now marketing 
replacement glass, but is under- 
stood to be planning such a move. 


Minett Heads 
Chrysler Abroad 


DETROIT, — Irving J. Minett, 
Chrysler Corp. defense group ex- 
ecutive since 1958, has been named 
group executive and chief operat- 
ing officer of the 
company’s Inter- 
national Opera- 
tions Group. 

Minett will be 
responsible for 
Chrysler activities 
outside the United 
States. 

He becomes a 
member of the 
corporation’s Op- 
erations Commit- 3 
tee in his new as- I. J. Minett 
signment and will report directly 
to the administrative vic e-presi- 
dent. Minett joined Chrysler in the 
Export Division in .1934, and in fol- 
lowing years held a number of sales 
and administrative assignments. 
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Lawsuits Affecting Dealers .. . 


Court Decisions 


By Leo T. Parker 

i Attorney at Law 
IS certain that in suits by own 
ers against automobile dealers 
for defective repairs resulting in 
accidents, a jury must listen to all 
testimony and 
decide whether 
the dealer is lia- 
ble in damages to 
the automobile 

owner. 
In other words, 
- although in some 
law suits the 
judge may decide 
a question of lia- 
bility, this is not 
the law where 
defective automo- 





Leo T. Parker 
bile repairs are involved. 


For illustration, in Robbins v. 
Milner, 278 Fed. Rep. (2d) 492, it 
was shown that an owner, named 
Robbins, took his automobile to an 
automobile dealer’s shop for brake 
repairs. 

Robbins drove his automobile 
about 100 miles after the brake 
job was completed. He was driving 
the car at a very moderate speed 
behind a large truck. When the 
truck pulled off the road, he saw 
for the first time a slow moving 
farm tractor in his lane ahead. 
He put on his brakes to reduce 
speed. 

When he did so, the brakes 
locked, the car jerked violently 
to the left, the steering wheel 
was pulled out of his hands, and 
the car turned over seriously in- 
juring Robbins who sued _ the 
automobile dealer for heavy dam- 
ages. 

The judge of the lower court 
held that because Robbins did not 
prove positively that at the time 
the car was delivered to him, the 
dealer’s serviceman _ represented 
that the brakes had been repaired 
and that the car was ready and 
safe to drive, then, under these 
circumstances Robbins was not en- 
titled to recover damages. 

The higher court reversed this 
verdict, saying that a jury must 
decide the question as to whether 
Robbins, who had driven the auto- 
mobile a considerable distance be- 
fore failure of brakes had assumed 
the risk of driving with faulty 
brakes. & *  # 

Must Be of Good Character 


FEW weeks ago a higher 

court held that a license may 
be refused a corporation whose offi- 
cial previously had been convicted 
of a crime. 

For example, in Bar Corp. v. 
Bernard J. O’Connell, 165 N. E. (2d) 
163, it was shown that a corpora- 
tion applied for a license to oper- 
ate its five motor trucks. 

The commission refused to is- 
sue the license because testimony 
proved that one of corporation’s 

officers some 20 years before had 
been convicted of extortion in 
connection with garment truck- 
ing racketeering and sentenced to 
five to 10 years’ imprisonment. 

The corporation appealed to the 
higher court which said: 

“Before a court may direct that 
a license shall be issued, it must 
appear, that no valid ground ex- 
ists for its denial.” 

* * * 


Safe Place to Work 


oe higher courts consist- 
ently hold that all property 
owners are duty bound to uSe rea- 
sonable care to provide a safe place 
in which employes can work. 

Other higher courts have very 
consistently held that dangerous 
defects or conditions known to the 
property owner must be conveyed 
to employes who work on the 
premises. Failure of a _ property 
owner to so notify employes al- 
ways entitles an injured employe 
to be awarded appropriate dam- 
ages. 

Here is the law: A _ property 
owner who is having work done 
on his premises, and who has 
knowledge of latent or potential 
dangers on the premises, owes 
a duty to give warning to em- 
ployes of the dangers. 

For example, in She Co. v. 
Blanks, 330 S. W. (2d) 669, the testi- 
mony showed that a corporation 
owned certain property on which 
was conducted an automobile serv- 








ice station. On this property was a 
steel flag pole. The corporation 
made a contract with one Blanks 
to paint various buildings, includ- 
ing the flag pole. 

The steel pole was 25 feet in 
height and tapered from the 
ground up to the top where it was 
two to three inches in diameter. A 
hinge on the pole had become de- 
fective. A a substitute, smooth wire 
had been used to wrap around the 
pole to prevent it from tipping 
over. * * oe 

HEN Blanks ascended a ladder 
intending to paint the pole, the 
wire broke causing the pole to 





| bend. He was thrown violently to 


the paved surface and painfully 
and seriously injured. 

In view of the fact that offi- 
cials of the corporation knew 
that the flag pole was defective, 
and failed to warn Blanks, the 








Husband Dies in Crash; 
Mother of 7 Gets $193,623 


AMERICUS, Ga.—In a civil dam- 
age suit, a United States District 
Court jury has awarded $193,623 to 
Catherine L. Hutchens, Albany, Ga., 
whose husband was killed in a 
truck crash in March, 1960, Mrs. 
Hutchens has seven children. 

Her husband was driving a truck 
owned by Ryder Truck Rental, Inc., 
when he was killed in a crash near 
LaFollette, Tenn. Attorneys for 
Mrs. Hutchens contended that the 
truck’s braking system was faulty 
and that that caused the accident. 


court awarded Blanks $42,500 
damages. 

The higher court approved the 
verdict, saying: 

“There was nothing in the con- 
tract to imply the existence of a 
defect or a danger to be avoided. 
The principle is well established 
that, to impose liability, it is not 
essential that the precise manner 
in which an injury ultimately re- 
sults be foreseeable but only that 
there was substantial likelihood 
that the negligence charged would 
result in harm.” 

* * * 


Faulty Engine Is Blamed 


In Crash; Dealer Sued 


SAN ANTONIO. — Smith Motor 
Imports has been named defend- 
ants in two suits totalling $76,000, 
brought by Uwe-Thorsten Scobel 
and Noel K. Evans, Lubbock, Tex. 

They claim that the engine in a 





9 


car bought from the San Antonio 
dealer had a malfunction which 
caused the car to overturn, result- 
ing in injuries to them. 

* * 


Body Builder Ordered 


To Refund Payment 


DEN VER.W—Robert E. Carnes, 
owner of Bocar Mfg. Co., was or- 
dered by the District Court in 
Golden to refund $550 to a cus- 
tomer who had paid for but never 
received a fiber glass sports-car 
body. 

George M. Tate said he paid the 
money to Carnes last October with 
the understanding that the body 
would be delivered within a week. 
Carnes admitted in court that he 
accepted the money but had not 
delivered the body. He was ordered 
to pay back the $550, plus 6 percent 
interest. Carnes’ firm also builds 
a high-performance _ sports-racing 
car, the Bocar. 








This label speeds styles from sewing-room to showroom overnight 


Styles stitched together today can set trends tomorrow anywhere in the 50 states and Canada, when 
they get the distinctive AIR EXPRESS label. This label tells many things to many people. It tells the 
drivers of 13,000 special AiR EXPRESS trucks to pick up and deliver door-to-door. /¢ tells the loading 
crews of America’s 35 scheduled airlines that this shipment goes first on, first off. And it says that it 


rates kid-glove handling all the way. Are you planning to 


ship new products or styles? Call AiR EXPRESS today and 
discover how little it costs to put this label on your shipment 


AIR Ej 


and get all the competitive advantages that go with it. 


M 





& CALL AIR EXPRESS DIVISION OF RE A EXPRESS oe GETS THERE FIRST VIA U. S. SCHEDULED AIRLINES 
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4 Use modern, dependable steels for modern, dependable automobiles. 


Here’s how to become airborne in an automobile 
—legally. Imagine floating scant inches off the 
roadway in this ducted-air vehicle of tomorrow. 
You’re in a fast, compact two-seater and the rush 


1. The design capitalizes on the remarkable 
properties of USS High-Strength Low-Alloy 
Steel of outstanding strength, toughness, 
impact resistance and weldability. By taking 
advantage of these steels with a minimum 
yield point of 50,000 psi, the body can be 
built from 15% to 33% lighter for mobility, 
economical operation and lower power re- 
quirements. Yet that same strength means 
built-in durability and resistance to abuse. 
The ductility of USS High Strength Steels 
permits relatively difficult formations and 
makes these steels ideal for this design. To- 
day USS High Strength Steels—Cor-TEN, 
MAN-TEN, TRI-TEN and PAR-TEN brands— 
have established a tradition in design: less 
weight with greater strength. 














can dream up... 


of air you hear comes from three fans that con- 
trol elevation, propulsion and direction. This is 
one way to be windblown in style.mThere’s little 
doubt that the future will see ducted-air vehicles 


2. Different steels are used throughout the car for 
maximum performance. The contour seats are formed 
of coated steel sheets. The canopy retraction hinge 
and pin are roll-formed, high-carbon steel to withstand 
stress deformation. The single panel that makes up the 
rear quarter is stamped stainless steel and will stay 
showroom bright for the life of the car. 

Cockpit is stamped from a single sheet of thin gage 
cold-rolled carbon steel (notice the deep deformations 
requiring steel’s great ductility), and the body pan is a 
single stamping of high strength steel for strength, 
rigidity and reduced section. The high velocity power 
tube is fabricated seamless steel tubing built to take 
rugged treatment. The fan components are stamped 
from another high-strength low-alloy steel, offering at- 
mospheric corrosion resistance 4 to 6 times that of 
carbon steel. 


4 WVGVT Sete 


These are but a few of the imaginative uses of steel in this car of tomorrow. Today, 
there are over 160 steels used in automobiles, and thousands more available to the 
designer. There is a steel for practically any combination of properties the designer 
strength for lightness, toughness for durability, surface finishes 
for style. When you want steels that will match your imagination, write United States 













like our low-level “airster.” They’ll need the 
combination of strength, lightness and durability 
that only steel can give them. Here’s how today’s 
USS Steels could help put this car on the road. 


a a at “ sees 


UALS 


SX AL\\\Y 


pee CLL 


Steel, Room 6271, 525 William Penn Place, Pittsburgh 30, Pennsylvania. USS, Cor-TEn, 
MAN-TEN, TRI-TEN and PAR-TEN are registered trademarks 

United States Steel Corporation e Columbia-Geneva Steel Division e National Tube 
Division e Tennessee Coal & Iron Division e United States Steel Supply Division e 
United States Steel Export Company 


United States Steel 





12 AUTOMOTIVE NEWS, MAY 29, 1961 













Member = Published Monday by % 
see SLOCUM PU: G COMPANY, INC, 
@: eo 7, mich. 
Not ere | Cable Address-AUTNEW, Detroit  nsw-ssaai 
965 East Jefferson Ave. Telephone WO 
New York eeegion ‘ Chicago . Los Angeles~ cisco 
51 E.42nd St. 912 Colorado Bldg. 360.N. Michigan 6000 Sunset Blvd: 681 Market St. 
MU 7-687! National 8-4303 State 2-6 HO 3-4111 DO 2-8547 
Publisher—George M. Slocum (1889-1949). 
Chairman of Board and President—Mrs. George M. Slocum 
Editor & General Manager—Pete Wembhoff. Editorial Director—Robert M. Finlay. 


Service & Truck Editor—J. C. Weed; News Editor—Maynard M. Gordon. 
Associate Editors—Robert M. Lienert, John K, Teahen jr. 
Engineering Editor—Joseph M. Callahan. 
Washington—Helen Kahn; William Ullman (consultant). 
West Coast Editor—William Carroll, 
11060 Fruitland Drive, North Hollywood, Calif. (TRiangle 7-5870). 
Editorial Associates—Martin L. Whitmyer, Francis J. Gawronski, Kenneth C. Kelley jr., 
John E. Walsh, Agnes Stewart, Audrey Lincicome. 
Business and Advertising Manager—Richard L, Webber. 

Advertising: New York—Edward Kruspak, Advertising Director, and Howard Bradley jr.: 
Chicago—J. Goldstein, Manager, and William Gallagher; Michigan-Ohio— 
William R. Maas and Roy Holihan; Los Angeles—Robert E, Clark; 

San Francisco—Jules E, Thompson. 

Promotion & Research Director—Anthony J. DeLisle; 

Advertising Production—Carol LeVeque, Manager; Juanita Markland, Assistant. 
Office Manager—Mary Cavanagh; Circulation Dept. Manager—Lucy Matney. 
Classified Advertising Dept, Manager—Eileen Parsons. 

Mechanical Superintendent—Samuel Pinkis. 


RESIDENT CORRESPONDENTS: Akron—Joe Kuebler; Albuquerque—John D. McKee; 
Asheville, N. C.—Douglas C. Brookshire; Atlanta—Sally Pfeiffer; Atlantic City—F. W. 'Z; 
Bangor, Me.—Samuel Lafferty; Baltimore—Kate Savage; Belleville, IIl—Eugene M. Conrad; 
Billings, Mont.—Bill Daniel; Birmingham Ala.—Stuart Riddle; Boise—Robert J. Brown Jr.; 
Boston—Guy Livingston; Boulder, Colo.—trnest Fair; Buffalo—G. E. Toles; Chicago—David J. 
Atchison; Cincinnati—Allan R. Heim; Clearwater, Fla.—E. C. Bash; Cleveland—Sanford 
Markey; Columbus, O.—H. S. Perdue; Dallas—C. K. Cates; Dayton—James Moffatt; Denver— 
Ira Alexander; Des Moines—F. W. Lazell; East Waterboro, Me.—Robert C. Fay; Fairbanks, 
Alaska—Jerome F. Sheldon; Fort Worth—William Stone; Georgia—Robert H. Brown; H 
Ruby Fenoglio, Louis Alexander; Huntington, W. Va.—William E. Francois; Indianapolis— 
Cc. rE Kern; Jefferson City—L. H. Houck; Lewiston, Me.—Howard C. Jordan; Little Rock— 
Silas Dunn; Los Angeles—Slim Barnard, William Carroll; Louisville—A. W. Williams; Lowell, 
Mass.—Charles Sampas; Manchester, N. H.—Guy Langley; Marthaville, La.—E. E. Gentry; 
Miami—Trescot Goode; Milwaukee—Benn Ollman; Minneapolis—Donald Lyons; Montgomery, 
Ala.—William Lynn; Nashville—Ed Goins; New Jersey—Bethune Jones; New Orleans—Gordon 
Hebert; New York City—Ed Brown; Norfolk, Va.—Ken Baldwin; North Kansas City—Larry E. 
Johnson; Oakland, Calif.—Steve Still; Oklahoma City—M. L. Risen; Omaha—A. R. Oleson; 
Pawtucket, R. I.—T. L. Forbes: Peoria, III.—Gene Booth; Philadelphia—Allen Sommers; Phoenix 
—Sheldon A. Engel: Pittsburgh—Robert Thomas; Portland, Ore.—E. W. Peterson; Providence— 
Ruth M. Eddy: Reading—Wesley Stillwell; Rochester, N. Y.—Ted Case, Howard M. Duffy; 
Salem, Ore.—F. K. Haskell: Salt Lake City—Dan Valentine, W. F. Smiley; San Antonio—J. H. 
Reed; San Francisco—Leon Pinkson; Santa Fe—Lewis E. Thompson; Scranton, Pa.—Gene 
Coleman; Seattle—Martin Trepp; Sioux Falls—Frank Harrington; Springfield, IIl—C. C. Hall; 
South Bend—L. E. Dunkin; Spartanburg. S$. C.—L. D. Bray; St. Louis—Jack Bernstein; Twin 
Falls—Freelancers: Waterville, Me.—Julian Radziewicz; Wilmington, Del.—William Frank; 
Worcester, Mass.—Sidney Dorfman; Youngstown—Stephen L. Ritz. 


FOREIGN CORRESPONDENTS—European Correspondent—George L. Glaser; Brussels, Bel- 
gium—John W. Ashton; Lethbridge, Alberta—G. A. Yackulic; London, Eng.—F. C. Livingstone; 
Mexico ‘City—Douglas Grahame; Milan, Italy—Antonio Giordano; Montreal—Jules Larochelle; 
Paris—Henry Altimus; Sydney, Australia—H., Bowden Fletcher; Tokyo—Stuart Griffin; Toronto— 
James Montagnes; Vancouver, B. C.—F. H. Fullerton. 


Subscriptions: U. S. and Canada, one year $9, two years $16. 
Other countries: One year $13, two years $22. 
Copyright, 1961, Slocum Publishing Co., Inc. All rights reserved. 
Entered as second-class matter, Post Office, Detroit, under Act of March 3, 1879. 


! AUTOMOTIVE AUTOMOTIVE NEWS PLATFORM 


{| |. Fair and equitable contracts between manufacturers and dealers in 
motor vehicles, parts and accessories; 

T 2. Every dollar of auto excise, gasoline and oil taxes, collected by states 
and U. S. governments, applied to building and maintenance of highways; 
f 3. Guard the precepts of individual freedom, which made the U, S. A. 
great and gave its citizens more of the better things of life than anywhere 
else in the world 











Capsule Comment 


New-car dealers in the first quarter averaged a loss of 
$11 per new vehicle sold. 
i The corner newsboy does better than that: A profit on 


| every transaction. 
t * * * 


NADA’s acting president, Tom Abbott, says the associa- 
tion will go straight to the White House if it can’t come to 
terms with manufacturers on stabilizing new-car distribu- 

; tion systems. 

! SOS to JFK? 
it * * * 
j Factories may build more than the originally scheduled 
‘ 515,000 cars this month. 


How’s your inventory? 
* * * 


A factory official has called factory-dealer cooperation 
the heart of automotive progress. 
A dealer official says, “But all too often we run into a 
term called ‘corporation policy’ and this is like hitting a 


solid wall.” 
* & * 


Chevrolet is setting up 500 service centers in line with 
its expansion into the heavy-duty truck field. 
Getting set for the long haul. 
* * 


* 

North Carolina House has killed—by three votes—a bill 
which would have restored safety inspections to the state. 

Politics and safety mix no better than drinking and 
driving. 
* * * 

Ford engineering executive says power packages—com- 
bining a V-4 or V-6 engine as a unit with transmission and 
drive—are on the way. 


Been looking at the Cardinal? 








Coming 
Events 


%& Enprror’s Note: To facilitate 
recognition, new items in this 
column will be starred and will 
appear in boldface type the first 
time they are used. 


Dealer Conventions 


June 2-3—New Mexico Automotive Dealers 
Assn., La Fonda Hotel, Santa Fe. 


June 5-8— National Automobile Dealers 
Assn., midyear meeting of board of di- 
rectors, Washington. 


June 11-13— New York State Automobile 
Dealers, Spring Meeting & Golf Tourna- 
ey Inn, Saranac Inn Post Of- 
ice, 


June 15-16—Automobile Dealers Assn. of 
Indiana, Marott Hotel, Indianapolis. 


June 16-18—Michigan Automobile Dealers 
Assn., Detroit. 


June 16-18— New Hampshire Automobile 
Dealers Assn., Bald Peak Colony Club, 
Melvin Village, N. H. 


%& June 29—Annual Outing, Rhode Island 
Automobile Dealers Assn.. Metacomet 
Country Club, East Providence. 


Aug. 20-22—Colorado Automobile Dealers 
Assn. Harvest House, Boulder. 


Aug. 20-23—Automobile Dealers Assn. of 
West Virginia, The Greenbrier Hotel, 
White Sulphur Springs. 


%& Sepi. 18-19 — Wisconsin Automotive 
—" Assn., Schroeder Hotel, Milwau- 
ec. 


Oct. 2-4—I4th Annual Convention and Ex- 
hibit, Truck Body and Equipment Assn., 
Hotel Sherman, Chicago. 


Oct. 22-24—New Jersey Automotive Trade 
Assn., Chalfonte Haddon-Hall Hotel, 
Atlantic City. 


Oct. 22-24— New York State Automobile 
a. The Concord, Kiamesha Lake, 


Oct. 29-31 — Florida Automobile Dealers 
Assn., Galt Ocean Mile Hotel, Fort 
Lauderdale. 


Nov. 14—Connecticut Automotive Trades 
Assn., Statler Hilton Hotel, Hartford. 


Dec. 4—Utah Automobile Dealers Assn., 
Hotel Utah, Salt Lake City. 


Dec. 8-9— Montana Automobile Dealers 
Assn., Billings. 


Feb. 3-7— National Automobile Dealers 
Assn., Atlantic City, N. J. 


* * * 


Auto Shows 


Oct. 14-18—Milwaukee Auto Show, Arena, 
Exhibit Hall and Market and Mechanics 
Halls, Milwaukee, 


Oct. 18-22—New England International 
Auto Show, Commonwealth Armory, 
Boston. 


¥ Oct. 19-28—1962 National Auto Show, 
Cobo Hall, Detroit. 


%& Oct. 28-Nov. 5—Southern Automobile 
Exposition, Merchandise Mart, Char- 
lotte, N. C. 


Nov. 11-18—Philadelphia Auto Show, Phila- 
delphia. 


Feb. 17-25— Chicago Automobile Show, 
McCormick Place, Chicago. 


* * x 


General 


June 5-9—SAE Summer Meeting, Chase- 
Park Plaza, St, Louis. 


*% Aug. 11-12 — National Auto Auction 
Assn. Convention, Bismarck Hotel, Chi- 
cago. 


Oct. 8-13—American Trucking Assn. An- 
nual Convention, Statler and Mayflower 
Hotels, Washington, D. C. 


Oct. 23-26—Fleet Maintenance Exposition, 
Private Truck Council of America, Inc., 
New York Coliseum, New York. 


Oct. 29-Nov. | — National Lubricating 
Grease Institute, Rice Hotel, Houston. 


Nov. 8-10— Automotive Parts Rebuilders 
Assn. Annual Convention and Trade 
Show, Hotel Biltmore, Los Angeles. 


The Big Stories 


35 Years Ago—1926 


In the 12 months ended May 8, 1926, General Motors Corp. produced 
and sold 1,002,285 cars and trucks, exceeding all previous records. On 
the same date, GM sold its five-millionth car. It took over nine years 
to sell the first million cars, but only 12 months to sell the fifth 


million. 


20 Years Ago—1941 
Complete construction of Army bombers was undertaken by Ford 
Motor Co. at its new Ypsilanti (Mich.) plant. The contract was the 
first of its kind given to anyone in the auto industry. 














“Barnes has a nice technique when they 
mention their deal." 





Letterbox 











‘Sales Without Sacrifice .. 2 


This is an open forum for the discussion of any subject of interest to our 
readers, and your letters are welcomed. No attention is given to unsigned 
letters but you may sign your name with the assurance that it will not be 
used if you so request. Address Editor, Automotive News, Detroit 7, Mich. 


Blowing Renault’s Horn 


I thought you would be interest- 
ed in the enclosed tear sheet which 
includes an advertisement which 
we ran recently announcing that in 
the Norfolk (Va.) market, Renault 
retail registrations for the month 
of March ran third behind only 
Chevrolet and Ford. 

This position represents an ad- 
vancement from fifth position in 
February and present indications 
are that Renault remained in 
third place for April. The 137 
Renault registrations (for March) 
do not include Peugeot, the other 
fine line of cars retailed by Re- 
nault dealers, which had 10 reg- 
istrations in March, 

For your convenience in analyz- 
ing the registrations, we have in- 
serted the number of sales in red 
ink next to each make of car list- 
ed. (Chevrolet, 262; Ford, 207; Re- 
nault, 137; Pontiac, 120; Falcon, 
118; Rambler, 100; Corvair, 80; 
Oldsmobile, 60; Dodge, 57; Volks- 
wagen, 50; Plymouth and Valiant, 
44, and Buick, 43.) 

The Renault sales shown were 
made without sacrificing profits to 
attain volume; in fact, to the best 
of our knowledge, a higher gross 
profit by far was held by the Re- 
nault dealers than by dealers han- 
dling any other make listed. 

The sales of Renault vehicles 
were made by two dealers in the 
Norfolk area, compared with five 
Chevrolet dealers, five Ford deal- 








10 Years Ago—I951 


Despite strong industry protest, the National Production Authority 
was preparing a quota system for automobile production. The move 
was designed to have makers concentrate on smaller, lighter models 
in an effort to channel more material into the Korean War effort. 








ers, four Pontiac dealers, four 
Rambler dealers. Sales per dealer 
for Renault during this period 
averaged more than Ford and Fal- 
con combined, or than Chevrolet 
and Corvair combined. Adding the 
10 Peugeot registrations to this 
makes the advantage become even 
greater. 

‘In case you should think that 
Norfolk is an unusually good 
market for imported cars, and 
for this reason Renault was able 
to retail 137 units, the following 
registration figures for some of 
the other well-known imports 
should be self-explanatory: Eng- 
lish Ford, nine; Fiat, six; Mer- 
cedes, six, and Simca, four, 

This sales performance clearly 
indicates Renault to be head and 
shoulders above the other import- 

ed cars in public acceptance, It 
should, therefore, not be classified 
with the rest of them, but rather 
with the top-selling American 
makes, in whose company it has 
proven its ability to compete more 
than favorably. 

Such facts as the above, we 
think, lend credence to the state- 
ment heard more and more each 
day that Renault-Peugeot is Amer- 
ica’s most valuable franchise. -—— 
S. FraNK BLocker 3Jr., president, 
Eastern Auto Distributors, Inc., 
1022 Granby St., Norfolk 10, Va. 


ce % * 


Herbst Not Hebert 


Whoever furnished the obit on 
“E. W. Hebert” (May 15) really 
goofed. The name is Herbst and 
not Hebert —Gorpon Hesert, New 
Orleans, 

2 * * 


Customer’s View 


A lot of us have fretted the past 
few years over loss of service busi- 
ness to independent operators. 


Instead of moaning, maybe we 
ought to try some fresh thinking, 
or at least look at the other fel- 
low’s viewpoint. 

In the small town where I live, 
a service station operator who has 
captured most of the quick-service 
business recently told a friend, “I 
hate to tell people they have to 
spend money.” 

Maybe we ought to quit worrying 
so much about the number of items 
per repair order and consider the 
customer’s view on service costs.— 
INTERESTED READER. 


n- 
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is measured in sales as well as styling leadership. 


Thunderbird’s share of the market has increased 45% over last year! 


America has recognized that Thunderbird 
is truly the trend car of our time. It is the 
direction pointer, the styling original that 
more and more cars have sought to follow. 


There is nothing like it. Its quicksilver 
elegance and sports car heritage have 
made it the most imitated car on the 
road. But while it has been imitated, 
Thunderbird has never been equaled. Its 


innovations have been copied but never 
surpassed. 


Thunderbird’s roofline, bucket seats 
and console are just a few of the refine- 
ments that have been the inspiration of 
other designers. But you, as a Ford 
Dealer, have the one and only original— 
the only true Thunderbird. 


For 1961 there are improvements every- 





where. Thunderbird is fresh and new from 
its unique Swing-Away steering wheel to 
the “floating” rearview mirror. It is sym- 
bolic of Thunderbird’s attendance to 
every comfort and convenience. 


No wonder Thunderbird sales are set- 
ting new records. This is the car that will 
be influencing trends for years to come. 
This is the finest Thunderbird of them all. 


FORD DIVISION backs you best 


Sord (Motor Ci rom puny, 
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Capsule Reports .. . 


Auto News in Brief 


LONGVIEW, Wash.—A contract 
has been signed paving the way 
‘for Temco Missiles & Aircraft, Dal- 
las, to build the Aerocar, a flying 
auto developed by M. B. Taylor, of 
Longview. 

Temco is a division of Ling- 
Temco Electronics. The company 
has agreed to begin manufacture 
for Aerocar International Corp., 
Fort Worth, when sufficient orders 
are obtained to justify quantity 
production. 

* 


* * 
CATRALA Elects Morrow 


As New President 


CHICAGO.—The Car and Truck 
Renting and Leasing Assn. (CAT- 
RALA) has announced the elec- 
tion of Winston V. Morrow jr., 
Boston, as president. Morrow is ex- 
ecutive vice-president of Avis Rent- 
A-Car System. 

The association established a new 
vice-presidency, international rela- 
tions, and elected to it Donald A. 
Petrie, New York, executive vice- 


president of Hertz Corp, and pres- 
ident Hertz American Express In- 
ternational. Other vice-presidents 
elected: General, James F. Pink- 
ney, Ryder, Miami; state develop- 
ment, L. O. Carlson, Stewart & 
Stevenson, Houston; car renting, 
R. A. Petersen, Hertz, New York; 
car leasing, Armund J. Schoen, 
Four Wheels, Chicago; truck rent- 
ing, Earl W. Federhofer, Feder- 
hofer, Inc., St. Louis, and truck 
leasings, O. K. LeBron, Hertz, New 
York. 

Martha Dunlap, Chicago, manag- 
ing director of the National Truck 
Leasing System, was reelected sec- 
retary and Walter J. Phillips, St. 
Louis, executive vice-president of 
the National Car Rental System, 
was elected treasurer. 

* * + 
3 Tire Manufacturers 


To Use Texas Test Track 
PECOS, Tex. — Three com- 

panies, Armstrong Rubber Co., 

B. F. Goodrich Tire Co., and | 


Sears, Roebuck and Co., will use 
a new nine-mile circular track 
here for testing tires, according 
to Frank E. Harper, president, 
Automotive Proving Grounds, 
Inc., the company which will op- 
erate the facility. 

Harper said the track, being 
built by Goodrich, will be oper- 
ated under a lease agreement by 
his firm and indicated that other 
companies manufacturing au to- 
motive products also are consid- 
ering use of the track for testing 


purposes. 
* * 


Fruehauf to Lease Out 


Bulk-Flour Trailers 


DETROIT.—A new Fruehauf 
leasing program which entitles any 
qualified bakery flour miller to op- 
erate an Airslide flour trailer on a 
five-year contract has been an- 
nounced by Fruehauf Trailer Co. 

Fruehauf said the plan, effective 
immediately, was established in re- 
sponse to customer interest arous- 
ed by this unit’s flexibility, sanita- 
tion and maintenance-free charac- 
teristics. 

* * * 


Japan Ends ‘Favored’ Duty 


On Short-Wheelbase Cars 


WASHINGTON. — Japan has 
decided to eliminate a preferen- 
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“That’s a four-door, stupid, the 
seat doesn’t fold down!” 





tial duty rate accorded to short- 
wheelbase cars, the State Depart- 
ment reports. 

In negotiations conducted at 
Geneva, Switzerland, under the 
General Agreement on Tariffs 
and Trade, Japan withdrew its 
concessionary duty rate on pas- 
senger cars with a wheelbase of 
over 254 centimeters (100 inches) 
but not over 270 centimeters 
(106.3 inches). The State Depart- 
ment said that since the United 
States does not produce a pas- 
senger car with such a wheel- 


An open letter to our automotive customers 


The recent announcement that the Ford Motor Company purchased a battery 
plant, a spark plug plant and the “‘Autolite’’ brand name was confusing to some of 
our customers and we would like to clarify our position in the automotive business. 


The Electric Autolite Company will continue to supply all of the products it did before 
the transaction, and on a more flexible basis. The Company has in the United States 
five battery plants, four electrical products plants, four other plants that produce 
automotive products, and a new spark plug facility will be in operation this year. 


In addition, The Electric Autolite Company will continue to be responsible for the 
delivery, quality and performance on all products that may be supplied from one 
of the purchased plants on any orders placed with our Company. 


Our representatives will be calling on you to discuss a new approach in our 
sales program which we believe will be of interest to you. 


Yours very truly, 


R. H. Davies 
President 


The Electric Autolite Company 











_ base, “this withdrawal of the con- 
cession should improve the com- 
petitive position of the larger 
American cars vis-a-vis the 
smaller imported cars.” 

od * * 


Firestone Texas Plant 


Making New Synthetic 


AKRON. — Firestone has begun 
commercial production of polybu- 
tadiene synthetic rubber in a new 
plant at Orange, Tex., producing 
Diene rubber. 

The plant is part of the Firestone 
Petrochemical Center and has an 
annual capacity of 30,000 long tons 
of either Diene or Coral rubber. 
Firestone said Diene rubber, when 
blended with natural rubber, im- 
proves the quality of natural in 
truck tires and various other prod- 
ucts. Coral was called “a complete 
replacement” for natural rubber. 

‘se 8 


Modine Announces Plans 


For Plant in Illinois 


McHENRY, Ill. — Modine Mfg. 
Co, has announced plans to build 
a 30,000-square-foot production 
plant here. A. G. Dixon, president, 
said grading for a possible eventual 
building of 170,000 square feet has 
been done, and “subsequent expan- 
sions may be added based primarily 
on the success of our initial opera- 
tions.” 

The single-story, curtain-wall 
construction building is expected to 
be ready for occupancy next fall, 
Dixon said. Modine manufactures 
heating and air-conditioning prod- 
ucts, engine cooling radiators and 
oil coolers for the automotive in- 
dustry. 


* * * 


U. S. Government Buys 


950 Fairlane Sedans 


DEARBORN.—Ford Division has 
announced receipt of a $1,380,547 
federal government contract for 950 
Fairlane four-door sedans. 

Vehicle allotments have been 
made to these eight Ford assembly 
plants: Dallas, 60; Dearborn, 114; 
Hopeville, Ga., 144; Louisville, 7; 
Mahwah, N. J., 372; Norfolk, Va., 
52; St. Paul, 40, and Los Angeles, 
161. 

* * 


30 Millionth Car Radio 


Produced by Delco 


KOKOMO, Ind.— Delco Radio 
Division, General Motors Corp., 
produced its 30 millionth radio, 
just two weeks short of the end 
of the firm’s 25th year. 

The division began its opera- 
tions May 1, 1936. Four and a 
half years were required to man- 
ufacture the first million radios. 
In 1960, Delco produced more 
than two million om Os. 

* * 


Illegal Use of Plates 


Costs N. C. Dealer $50 


GREENSBORO, N. C.—Lee C. 
Moore, used-car dealer here, was 
convicted of improperly using deal- 
er license plates. 

Judge Percy Hall fined him $50 
and costs and gave him a 30-day 
suspended sentence, stating that a 
dealer has control of the 10-day 
dealer license permits and should 
not abuse the privilege. 

* ok 


Prospecting Used-Car Dealer 


Strikes Cold in Texas 


ABILENE, Tex.—If making a 
fortune selling automobiles is too 
slow, try prospecting, advises Paul 
Harrelson, local] used-car dealer, 
who recently made a gold “strike” 
in the bed of the Brazos River. 

According to Harrelson, some of 
the samples have assayed as high 
as $138 in gold, $178 in silver and 
$202 in copper per ton. 

Ok * “* 


Unlicensed Car Wreckers 


Target of Spokane Police 


SPOKANE.—Police have declared 
war on unlicensed car wreckers 
who buy old cars and sell them for 
scrap metal. 

They said a wreckers’ association 
investigation has revealed that 
some used-car dealers, service sta- 
tions and backyard operators are 
selling used-car parts without a 


license, 
* * 7 


Wagon-Fee Cut Urged 
SACRAMENTO, Calif. — Robert 
McCarthy, state: director of motor 
vehicles, has recommended reduc- 
tion of ‘the annual station-wagon 

registration fee from $9 to $8. 











‘This is Motorola’s KM-only 


Car Radio 


It can mean extra dollars in your till 


Because it opens up a market that’s 
new... big... profitable 
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AA MOTOROLA transistor powered = 





FM is booming. The number of FM listeners 
and radios is at an all-time high. New 
stations are flourishing. Naturally, the pop- 
ularity of FM doesn’t stop at the doorstep. 
It extends to the highway. 

In the Motorola FM-900 you have the 
first sensible approach to FM in a car radio. 
It’s loaded with new and fresh appeal. It 
brings authentic high fidelity to the high- 
way —with audio response from 50 to 15,000 
cycles per second. 

Most Every Car Owner a Prospect 

The ladies like the more and better music 
—with fewer and less raucous commercials. 
Driving is more pleasant with FM as a relax- 
ing, soothing background. 

Men see and like the economy of FM-900. 
It’s transistor powered—goes easy on the 





battery. Installs in minutes without cutting 
new holes or interfering with the AM radio. 
When it’s time to trade cars, it reinstalls 
with ease—a wonderful economy that’s es- 
pecially welcome. 


Compact. . . Easy to Install 


Compact and beautiful, FM-900 is not a 
complicated slave unit—not a bulky AM- 
FM combination that gobbles up valuable 
knee-room. It comes complete with 6” x 9” 
Golden Voice® speaker and a full year war- 
ranty on all parts and labor.* 


That’s about all the sales story you need. 
Install an FM-900 in a demonstrator or dis- 
play car and you’ll find it’s hard for a lot of 
your customers to resist. Your Motorola 
distributor has full details. Call him today. 


© MOTOROLA 


hew (eador in the Cively art of, electronics 


*Full one year warranty on all parts and labor. Manufacturer's guarantee covers free exchange 
or repair of any component proven defective in normal use. Removal and reinstallation labor extra. 


Arranged through selling dealer. 





Handsome display is ideal for showroom and 
service department. Motorola FM-900 retails for 


*125” 


plus installation.** 


** MANUFACTURER'S SUGGESTED RETAIL PRICE. PRICE AND SPECIFICATIONS SUBJECT TO 


CHANGE WITHOUT NOTICE, 
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Your steering is OK, it’s your TIRES...us 





Lucky service man! He suspected the trouble right off. car makers have made TYREX rayon tire cord standard 
But, nylon thump can be elusive . . . can shift blame to equipment on their ’59, ’60, and ’61-cars. They know the 
the steering, rear end, shock absorbers, wheel balance headaches it eliminates . . . and the selling advantages 
(and to the car dealer!). No wonder all 5 of America’s it offers. Glance over to the right for all the details. 


TYREX INC., Empire State Bldg., New York 1,N. Y. TYREX (Reg. U.S. Pat. Off.) is a collective trademark of TY REX Inc. for rayon tire yarn and cord. 








GRADE FOR GRADE TYREX RAYON TIRES GIVE YOU THESE SALES-PLUSES 
@ Give longer tread mileage. FACTS!—not CLAIMS 


@ Run cool for safety at highway speeds. 
FACTS!—not CLAIMS 
@ Stronger in resistance to impact. FACTS!—not CLAIMS 
@ Resist “‘flat-spotting’’ and cross-sectional ‘“‘growth.”’ 
FACTS!—not CLAIMS 


TY REX rayon tire yarn and cord is also produced and available in Canada, 
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Engineering - Production - Materials 


A Monthly Section Describing and Interpreting Technical Developments 


by Joseph M. Callahan 





World Standards 


Eyed on Trucks 


oe of establishing in- 
ternational standards for cer- 
tain truck components was explor- 
ed by American and European 
engineers at a recent three-day 
conference in Detroit. 

Coming from 11 European coun- 
tries, the engineers held their tech- 
nical meeting at the conclusion of 
the three-day conclave of the Per- 
manent International Bureau of 
Automobile Manufacturers. 

The discussions reportedly were 
restricted to truck standards be- 

cause it was felt that the 1949 
Geneva convention on road travel 
achieved about as much uniform- 
ity in the car field as is possible 
at present. 

In the past, officials of the vari- 
ous governments involved have got- 
ten together and agreed on certain 
minimum standards that often were 
subsequently converted to govern- 
ment regulations. 

It is felt that if the manufac- 
turers from all the countries get 
together and agree among them- 
selves on certain minimum stand- 
ards, then there would be no need 
for the encumbrance of govern- 
mental regulation. 

* * * 
amon specific areas explored 
were: 

1. International standards for 
truck electrical and brake parts. 

2. Tests for brake performance 
standards. 

3. Regulations on acoustical de- 
vices, especially horn noises. 

(Because of widespread antip- 
athy to horn noises in Europe 
and because hornblowing is 
against the law in many Euro- 
pean cities, the group generally 
opposed international controls on 
horns.) 

4. Vehicle muffler noises. 

Although truck muffler noises 
came in for some discussion, there 
was more interest in car muffler 
noises because of the large num- 
ber of sports cars in Europe. 

However, it was pointed out that 
measuring levels of muffler noise 


is extremely difficult because how 
(Continued on Page 21, Col. 3) 
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Big Switch On to Two-Ply Tires 


By Joseph M. Callahan 
Engineering Editor 


UTO manufacturers are 

making what many insid- 
ers say is the most significant 
“tire change” in history — shifting 
from four-ply to two-ply tires. 

These officials say this change 
will have more impact than the 
1927 change from six-ply to four- 
ply tires or the 1938 switch from 
cotton to rayon fabric or the 1955 
introduction of the tubeless tire. 

Since the first of this month, 
the majority of all compact cars 
have quietly been equipped with 
two-ply tires and by the end of 
this year it’s quite certain that 
75 percent of all new cars will 
have them. 

There is considerable concern in 
both the auto and tire industries 
about a possible negative reaction 
to these tires from motorists and 
legislators, stemming from a fear 
that two-ply tires will be less safe. 

However, the two industries are 
staking their reputations on their 
claims that these tires have been 
tested for enough millions of miles 
to insure an adequate margin of 
safety. a 
A§ ONE top tire official declared: 

“Believe me, we will not have 
a foul-up like we had with tubeless 
tires when thousands and thou- 
sands of poor quality tires were in- 
stalled on new cars. We absolutely 
can’t afford anything similar to 
that this time.” 

Generally speaking, the program 
for the approval and installation 
of two-ply tires is to put them on 
the compact cars with their lighter 
weights and 13-inch- wheels. 

Then, if nothing adverse hap- 
pens, they will definitely be used 
on the heavier standard-sized 
cars with their 7.50 by 14-inch 
tires. Later the two-ply casings 
may be adopted for the mediums. 

The first two-ply tires on new 

United States cars were installed 
last January on a field test basis. 
When no serious problems develop- 
ed, their usage was expanded until 
May 1, when they were found to be 
on all Corvairs; 40 to 50 percent of 
Falcons and Comets; most of the 
Specials, Valiants and Lancers, and 
more than 25 percent of Rambler 
Americans and Classic Sixes. Four- 
ply tires still are being used on the 
station wagons of these makes. 

The above-named cars, represent- 
ing about 30 percent of U. S. out- 
put, probably will use two-ply tires 
100 percent by fall. All have 13-inch 
wheels except the Ramblers, which 


have 15-inchers. 
* * * 


IWO-PLY tires for the standards 
—Chevrolet, Ford, Plymouth, 
Dodge Dart and Mercury—general- 


Engineer's Showcase 


An improved hydraulic windshield wiper will be used for the ’62 
Lincoln, This wiper will have its regulator valve attached to the 
wiper motor, making for a more compact and efficient wiper. The 
62 Thunderbird will probably switch to the hydraulic wiper, also. 
While competitors entertain second thoughts about aluminum- 
block engines, Rambler is satisfied enough to be planning a stepup 


for ’62 models. 


A new fuse is now used on all Chrysler and Imperial alternator 
voltage regulators. The fuse consists of two replaceable fusible 
wires which provide better protection against possible corrosion 


than the “in-line” fuse. 


Several auto makers are putting pressure on wheel makers to 
make their wheels better balanced than ever before. Many wheels 
are being rejected because they don’t meet the tougher specifica- 
tions on radial run-out (which concerns getting the hub in the 
precise center) and lateral run-out (which causes wobbling). Be- 
hind these new demands is the need to reduce the use of balancing 
weights on the wheels because of some of the newer wheel disks. 





ly have received engineering ap- 
proval. It is believed that they will 
be standard equipment when the 
’62 models of these cars begin roll- 
ing this autumn, 

However, no firm orders had 
been given to the tire companies 
for two-ply tires for these cars by 
mid-May and it’s possible that two- 
ply tires will be a running change 
on the ’62 standards, just as they 
were on the ’61 compacts. These 
standards represent another 42 to 
45 percent of the market. 

Two other compacts, Tempest 
and Lark, also use 15-inch wheels 
and there is some question as to 
when, and if, they will adopt 
two-ply casings. Reportedly, the 
test of the two-ply tires on the 
Tempest has not been too satis- 
factory because of this car’s larg- 
er wheels and its independent 
suspension. No decision had yet 
been made by Studebaker-Pack- 
ard, although there is a feeling 
that they’ll go along with the 
other makers. 

By and large, a tire’s cross-sec- 
tion (the wide part just above the 
tread) is believed to be a bigger 
factor than the wheel size in regard 
to the suitability of two-ply tires 
for a particular make. It is for this 
reason that they are not now 


wheels, they also are heavier and 
require tires with cross-sections 
greater than 7.50 inches. Neverthe- 
less, it’s felt that future improve- 
ments in tire strength and tire fab- 
ric will permit adoption of two-ply 
tires for these cars. 


The remaining cars, Cadillac, Im- 
oe Oo * 





Two-Ply Secrutiny— 


Walter J. Lee, director of tire research 


planned for Lincoln, Chrysler, Pon-| and development for Goodyear Tire & 


tiac, Oldsmobile and Thunderbird. 
Although these cars have 14-inch 


Rubber Co., critically examines a cut-away 
section of a two-ply tire. 


Sculpturing, Functionalism 
Called Styling Trends 


LIFF C. VOSS, chief exterior 
stylist of Chrysler Corp. be- 
lieves that American car styling 


has swung sharply to sculpturing— | 


the use of sheet 
metal concaves, 
blisters and 
bombs. 


portant tool for 
the stylist,” Voss 
said. “It can vary 
from being subtle 
to being quite 
heavy. I feel that 
it does two 
things. It adds to 
the interest in 





Cliff C. Voss 


the basic shape and it can accent} 


a certain area of a car. 

“Sculpturing isn’t necessarily ex- 
pensive, although it can be. Gen- 
erally, it’s costly only when it’s so 
deep that a two-piece panel is re- 
quired. Sometimes a sculptured 
panel can be less costly than flat 
panels because the metal is often 
strengthened by creasing it. Sculp- 
turing will be around quite a while 
in various forms.” 

Other automotive stylists feel 
that sculpturing is on the decline, 
pointing to the ’59 Chevrolet rear 
end as the high water mark of 
this trend. 

Taking a position common 
among his contemporaries, Voss 
said the main trend today is toward 
more functional styling — meaning 
less flamboyancy, chrome and bulk 
and more conservatism. 

* * ok 

HOWEVER, he hastily qualified 

his statement by saying, “By 
functional, I don’t mean four round 
wheels and a box. I mean relatively 
functional, as opposed to the flam- 
boyant styling that has character- 
ized so much of the postwar work. 
Something that is truly functional 
is beautiful.” 

Throughout the interview, Voss 
carefully chose his words so as to 


“This is an im-| 








answer the questions without giv- 
ing information that would tip off 
his company’s future plans. 
Continuing the functional 
theme, he said that many people 
feel that the Valiant and Lancer 
deliberately were given a Euro- 
pean look, but that this was only 
a byproduct of the Chrysler de- 
signers’ efforts to make these 
cars as functional as possible. 

As an example, he cited the Val- 
iant’s “fastback” or slanted rear 
deck lid. Voss said this feature per- 
mits carrying more luggage and, 
hence, is more functional. 

“These cars have long hoods,” he 

(Continued on Page 28, Col. 1) 














perial and Buick, all use 15-inch 
wheels and there is no indication 
at present as to when, if ever, 
they’ll make the switch to two- 
plies. 
ok Kk * 
Looks, Runs the Same 
_ is a two-ply tire? Basic- 
ally, it’s a tire that looks just 
about the same as a four-ply 
tire and it will perform just about 
the same. Although it will carry 
the same amount of air pressure, 
the two-ply tire may flatten out a 
shade more where it touches the 
road, especially on the heavier cars. 
The exterior markings on the 
two-ply are quite similar except 
that one marking reads “4 PLY 
RATING—2 PLY,” meaning that 
this tire has the strength of four 
plies, but it only has two plies. 
Guriously, this marking is difficult 
to find on many of these tires be- 
cause it’s often only on the inside 
side of the tire and is inscribed 


| | close to the tire’s bead. 


The use of “ply ratings” to de- 
scribe tires has been used for 
truck tires since the late 1930s 
when the shift was made from 
cotton to rayon, but this is the 
first time it has been used in de- 
scribing original-equipment car 
tires. 

From the standpoint of what 
two-ply tires are made of, they 
vary with each company making 
them, although the typical two-ply 
tire will have the same amount of 
fabric in it as the typical four-ply 
tire. There probably will be a little 
less rubber in the two-ply casing, 
though. 

This typical tire will have the 
same amount of tread, the same 
bead—the steel-cored inner edge— 
and the same liner to keep the air 
from leaking through the rubber 
and fabric. 

* * * 

HE two-ply tire has two plies of 

rubber-coated fabric. The plies 
consist of either Tyrex (improved 
rayon) or nylon which is dipped in 
rubber and then baked. 

Usually, the same amount of fab- 
ric is built into the two-ply tire as 
into the four-ply tire by using 
heavier yarn for the fabric. Where 
the average four-ply tire now uses 
yarn with a denier of 1,100 and 
1,650, the two-ply tires have single 

(Continued on Page 20, Col. 1) 





How New Supplier Scored... 


Still Knocks 


Opportunity 


Is IT possible for a little fellow 
without any unusual advantages 
to break into the multi-million-dol- 
lar auto industry these days? 

“Sure,” says Jim Gitre, president 
of tiny Flexible Controls Corp. But 
he’s slightly prejudiced because he 
started with practically nothing 
two years ago and parlayed it into 
$300,000 in sales last year, with a 
good chance of reaching $400,000 
this year. 

This initial success was based 
almost entirely on a power-seat 
cable assembly that connects the 
small electric motor under the 
driver’s seat to six seat actuators. 
The assembly consists of six 
cables—three going to each side 
of the front seat—which move 
the seat up and down, forward 
and back and tilt it. 

Such cables had been used on 
cars for several years before Flex- 
ible Controls was founded. How- 
ever, Gitre, as a manufacturer’s 





representative, alertly noted that 
the industry was trending from 
metal to plastic cases for these 
cables. 

A preference for plastic outside 
casings for the cables had develop- 
ed because they won’t rust and are 
quieter and cheaper. Gitre attempt- 
ed to persuade a firm he repre- 
sented, to go into this business, 
but it declined. 

* * * 

I ARGER companies which nor- 
“4 mally supplied the auto makers 
with the metal casings were reluc- 
tant to switch to plastic casings 
for several reasons, including the 
fact that this would have obsoleted 
some existing equipment. 


Gitre took the plunge in April, 
(Continued on Page 22, Col. 1) 
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The beauty of Double-Layer Nickel Plating 


thrives on commercial car wash solutions 


Not even the effective cleaning com- 
pounds used in modern car wash 
shops dull the brilliance of Double- 
Layer Nickel Plating on automotive 
brightwork. 

The reason is that Double-Layer 
Nickel Plating is very much at home 
with the alkaline solutions present 
in commercial detergents. Its bright- 
ness doesn’t fade with frequent 
washing. 

Double-Layer Nickel Plating pro- 
tects between washes, too. A thick 


layer of semi-bright Nickel protects 
the basis metal. Atop this, a layer of 
bright Nickel delivers still more pro- 
tection, and’forms a lustrous base for 
the top coat of chromium. The result 
is protection-in-depth against cor- 
rosion, abrasion and wear — for a 
bright, lasting finish that satisfies 


today’s quality-conscious customers. 

For more information about the 
performance of double-layer Nickel 
coatings, write for the free booklet, 
Decorative Plated Coatings of Im- 
proved Durability. 


The International Nickel Company, Inc. 


67 Wall Street iNCO New York 5, N. Y. 


Tesot mace 


Inco Nickel 


Nickel makes plating perform better longer 
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Big Switch On to Two-Ply Tires 


(Continued from Page 18) 


or multiple strands of 1,650, 2,200 
or 3,300 denier yarn. The 2,200 
denier yarn, which is .035 of an 
inch thick, is a new size, 
However, one tire company re- 
portedly is using the same denier 
cord in its two-ply tires as in its 
four-ply tires and adding a 
breaker strip—an extra piece of 
rubberized fabric that gives extra 
protection in the tread area, 

The weight of these tires appar- 
ently varies with each producer. 
Some say their two-ply tire is as 
heavy as their four-ply casing; 
tires of other companies are known 
to be as much as 7 percent lighter 
than their four-ply tires of the 
same size. On an average they 
probably will be 3 to 4 percent 
lighter. 

* * 


Why Two-Plies Came 


ILE there may be some dis- 

agreement with this assess- 
ment, the shift to two-ply tires 
was made because of these rea- 
sons: 1. Rayon tire cord has been 
made stronger. 2. Lighter compact 
cars and the lighter weight of the 
standard cars made two-ply tires 
more feasible. 3. There was a 
chance to save money. 

Since the rayon producers were 
stampeded into an improvement 
program a couple of years ago 
when nylon almost moved into the 
original equipment field in volume, 
they have developed the improved 
Tyrex and made a couple of other 
improvements that give the rayon 
almost 100 percent more strength 
than it had in 1950. 

On the other hand, some very 
good two-ply tires have been 
made with nylon and it’s possi- 

ble that in the future nylon 
= of 


PERCENT INCREASE IN TIRE CORD STRENGTH 
OF CELLULOSICS IN PAST DECADE 





Tire Cord Strength— 


This chart shows how the rayon used in 
most current tires has increased in the 
last decade, making possible the shift 
from four-ply to two-ply tires. 

Cre we 


could become a bigger factor 
than ever in the tire business be- 
cause of this new tire. 

When the compacts were intro- 
duced, there was some question 
about the life of their 13-inch tires. 
Despite assurances, it’s probable 
that nobody really knew. But the 
durability of these tires has been 
almost phenomenal, causing the 
auto companies to reexamine this 
situation, 

An important factor in the de- 
cision to shift to two-ply tires is 
that some members of the auto in- 
dustry’s top management think 
(and hope) that the big-volume car 
of the future will be the senior 
compacts due to arrive this fall. 
The two-ply casing would be more 
than adequate for these cars, which 
might permit the manufacturers to 
eliminate the costly double tooling 
required for producing both a 
standard and compact car. 

* * 

N REGARD to the cost of these 

tires, there again is considerable 
variance, depending on the tire pro- 
ducer. However, a two-ply tire is 
about 4 percent, or 32 cents, less 
expensive than a four-ply tire. This 
reduces the auto maker’s per-car 
expenditure for five tires from 
about $40 to $38.40 and amounts to 
an industry saving of $8.8 million 
in a 5.5-million-car year. 

These savings are possible be- 





cause less labor and material is 
required for a two-ply tire and be- 
cause this tire will lend itself to 
greater automation, although it 
now is being made much as the 
four-plies were. 

The two-ply tire also has sev- 
eral advantages to the user, 
mainly relating to the claim that 
it runs 5 to 15 degrees cooler be- 
cause the tire’s thinner walls 
radiate the heat faster and be- 
cause of reduced inter-ply fric- 
tion within the tire. 

This extra coolness will report- 
edly give extra tire life, especially 
at turnpike speeds, and result in a 
“measurable decrease in gasoline 
consumption,” according to one 
company. 

To some extent, this coolness will 
be reduced because it is a softer, 
thinner tire that, consequently, will 
deflect or bounce more, thereby 
adding some heat. 

* ok 


Softer Riding 
— report that two-plies 


oe 


especially in regard to harshness— 
the “thumpety-thump” soun d-vi- 
bration that’s caused by tar strips 
on a highway and similar slight 
bumps. 

On the other hand, it’s expected 
that this additional softness would 
produce a corresponding decline in 
handling or steering characteris- 
tics. This probably wouldn’t be too 
noticeable on a car that wasn’t 
hard to steer, originally. 

One tire official said the two- 
ply tire may be a bit more un- 
balanced because it will have two 
over-lap locations 180 degrees 
apart, rather than four such lo- 
cations 90 degrees apart. Also, 
the overlappings will be more 
pronounced because of the heav- 
ier fabric in the plies. This im- 
balance may cause some tire 
thumping and roughness. 
Two-ply tires can be recapped, 

although the recapper will have to 
be both skillful and careful so as 
to not puncture the outside ply of 


give a noticeably softer ride,|a tire when he is buffing off the 


DELCO-REMY CUSTOMIZES 





Fork Trucks—power steering pump, high and low 


lift pump, and propulsion motors. 





A Comparison— 





| auto makers to announce new coni- 


ponents on their cars, whereas the 
auto makers say they have no par- 
ticular reason to ballyhoo the two-: 
ply tire. 

It’s admitted that the two-ply tire 
produced some difficult engineering 
problems, but the marketing prob- 
lems could be even greater, especi- 
ally if one auto maker decided to 
promote the fact that it wag stick- 
ing with four-ply tires. 

An official said, “This is the 
kind of a development that every- 
one goes along with, or you don’t 
make it.” 

Another ticklish problem would 
result if buyers were given an op- 
tion of two-ply or four-ply tires. 
Consequently, once the two-ply tire 


These U. S. Rubber tires appear to be| in a given size becomes established, 
almost identical. On the left is the con-| the four-ply tire in that size will 


ventional four-ply tire. The two-ply tire is 

on the right. The principal distinction is 

the marking ‘‘4-PLY RATING—2 PLY." 
oe Ae 


tire’s tread. A tire with only one 
intact ply would be dangerous. 
* * * 


Aa the two-ply tire is 
an important auto-tire mile- 
stone, there has been little fanfare 
related to it. The tire companies 
contend that it’s traditional for the 


here are a few ways these 


stop being made and disappear. 

While the two-ply tires are just 
being adopted as original equip- 
ment in this country, they have 
been widely used on foreign cars 
and as replacement tires in the 
U..B. 

Since first introducing them to 
the replacement market in 1958, 
U. S. Rubber alone has sold more 
than 400,000 two-ply replacement 
tires. 





Buses—heating, defrosting and air conditioning blower motors. 


Fire Trucks—siren, hose reel and pump primer motors. 





* electrical energy for the 


MT 


Highway Trucks—power lift gate motors. 


If you have a special power-motion problem, a customized Delco- 
Remy d.c. motor may be your answer. Like power steering pump 
and propulsion motors for fork-lift trucks... blower motors for buses 
..- hoist motors for tow vehicles—and many others. Whatever it is, 
Delco-Remy can fit your design needs exactly! Here’s why: 


Delco-Remy draws on a complete stock of mass-built components to 
keep unit cost down. Then, using the skill and know-how of over 
40 years, engineers combine components for specific torque, speed 
and power output requirements. Special provisions can be made, too, 
for extra high efficiency demands. And every Delco-Remy d.c. motor 
is built to pass rigid reliability standards. 
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objectionable a noise is varies with 
the person, the place, the “organ- 
ization” of the noise and with many 
other factors. 

Contrary to the opinion of 
some, it was pointed out that the 
degree of objectionableness is not 
just a matter of measuring the 
noise by loudness or decibels. 

American automotive engineers 
are probably in the lead in this 
particular field. They lean strongly 
to the jury system, whereby noises 
are evaluated by a panel of judges 
who then vote on how objectionable 


the noises are. 
+ * * 





Saab Trains Mechanics— 


Saab Motors, Inc., New York, regularly runs service schools at its Hingham (Mass.) 
and Jacksonville (Fla.) depots to which all Saab dealers are required to send a , 
mechanic soon after their appointment. At a recent Saab service school at Hingham, EMAND for automotive engi- 
above, there were mechanics in attendance from widely scattered points. From left neers is down considerably 
are Thomas Brennan and Willi Splisgardt, St. Louis; Eldon Smart, Saab Motors; Sonny| these days, according to Dan Beck, 
Bridges, Topeka, Kansas.; Fred Boothroyd, New Preston, Conn.; Kenneth Gates, Saab| head of the Executive Selection & 
Motors; Thomas Murphy, Saab Motors service manager; Teddy Verstappen, Saab | Training Institute, Detroit. 

Motors parts manager; Les Newman, Minneapolis; Frederick Carl, Voorheesville, N. Y., Beck keeps close tabs on the 
and Fay Gilson, Brattleboro, Vt. market for engineers by the doz- 


Demand Contracts 
For Auto Engineers 


Turnings ..... 


(Continued from Page 18) 





By Joe Callahan 






ens of queries he receives weekly 
from job applicants and by the 
volume of testing he does for the 
auto companies and suppliers. 

He said that generally the com- 
panies have been letting their 


poorer men go, although in the past 


New Side-Rail Process 


Developed by A. O. Smith 


MILWAUKEE. — A. O, Smith 
Corp. reported development of a 
process that permits Mass produc- 
tion of high-strength, lightweight 
side rails for truck frames, The 
company said the process is five 
times faster than present methods 
and is 10 percent to 30 percent less 
expensive. , 

According to Smith, the process 
cools the side-rail channels with- 
out distortion after heat treating. 
It is said to permit the use of less 
expensive steel. The process was 
developed over seven years, the 
company said. 





DC. MOTORS FOR SPECIAL JOBS 


motors can help industry 


N.Y.C. R.R. Flexi-Van System—hydraulic pump motors. 


special needs of power-motion 


Off-Highway Equipment—remote steering motors. Tow Vehicles—crane, pump and hoist motors. 


Delco-Remy has built intermittent and continuous duty d.c. motors for 
all kinds of off-the-highway use, for high-lift trucks and low-lift pallet 
trucks, for buses, and police and fire equipment. Is your engineering 
department writing specs for a special purpose motor on your prod- 
uct? Or would you like to improve your present application? Be sure to 
consider a d.c. electric motor for your needs. Write Delco-Remy 
about it. We’ll be happy to give you complete data and assistance. 


From the highway to the stars 


Delco-Remy electrical systems 


DELCO-REMY e DIVISION OF GENERAL MOTORS e¢ ANDERSON, INDIANA 





Emergency Vehicles—siren motors. 
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year a lot of good men in the $12,- 
000 to $15,000 bracket have been 
fired. 


“The factories hang on to most 
good engineers in the above-$15,000 
range,” he said, “although in a lot 
of cases lately some companies 
have been laying off high-priced 
people, feeling they can ‘grow’ 
some of the younger men for these 
jobs.” 


According to Beck, some fired 
$30,000-$40,000 engineers feel a per- 
sonal rebuff, completely forgetting 
what a savings the stopping of 
their salary can mean to a com- 
pany. 

He noted that of late there had 
been a lot of early retirees 
“made available” by one or two 
companies. These unfortunates 
are usually given a choice of re- 

tiring at a greatly reduced pen- 
sion or of just being fired. 

Commenting that many engi- 
neers and others are being asked 
to take lesser paying jobs these 
days, Beck said these people find 
it almost impossible to take a pay 
cut because they’ve let their stand- 
ard of living rise as fast as their 
salaries, 

He added that quite a few engi- 
neers have learned one thing dur- 
ing these lean days and that is to 
keep their living standards a little 
more modest, just in case they ever 
have to live on less money. 

* * * 


Auto Body Sections 


Stronger, Lighter 


W. LIGHTNER, vice-presi- 

* dent of applied research for 

United States Steel Corp., reports 
that both strength and lightness 
are being imparted to some auto 
body sections by filling hollow steel 
panels and closed members with 
rigid structural foam, such as poly- 
urethane or a blend of polyure- 
thane and polystyrene. 

This type of construction is be- 
ing used on a test basis for sta- 
tion-wagon tailgates and decks 
and car doors, he said, as well 
as in architectural applications 
such as steel doors and curtain- 
wall panels. 

According to Lightner, these 
foams “are applied as heavy liquids, 
to which an activator and a cat- 
alyst have been added just before 
they are put in the closed part. 
The plastic expands at room tem- 
perature, fills the part and forms 
a strong, light, closed-cell struc- 
ture. 

“After curing, the foam is im- 
pervious to moisture, and is firmly 
bonded to the steel surfaces. The 
structures have remarkable stiff- 
ness and better resistance to dent- 
ing and buckling. 

“Also, the foam prevents internal 
corrosion and has excellent sound- 
deadening and insulating proper- 
ties.” 


Use of Antifreeze 
In 60 Is Placed at 
121 Million Gallons 


CHICAGO. — American motorists 
used almost 121 million gallons of 
antifreeze in 1960, it has been re- 
ported by the Automotive Division 
of the Chemical Specialties Manu- 
facturers Assn. 

The organization’s sixth annual 
survey revealed only a slight in- 
crease over the 120 million gallons 
marketed in 1959. 

Primary ethylene - glycol-type 
antifreeze accounted for 110.4 mil- 
lion gallons (90 percent of the 
total), while 10.5 million gallons 
of methanol-type products (less 
than 10 percent) were marketed. In 
1959, the figures were 108 million 
gallons of ethylene glycol and 12.1 
million gallons of methanol. 

The association also reported a 
slight decrease in production of 
auto cooling-system chemicals in 
1960. 

More than 32 million consumer 
packages of these chemicals were 
produced last year, the group said, 
compared with 33.5 million pack- 
ages in 1959. 

An increase of almost 500,000 
single-treatment packages of cool- 
ing-system cleaners was noted by 
the survey. Actual figures were 
5,866,630 packages in 1960, as com- 
pared with 5,444,638 units in 1959. 

Production of all types of cool- 
ing-system sealers decreased from 
pam in 1959 to 14,402,957 in 

60. 
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How New Supplier Scored... 


Opportunity 


Still Knocks 


(Continued from Page 18) 


1959, founding his company with a 
shoestring capitalization of $10,000. 
Some $5,000 of this came from a 
personal loan and $5,000 was put 
up by an outside investor. 

Then followed 10 months of de- 
velopment, sales and missionary 
work, plant establishment, frus- 
tration and near bankruptcy, 
Flexible Controls rented a plant 

with 6,000 square feet of floor space 
in the summer of 1959 on Detroit’s 
west side and set up some meager 
assembly lines, There was to be no 
manufacturing, just the assembly 
of the core or flexible shaft, the 
vinyl-polyethylene casing and the 
end fittings. All these components 
were to be purchased on the out- 
side. 

A working force had to be as- 
sembled. Besides Gitre, this has 
consisted of his general manager, 
John W. Bond, a shop superintend- 





ent and six to 18 girls, depending 
on the volume of work, 
* * * 
ITRE felt that his company 
could do a good job for some 
auto maker because it was a very 
low-overhead operation, it was flex- 
ible and it was close to the manu- 
facturers’ engineering and produc- 
tion facilities. 
Against him was the fact that 


AC Starts Work in Flint 


On Turbine Engine Controls 


FLINT.—Work in the turbine 
engine control field has been start- 
ed by AC Spark Plug Division here. 

A group of engineers hag been 
transferred here from AC’s Mil- 
waukee plants to supervise design 
and development of the control de- 
vices. AC’s present electronic 
manufacturing section here will 
manufacture the devices. 





having done any automotive work. 
The bottom was reached in Jan- 
uary, 1960, when the company’s 
funds ran out. At this point the 
outside investor sold its 50 percent 
interest in Flexible Controls to 
Gitre, who then was able to sell 
stock for an additional $25,000 to 
relatives. 

The big break came the follow- 
ing month. One of the industry’s 
giants, General Motors’ Ternstedt 
Division, decided it needed a sec- 
ond source and agreed to give 
Flexible Controls 20 percent of 
the division’s cable assembly 
business. C. M. Hall Lamp Co. 
was the primary supplier of this 
item, which is used by all GM 
cars with power seats. 

Moving quickly into production, 
Flexible did $15,000 worth of busi- 
ness in March last year and $35,000 
worth the next month, finally top- 
ping $300,000 in sales before the 
year was out. 

Business thus far in 1961 has 
been adversely affected by a variety 
of factors, including lower auto 
production; the trend to more func- 
tional motoring, which makes 
power accessories less popular; the 
swing to compact cars, which sel- 
dom use power seats, and the pol- 
icy of the larger companies to 








Final Check— 


Jim Gitre, president of Flexible Con- 
trols, checks one of the thousands of 
power-seat cable assemblies which his 


firm makes, 
ne. 


maintain one- or two-week inven- 
tories, rather than the 30-to-60-day 
inventories previously maintained. 
* * * 

So a modest pickup in 

sales has been felt at Flexible, 
and the company is adding a num- 
ber of new products which will be 
used both inside and outside the 











SHIP & SHORE MOTORS, Headquarters, West Palm Beach, Florida. Distributors 
for BMC products in Florida, Georgia, Alabama, North Carolina and South 
Carolina. Warehouses located in Charleston, Mobile, Jacksonville and Miami. 


BMC 


TOP QUALITY MEANS TOP SALES! 


There are more of these BMC sports cars on 


U.S. highways than those of all other makers combined. 





AUSTIN HEALEY 


Brighten Your Future with a BMC Franchise 
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their field. 


rity that a leader deserves. 





F. P. WILSON 
President 


PRESENT... 
FUTURE! 


Brighten your future, as we have brightened ours, 
with a Hambro-British Motor Corporation franchise. 
You can’t beat selling cars that are sales leaders in 


BMC is England’s largest automobile manufacturer 
and the world’s largest builders of sports cars. 
Hambro Automotive Corporation, their United States 
Concessionaires, backs up BMC cars with genuine 
assistance in parts, service and sales with the integ- 


As Hambro’s Southeastern BMC Distributor, we in- 
vite you to investigate all the advantages of a BMC 
franchise, We assure you, if you qualify, you will find 
it a most pleasant and profitable association. 





E. O. BUSSEY, JR. 
Vice President 


SHIP & SHORE MOTORS 
701 South Flagler Drive 
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West Palm Beach, Florida 











auto industry. Gitre and Bond say, 
with their fingers crossed, “Sales 
might hit $400,000 this year.” 
Looking back, Gitre said the 
most difficult problems were mak- 
ing the first sale, arranging financ 
ing and finding the time and man- 
power to do the multitude of things 
involved in being a good supplier. 
He believes strongly in giving 
service to his customers and this 
involves satisfying the purchas- 
ing agent, the follow-up man, the 
traffic department, the inspectors 
and the engineering department. 


An important part of keeping in 
business consists of initiating or, 
at least, keeping up with the tech- 
nical advancements in the rapidly- 
changing auto industry. 

For instance, one of the plastic 
cables requires a metal corkscrew- 
like metal protector that will per- 
mit extra flexibility. The company 
has come up with a new, stronger 
plastic that will give this addition- 
al suppleness and permit elimina- 
tion of the expensive protector. No 
decision on this has been reached. 

* * * 
a development involves 
the substitution of plastic end 
fittings for the current metal fit- 
tings that screw into the motor. 

“We're not wedded to any ma- 
terial or manufacturing method,” 
Gitre says. “We're trying to de- 
velop new methods and to work 
with new materials. 

“We want to establish a reputa- 
tion as a reliable, legitimate sup- 
plier. To do this, you have to be 
careful not to fumble the ball. If 
you keep on the ball, the automo- 
tive industry offers a tremendous 
future to companies like ours.” 





Cooling-System 
Cure Simplified, 
DuPont Claims 


WILMINGTON, Del.— Two new 
methods for draining and flushing 
cooling systems have been devel- 
oped by the automotive specialties 
section of duPont Co.’s Fabrics 
and Finishes Department and are 
being used by service stations 
across the nation after successful 
station and road tests on the West 
Coast last year. 

They are called the fast-flushing 
method, recommended for routine 
flushing at the time of regular 
antifreeze drainout, and the back- 
flushing method, for cleaning rust- 
ed systems which are overheating 
or threaten to do so. 

Both methods eliminate removal 
of drain plugs, saving time and 
effort, and prescribe removal of the 
thermostat, assuring thorough 
scouring of the entire system, 
duPont said. 

Using the fast-flushing method, 
the operator can drain, clean and 
flush the system and add a rust in- 
hibitor in 20 minutes or less, the 
firm said. 

With the thermostat out during 
the flushing, water is introduced 
through the radiator filler neck, 
circulates through the whole sys- 
tem, including the engine block, 
and igs discharged through the 
hose, which hag been disconnected 
from the top radiator tank. 

The back-flushing method, de- 
signed for thorough cleaning of 
systems that have been neglected 
or overworked, involves the use of 
a new hydrogun that shoots water 
through the lines in the opposite 
direction of normal flow. Bursts of 
water mixed with air remove rust, 
scale and sludge. 





Eaton Acquires 


Italian Valve Firm 


CLEVELAND. — Eaton Mfg. Co. 
has entered the European Common 
Market as a prime manufacturer 
with acquisition of majority inter- 
est in a new Italian company, 
Eaton Livia, S.p.a. 

The new company purchased the 
business and most of the assets 
of Officine Sant’Ambrogio, S.p.a., 
Turin, an exclusive licensee of 
Eaton’s in engine valves for the 
last eight years. 

John C. Virden, Eaton chairman, 
said the Turin firm supplied a 
large part of the needs of auto 
makers in the common market, and 
also had a substantial replacement 
business. Further expansion in 
valve production is planned by 
Eaton Livia, he said. 





WISE HIRING IS NOT AN ART... 


We all like to think we’re shrewd judges of men 
—that we can size up a hotshot salesman and 
hire him on the spot; but can we? How often 
have our best-looking prospects turned out to be 
mere order-takers, or bright-eyed optimists with 
a batch of sales just around the corner, or slickers 
that close so hard and fast that it’s hard to tell 
whether they’re doing more harm than good? 


How can we tell beforehand? How can we spot 
the money-hungry men that love the business— 
the genuine salesmen? Must it always be trial 
and error? 


> 


‘The answer is ‘“‘no.’ 


Hiring can be surprisingly 


scientific, considering the animal involved. There 
will never be a real substitute for experience in 
dealing with people, but even the newest sales 
manager can hire with a fair degree of success 
if he follows the rules. 

And the rules? You’ll find them in the May 
issue of Profit Pointers, our monthly publication. 
We offer you a list of the traits that go to make up 
the good salesman and how to weigh them. We 
spell out the proper interview procedures and 
how to apply them. We give you the basic facts 
on how to build a good sales force from the bot- 
tom and increase your profit thereby. It’s not a 
complete course on hiring, by any means, but 


it’s a good refresher, and that’s something we can 
all use now and then. 


You will find an article of just this type in everv 
issue of Profit Pointers—short, hard-working, and 
of real use. If you’d like a copy, write us, or con- 
tact your nearest Associates representative, and 
we'll be delighted to put you on the list. It’s part 
of our extra service at The Associates. 


ASSOCIATES 


INVESTMENT COMPANY « South Bend, Indiana 


Associates Discount Corp. * Associates Discount Baal 


ASSOCIATES 


(Canada) Ltd. * Emmco Insurance Company 
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New farm tractor, the Ford ‘6000,” 
gives dealers broader market appeal 


Representing an investment of five years and $20 million 
in development, testing and tooling for manufacture, the 
new “6000” tracter is the most powerful, biggest and 
heaviest tractor ever built by Ford Motor Company. This 





six-cylinder giant, weighing in excess of five tons fully 
loaded, is rated as a five-plow tractor. 


With the introduction of the ‘6000’ tractor, Ford Motor 
Company enters the large-acreage farm market with the 
most advanced farm tractor ever seen in any power classifi- 
cation. And with it, Ford becomes the only company whose 
product line completely covers the transportation and power 
needs of American farmers. In addition to the ‘‘6000,” 
Ford offers seven new implements for five-furrow plowing 
and six-row cultivating and planting. 


The new “6000” tractor is a significant advance by Ford 
Motor Company. An advance that puts the large-acreage, 
efficiency-conscious farmer on the leading edge of today’s 
farm mechanization technology. An advance that means 
business in a new farm market for our dealers. 


Another reason why it’s great to be a dealer in the Ford Family 


of Fine Cars. 


Cor 


MOTOR COMPANY 


THE AMERICAN ROAD, DEARBORN, MICHIGAN 


FOR THE AMERICAN ROAD; THE FARM; AND INDUSTRY Ford e Faicon e Thunderbird e Comet 
Mercury e Lincoln Continental e English Ford Line e Ford Trucks e Industrial Engines 
Farm and Industrial Tractors and Equipment e Special Military Vehicles 
Aeronutronic— Products for the Space Age « The American Road Insurance Company 
Ford Motor Credit Company 





New and exclusive features 
of Ford’s ‘‘6000” tractor 


e ‘‘Powr-Stor’” accumulator hy- 
draulic system 


Three-point lift linkage 


Hydraulic lower-link control of 
implement draft and position 


Twin-position steering wheel 


Electro-luminescent instrument 
panel lighting 


Ford power-shift ‘*Select-O- 
Speed”’ 10-speed transmission 


Oil-cushioned hydraulic power 
brakes 


Power-adjustable rear wheels 


Power steering 











Low-Cost Vacuum Simulator 


Announced by Prenco 


A line of low-cost vacuum simulators 
for functional inspection test applications 
has been announced by Prenco Mfg. Co., 
2604 W. 14 Mile Rd., Royal Oak, Mich. 

Designated Series VA, the Prenco units 
are designed especially for production 
line testing of vacuum controlled automo- 
tive components and accessories, but are 
suitable for testing any part whose opera- 
tion is accomplished with or affected by 
vacuum. Any vacuum condition can be 
duplicated to permit functional complete- 
cycle testing of parts at both maximum 
and minimum operating limits, it is said. 

a oe 





Free Machining Stainless 


Offered by Universal-Cyclops 
Corp., Bridge- 
ville, Pa., has announced the commercial 
availability of a free machining chromi- 


Universal-Cyclops Steel 


um-nickel stainless steel, designated Uni- 
loy 303MA. 

The improved machinability of Uniloy 
303MA, compared with regular free ma- 
chining AISI Type 303, is said to permit 
increased output of machined parts and 
longer tool life, resulting in considerable 
dollar savings for plants now using reg- 
ular Type 303 for machined parts. Thread- 
ed parts such as those illustrated were 
roll threaded with Uniloy 303MA, provid- 
ing excellent surface finish and great sav- 
ings in threading costs, it is said. 

es 
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National Cushion Announces 
Coil Spring Unit for Seats 


Intraloc, an interwoven coil spring unit 
which has gained wide acceptance by 
European automotive makers for seating, 
has been brought to the United States by 
National Cushion Spring Co., 806 E. 
Beecher St., Indianapolis, Ind. 

Because each coil is interwoven along 
its entire length with each of the coils 
surrounding it and locked, coils cannot 
shift in use, it is said. Since there are 
more coils per square foot, less padding is 
needed. Spring units can be built to any 
size or shape required by the individual 
seat, Coils can be doubled where there 
is greater stress, if desired. 

er AS 


Briney Offers Bearing 
With Simplified Design 


A new design antifriction arbor-support 
bearing, available in standard sizes to fit 
machine's support housing without re- 
boring, has been introduced by Briney 
Mfg. Co., P. O. Box 208, Pontiac, Mich. 

Simplification of design permits a price 
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reduction of 25 to 30 percent on these 
bearings as compared to previous models, 
the company said. This new design is said 
to eliminate stress and strain imposed on 
the bearing by lineal movement of arbor 
due to thermal changes. m 





Elastomeric Sponge Offers 
Unusual Physical Properties 


An engineering material that is said to 
offer excellent resistance to chemicals, 
acids and fuels, has high dielectric 
strength and a broad temperature range 
has been developed by Industrial Elec- 
tronic Rubber Co., Solon, O. 

IER engineers said the sponge, molded 
from ‘‘Fluorel’’ 2141 Elastomer, compares 
in hardness to a very soft rubber with 
about a 20 durometer (Shore A) rating, 
yet retains the inert characteristics of 
“Fluorel” 2141 Elastomer. The blown ver- 
sion has about a fourth the density of 
the solid elastomer. Possible areas of ap- 
plication include gaskets, seals, plugs, 
vibration dampening and insulation. 





Two Fixtures Designed 


For Shrink-Fitting Jobs 


Induction Heating Corp., 183 Wythe 
Ave., Brooklyn 11, N. Y., has introduced 
two fixtures for use by the auto industry 
which considerably reduce the time and 
effort required to handle two shrink-fitting 
jobs. One involves the shrink-fitting of 
gear shafts; the other the shrink-fitting of 
crankshaft dampers. 

Unit “A’ was fabricated for the heat 
shrinking of crank gears. The gear has 
an outer diameter of 2.50-inch, is 1.0- 
inch high and has an internal bore of 
1.750-inch. Unit “B' was devised for the 
shrink-fitting of the crankshaft damper. 
This part is 3.120 inches long, has an 
outer diameter of 2.600 inches and an in- 
ternal bore of 1,75-inch. ‘ 








Wheel Adjustment Featured 
On O'Brien Layout Tool 


A layout tool that is said to offer un- 
usual accuracy to plus or minus .005-inch 
has been introduced by O'Brien Engineer- 
ing Co., South Beloit, Ill. 

The Micro-Layout tool features a wheel 
adjustment which will provide a tolerance 
setting not obtainable on standard layout 
tools, it is said. Setting the points to a 
dimension is accomplished by 14-inch ad- 
justment on the locating rod, and the final 
setting to fine adjustment with a microm- 
eter type wheel on the bar. Trammel 
points are replaceable with either carbide 
tips for metal work, or leads for soft ma- 
terials such as wood or plastics. 


Engineering and Production 
New Products 





Sun Rubber Develops 
Vinyl Casting Process 


A process for rotationally casting vinyl 
resins, called the Molitor Process, has been 
developed by Sun Rubber Co., Barber- 
ton, O. 

Basically, casting rotationally with the 
Molitor Process involves placing a control- 
ed amount of liquid plastisol in a mold 
which is then distributed evenly against 
the mold walls, then gelled, fused, and 
cooled, with a finished product completed 


in a matter of minutes, according to Sun. 
Ch Ow 


Zinc-Magnesium Alloy 
Offered by Eagle-Picher 


Eagle-Picher Co., Cincinnati, is offering 
a zinc-magnesium alloy for the hot-tip 
galvanizing of steel. It consists of 97 per- 
cent prime western zinc and 3 percent 
magnesium. 

The company said the alloy is the re- 


Technical 





Taylor Lyman, editor of the 
new American Society for Metals 
handbook, 8th edition, Volume 1, 
“Properties and Selection of Met- 
als,” has been appointed editor of 
reference publications for the 
American Society for Metals. 


He will continue as editor of sub- 
sequent volumes of the handbook 
and will have general editorial 
supervision of all ASM technical 
books. 

ok ok * 


GM Ups King, Hart 


Two department heads have been 
named at the General Motors Re- 
search Laboratories. They are Wil- 
liam F. King, who heads the newly 
formed electro-mechanics depart- 
ment, and Donald E. Hart, head of 
data processing department. 

OK * * 


Alcoa Promotes Wood 


Aluminum Co. of America has 
appointed D. B. Wood manager of 
bearings development. 

* * *~ 


Auio Welding Manual 


NEW YORK. — The American 
Welding Society has published a 
48-page manual titled Recommend- 
ed Practices for Automotive Weld- 
ing Design. It is $2.50 and is avail- 


Arvin Develops 


Wax to Stop Rust 


COLUMBUS, Ind. — One of the 
latest processes for protecting ex- 
haust and tailpipe parts against 
rust damage has been developed 
by Arvin Industries, Inc. The proc- 
ess is called Arvinizing. And after 
a two-year trial it has been termed 
an unqualified success by Arvin. 

The company instituted this 
method in 1959 with engineers tak- 
ing lengths of pipe and Arvinizing 
one-half of each pipe. The other 
half was left unprotected. The pro- 
tection consists of coating the 
pipes inside and out with a liquid 
wax. 

After a two-year period, the test 
specimens now show the coated 
portions contain no sign of cor- 
rosion, Arvin said. Yet the unpre- 
pared sections are completely cov- 
ered with rust. The sealer has been 
so effective the corrosive action 
comes right down to the edge of 
the preservative, then stops, ac- 
cording to Arvin. 








sult of interest created by recent news of 
improved corrosion resistance when a 
small amount of magnesium is added to 
the galvanizing bath. Previously, the firm 
said, the only method of commercially ap- 
plying the new process has been to add 
magnesium ingot directly to the bath. The 
zinc-magnesium alloy is designed to 
simplify the process. 





Industrial Jacks Announced 


By Watervliet Tool 


Watervliet Tool Co., Inc., 413 N. Pearl 
St., Albany, N. Y., has announced a series 
of horizontal industrial jacks. 

LD series 18-H, 42-H, 43-H and 82-H 
are designed for straightening, position- 
ing and for moving heavy objects with a 
capacity of 10 to 50 tons. Made especially 
to operate in horizontal position, with 


turntable pump beam to work from left}. » 


or right side. Available with gauge for 
indicating force being exerted. 


Personnel 


able from the society’s technical 
department, 33 W. 39th St., New 
York 18, N. Y. 


* * * 
Youngstown Sheet Expands 


Research Department Staff 


YOUNGSTOWN, O.— Expansion 
of its research and development 
staff and the appointment of re- 
search specialists have been an- 
nounced by Youngstown Sheet & 
Tube Co. 


Those named to new positions 
are Robert H. Frazier, applied sci- 
ence manager; Joseph W. Lodge, 
acting supervisor, new product de- 
velopment; Dr. Melvin C, Chang, 
extractive and chemica] metal- 
lurgy; Dr. Royston P, Morgan, 
physical metallurgy supervisor; Dr. 
Johannes M. Uys, iron and steel 
making supervisor; George H,. Den- 
ton, raw material supervisor; 
James L. Bayer, research engineer; 
William R. Patterson, research en- 
gineer, and Henry J. Oberson, re- 
search engineer. 

* * * 


Bower Positions Filled 


By Williams and Conway 


Charles W. Williams has been 
hired as director of research of 
Bower Roller Bearing and Thomas 
G. Conway hired as Hart plant 
manager. 

Williams succeeds Orin W. Mc- 
Mullan, who has been named re- 
search consultant. Conway succeeds 
John R. Squire, who has been 
named manager of manufacturing. 

* * * 


Doehler-Jarvis Names Two 


Doehler-J arvig Division of Na- 
tional Lead Co. has announced two 
new appointments at the division’s 
Batavia (N. Y.) plant. Arne E. 
Swanson has been appointed as- 
sistant plant manager; Clyde A. 
Wilcox has been named works 
manager. 

oe * cs 
Zollner Promotes Cormany, 


Johnson in Engineering 


Gene Cormany has been named 
engineering vice-president of Zoll- 
ner Corp., Fort Wayne, Ind., and 
C. Edward Johnson has succeeded 
him as executive engineer. 

Cormany joined Zollner in 1953 
and has headed the engineering 
staff since 1957. Johnson has been 

(Continued on Page 29, Col. 2) 





















Twin-Tip Holder Permits 


2 Cuts With One Torch 


The Harris Calorific Co., 5501 Cass Ave., 
Cleveland 2, O., has announced its ad- 
justable twin-tip holder that is said to 
make possible two simultaneous cuts with- 
in a spread of 1% to 12 inches from one 
machine cutting torch. 

Designated the Harris TH-98, this ver- 
satile cutting accessory will operate on 
any gas, on all model 98-2 Harris Machine 
Cutting Torches, using series 6290 cutting 
tips. In designing the TH-98, Harris engi- 
neers incorporated ‘‘O"’ ring seals at the 
pivot point which provide complete safety 
to the 360-degree circumference of the 


tips, it is said. 
ps, it i i “ar 


Machine with a "Brain'’ 
Lowers Cost of Plating 


A versatile plating machine with a 
builtin ‘“‘brain"’ is the plating industry's 
latest move to supply automotive, appli- 
ance and other manufacturers with elec- 
troplated finishes that are said to increase 
the beauty and durability of their prod- 
ucts at lower cost. 

Designed and built by Udylite Corp., 
Detroit 11, Mich., the VIP (variable, inte- 
grated, processing) machine is said to in- 
crease production, decrease labor costs 
and reduce maintenance up to 70 percent. 
Additional advantages include savings in 
metal to be plated, by means of better 
distribution on the work, and savings of 
“dragout,” it is claimed. 





Auto Marine Develops 
Transistor Ignition System 


Auto Marine Laboratories, Wyckoff, 
N. J., has announced a transistor ignition 
system, shown here on a Dodge Lancer. 

It is claimed that the system will extend 
point and spark plug life, and will pro- 
vide a more uniform voltage throughout 
the speed ranges, and improved perform- 
ance, particularly in the higher ranges. 
Auto Marine suggests that point gap may 
be increased .005 and the timing advanc- 
ed from 2 to 3 degrees. They also state 
that in some cases the timing has been 
advanced 6 to 7 degrees. 

we # 


Industrial Fastener 


Reliance Division, Eaton Mfg. Co., Mas- 
sillon, O., has announced the develop- 
ment and production of an_ industrial 
fastener, Called Torqtite, it is basically a 
head design that can be adapted to 
screws, springtites or sems. 
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WHAT'S NEWS IN RUBBER 





In design after design...the big switch is to BUTYL! 


Automotive engineers have discovered 
that Enjay Butyl rubber is one of the 
best ways to improve car performance. 
Now all U.S. cars contain parts made 
from Enjay Butyl...parts such as 
weatherstripping, body mounts, en- 
gine mounts, radiator hose, acceler- 
ator pedals, and many more. Engineers 
specify Enjay Butyl rubber because... 


EXCITING NEW PRODUCTS 


*Butyl resists weathering 

*Butyl deadens noise and 
vibration 

*Butyl absorbs shock 

*Butyl beats the heat 

*Butyl resists tear, flex 
and abrasion 


Enjay is always ready to help manu- 
facturers build the extra performance 
of Butyl into their cars. For more 


THROUGH PETRO-CHEMISTRY 


ENJAY CHEMICAL COMPANY 


A DIVISION OF HUMBLE OIL & REFINING COMPANY 


information, contact Enjay’s 
Detroit Area Office, 17360 West 
Eight Mile Road, Southfield, Mich. 
Phone KEnwood 2-7113. 
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Sculpturing, Functionalism . . . 
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Styling Trends Noted 


(Continued from Page 18) 


continued. “The hoods are designed 
to show off. the engines, which are 
more powerful than those in the 
other compacts. Again, this is like 
European styling which accents the 
function.” 
cg ok * 

SKED if the trend to function- 

alism didn’t reduce the import- 
ance of the stylist, Voss said that 
the stylist will always be important 
and that the functional trend 
makes him as important as he ever 
was because this type of styling re- 
quires more skill and taste. 

Asserting that functionalism 
doesn’t restrict the stylist in any 
way, shape or form, he said, ‘“Peo- 
ple have a warped view of car 
stylists. The stylist has more so- 
phisticated tastes than the public; 
his own taste has to be subservient 
to the public. 

“I think stylists are real pur- 
ists in regard to car appearances 
and, because cars today are re- 
flecting a real automobile look 
rather than the look of boats, 
airplanes or rockets, I think the 
stylists like the cars they’re pro- 
ducing these days much better.” 
Implying that the ways in which 

a car can be designed are limitless, 
he cited the wheel] openings as 
something that can have an infinite 
number of shapes and still do the 
job. In the past, a stylist could be 
more impractical, he added. 

Voss supported his statement 
that the stylist was as important 
as ever by saying that styling com- 
petition was keener than ever be- 
cause of the increased number of 
cars on the market. He said this 
competitive challenge in automo- 
tive styling is a strong force and 
has been responsible for attracting 
more people into the field. 

* * * 

| EXPLAINING how intangible 

styling preferences are, he said, 
“To know whether you really like 
the looks of a car or not, you have 
to see it under all conditions—es- 
pecially in the showroom and in 
traffic. 

“For a good showroom appear- 
ance, a car must have detail and 
refinement, plus good-feeling fab- 
rics and nice finishes, For a good 
traffic appearance, a car must have 
recognition that it’s a new model; 
it must have visual impact and it 
must look good in relation to other 
cars.” 

He said that pride of owner- 
ship is still a key factor in the 
auto industry and that the ap- 
pearance of a car is fairly im- 
portant to the buyer at first, but 
even more important to him after 

-he has had the car several 
months, Voss also noted that peo- 


Young Merges 
Daybrook, Ottawa 
Into Single Unit 


BOWLING GREEN, O. — S. R. 
Baker, chairman and president of 
Young Spring & Wire Corp., has 
announced the consolidation of the 
Daybrook Hydraulic Division and 
the Ottawa Steel Division into the 
Equipment Division of Young 
Spring & Wire. 

T. W. Helwig, who has served as 
group executive over the two divi- 
sions, has been appointed president 
of the Equipment Division. 

The Equipment Division will 
manufacture two product lines—a 
full line of Daybrook truck equip- 
ment and a line of Ottawa con- 
struction equipment. 

Headquarters for administrative 
and sales functions for all products 
of the Equipment Division will be 
located here. Manufacturing facili- 
ties are located at Bowling Green, 
Upper Sandusky, O., and Ottawa, 
Kans. 


AUTO-TURNTABLE 
Assembled in 30 Minutes _7 


For indoor— outdoor display 
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Send for 
free folder. 


AMER-STAGE 
805 East 134 St. 
Bronx 54, N. Y. 














































ple look at a car as a single en- 
tity, but they also examine its 
segments, often liking a car as a 
whole while disliking one or more 
parts of it. 

In this connection, he feels that 
cars are less important as status 
symbols today in some cases, al- 


Special Computer Unit 


Formed by Honeywell 


NEW YORK.—Formation of a 
separate computer department by 
its Special Systems Division and 
appointment of Samuel D, Harper 
as manager has been announced by 
Minneapolis - Honeywell Regulator 
Co. 

The new department will be re- 
sponsible for engineering and mar- 
keting programs for integrated in- 
dustrial process control systems in- 
corporating the Honeywell 290 digi- 
tal computer. 


Each dollar you invest 
in the Digest lets you 





though Imperial, Lincoln and Cad- 
illac still are prestige items. He 
added that the principal reason for 
the decline of cars as status sym- 
bols is that most of the real ad- 
vantages of the prestige cars a few 
years ago are now available on 
lower-priced cars. 

* * 


* 
SKED if cars have sex, Voss 
said, “We design the cars bas- 
ically to be neuter, but permit them 
to be given masculine or feminine 
personalities with exteriors colors 
and interior appointments. For ex- 
ample, the current trend to bucket 
seats is a concession to the male 
sex.” 
When asked to comment on the 


oft-repeated question of why United 


States cars sometimes look similar, 
he said he didn’t believe this to be 
true. 

Other stylists have acknowl- 
edged this and attributed it to 
(1) coincidence, (2) deliberate 
copying and (3) cross-fertiliza- 
tion of styling ideas brought in 
by job-hopping stylists. 

The interviewer asked about the 
future of tailfins on American cars. 

Voss said, “There are three basic 
approaches to styling—boxy archi- 
tectural, wedge-shape and neutral. 
I think all three will be with us 
for some time.” 





Turbine-Powered Fire Truck— 

This fire truck, said to be the world’s first turbine-powered ladder truck, will soon 
be in service with the Seattle Fire Department. Built by American LaFrance Corp., 
Elmira, N. Y., the 15-ton truck is powered by a 335-pound, 330-shaft horsepower Boe- 
ing gas turbine engine. The engine accelerates the vehicle from a standing start to 
50 miles an hour in 31 seconds. The turbine gives the 100-foot aerial ladder truck 
excellent starting, acceleration and hill-climbing capabilities. The metal stack behind 
the cab is the turbine exhaust. A second turbine-powered fire truck, a 1,000 gallon- 
per-minute pumper, soon will enter service in San Francisco. 
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with the company since 1935 and 
was design engineer before his 
latest appointment. 

* * * 


| Fisher Body Appoints 
Willoughby Service Chief 


appointed general director of qual- 

ity standards and service for Fisher 

Body Division. He succeeded Lester 

J. McCarren, who retired after 41 

ari years with Fisher Body. 

a + te Willoughby has been manager of 

mf | Mi product service since 1957. He join- 

. a © ed Fisher Body in 1942 after nine 
years with other General Motors 

High Lights— divisions. 

This 40-foot telescoping boom mounted * * * 
on a specially equipped Dodge D-200 Chrysler Appoints Keller 


truck is used by the Wide-Lite Corp., i 
Houston, to demonstrate its floodlights. To Kokomo Casting Plant 


At the end of the boom is an arm hold- 


Technical Personnel 





(Centinued from Page 26) 


turing manager of Chrysler’s Amer- 

ican foundry plant in Indianapolis 

since 1958, joined Chrysler in 1949 

as a graduate engineer in the 

Chrysler Institute of Engineering. 
* aa * 


Keith B. Willoughby has been Autolite N ames 4 


In Fuel-Cell Unit 


Electric Autolite Co. has an- 
nounced four appointments in con- 
junction with newly expanded re- 
search on fuel cells and other 
power sources, according to Dr. 
Manuel Shaw, director of the com- 
pany’s electrochemical research. 

Dr. Wayne J. Subcasky has been 
named assistant manager of the 
division and will be responsible for 
direct laboratory supervision of the 
fuel cell research program. He for- 










assignment with 10 years’ engineer- 
ing experience, principally in the 
automotive industry. Previously as- 
sociated in research and develop- 
ment engineering capacity with the 
Dana Corp., Detroit, he also was a 
senior engineer for the Chrysler 
Corp. from 1952 to 1959. 
* * * 


Jones & Laughlin Appoints 


O’Connor and Frankenberg 


John J. O'Connor has been 
named general manager of produc- 
tion planning and sales service of 
Stainless and Strip Division, Jones 
& Laughlin Steel Corp. He for- 
merly was production planning 
manager. 

The division also announced the 
appointment of Rebert E, Franken- 
berg as service metallurgist at its 
Louisville plant. He formerly was 
assistant chief metallurgist at 
York Division, Borg-Warner Corp. 

ok ok * 


Howard, Sears Named 
Ernest R. Howard and Raymond 
M, Sears have been named man- 
ager and senior applications engi- 


phases of the program associated 
with organic materials and fuels. 
Gene Frick and William I. Lehrer 
have joined Autolite as research 
scientists. 


* x * 


Automatic Ups DeMetrick 
Automatic Radio Mfg. Co., Inc., 
Boston, has named John S. DeMet- 
rick, Lexington, Mass., as engineer- 
ing vice-president. He formerly was 
radio service manager. 
* * ~ 


Battelle Names Hicks 


Dr. John F. G. Hicks has been 
named associate director of Bat- 
telle Memorial Institute. 

* o* * 


Chevrolet Promotes Ikner 
John R. Ikner has been promoted 
to plant manager of Chevrolet’s grey 
iron foundry at Saginaw. He had 
been general superintendent of pro- 
duction at the foundry. 
* * * 


Rev-Lok Project Engineer 
Appointed by Formsprag 


Formsprag Co., Warren, Mich., 
has named Ralph J. Rasmussen 


ing three 1,000-watt floodlights. 





There’s news in the Classified Ad col- 
umns of AUTOMOTIVE NEWS, Read them 
for a clue to what is going on. 





Appointment of C. S. Keller as 
manufacturing manager of its Ko-| merly supervised the fuel cell pro- 
komo (Ind.) casting plant has been| gram for Chrysler Corp. 
announced by Chrysler Corp, 

Keller, who had been manufac-/| research scientist, will lead the 


Dr. Merlyn W. Fogle, as senior| tioning devices. 


chances-to-sell tires 


Automotive marketers use Reader's Digest 
to reach their best prospects millions of extra times 


Every time an advertisement is looked at, it 
has a chance-to-sell. And there are huge dif- 
ferences in the numbers of chances-to-sell that 
an advertisement gets in leading magazines, 
according to nationwide research by Alfred 
Politz. For example, note the typical two-to- 
one spread in chances-to-sell to people in fam- 


ilies which recently bought new car tires (as - 


original equipment or replacements) : 


ee 34,119,000 
in the Pett... .... Loe oae 19,967,000 
DT Ser ee ....-16,145,000 
RSS Rates eiperete: 15,850,000 


The number of chances-to-sell to these prospects 
that you get per dollar with a 4-color page is illus- 
trated at the left. 


And Digest readers are top-quality automotive 
prospects 


A typical Digest issue is read by: 


e@ Nearly 40% of the people in the upper-income 
third of the country. 


@ Nearly 40% of the people in families that bought 
a new car within a recent 12-month period. 


e Almost half of all college graduates— people who, 
on the average, earn twice as much as grade-school 
graduates. 


Whatever product you market, be sure you know 
your chances-to-sell to your own best prospects. 


What about TV? Because TV audiences have not 
been measured accurately for proven prospects for 


specific kinds of products, comparisons must be 
based on chances-to-sell to the entire audience. On 
this basis, a 4-color Digest page gives you 60,947,000 
chances-to-sell, or 1401 per dollar. TV provides 
only 17,419,000, or 613 per dollar (with a com- 
mercial minute on the average nighttime network 
TV program). 


“Double your 
chances-to-sell’’ 








Ford knows how the 
Digest gets results! 


Ford’s first detachable, insert-type advertisement in the 
Digest was removed by over a million readers. Many 
people appeared in showrooms, bringing the Digest or the 
insert with them. The results prompted this car maker to 
run two more inserts in the Digest . . . and, of course, it 
runs pages and spreads, too. 


| People have faith in 


eaders 


Digest 





project engineer for its line of Rev- 
Lok dual torque-locking and posi- 


Rasmussen takeg over his new 






neer, respectively, of the newly cre- 
ated thermostat metals applications 
engineering department of Metals 
& Controls, Inc., Attleboro, Mass. 

x + * 


Hoffman Electronics Lists 


Series of Promotions 

A series of promotions and key 
assignments has been announced 
by Hoffman Electronics Corp. 

The men and their new positions 
are: Jack Kuhner, vice-president in 
charge of administration at the 
corporation level; H. Edward 
White, director of industrial rela- 
tions on the corporate staff; Will L 
Bull, general manager of the Mili- 
tary Products Division; Marvin G. 
Whitney, director of operations for 
the Semiconductor Division; Theo- 
dore S. Hoffman, director of opera- 
tions at the Evanston (IIl.) facility 
of the Semiconductor Division, and 
Joseph S. McGee, director of fi- 
nance for the Semiconductor Di- 
vision. 

af * * 
Eaton’s Marion Division 


Lists Four Promotions 


Four promotions at Eaton Mfg. 
Co.’s Marion Division were an- 
nounced. 

Robert A. Wieland jr., formerly 
assistant plant manager, has been 
named factory manager. Charles D. 
Barnes, formerly purchasing agent 
of the Marion Division, has been 
appointed divisional sales manager. 

Arthur J. Zahn has been named 
personnel director, and Stanley J. 
Rog has joined the division as an 
industrial engineer. 

* ca * 


Mack Promotes Chisholm 


W. Colin Chisholm has been ap- 
pointed evaluation engineer for 
Mack Trucks, Inc. He has been 
with Mack since 1940. 

ok * * 


Giszezak Appointed 
Central Foundry Division of Gen- 
eral Motors has appointed Thaddeus 
Giszcezak to the newly created posi- 
tion of divisional chief metallurgist. 
* * * 


Snyder Names Hubbard 


Appointment of Benjamin W. 
Hubbard as sales engineer on auto- 
mated special machine tools is an- 
nounced by Snyder Corp., Detroit. 

co ok * 


Formsprag Appoints Buell 


Appointment of J. Lawrence Buell 
Ill to the application engineering 
staff of Formsprag Co., Warren, 
Mich., has been announced. 

* + * 


Ross Heads Department 


John Ross has been named man- 
ager of the research and develop- 
ment department of Metals & Con- 
trols, Inc., Texas Instruments. His 
previous position was ag head of 
the process research and develop- 
ment ‘section in the materials re- 
search department of Centra] Re- 
search Laboratory of Texas Instru- 
ments. 


MOTOR oy 
MASTER 
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Engineering Briefs 





TOLEDO. — Details of construc- 
tion plans by Libbey-Owens-Ford 
Glass Co. for a fabricating plant for 
curved laminated glass near La- 
throp, Calif., were announced fol- 
lowing the directors’ appropriation 
of $10,500,000 and approval of trans- 
fer of existing equipment for the 
plant. 

The plant, which will be of glass 
and brick exterior, will provide 
more than 386,000 square feet of 
floor space. It is hoped to have the 
new plant in operation by early 
1962. 


* * * 


Plymouth Diesel Cabs 


Given Longevity Study 

DETROIT.—An independent en- 
gineering study has estimated that 
the Plymouth body structure is cap- 
able of delivering five years of taxi 
service under severe corrosive con- 
ditions without failure. 

The study, conducted by the 
Janeway Engineering Co., Detroit, 
for Yellow Cab Co., Philadelphia, 
was undertaken to determine the 


expected taxicab life of Plymouths 
powered by Perkins diesel engines. 
* * * 


Schrader Awarded Patents 


On Tubeless-Tire Valve 

NEW YORK.—Two patents cov- 
ering the design of standard tube- 
less tire valves have been awarded 
to A. Schrader’s Son Division. 

One patent covers a partially un- 
bonded insert on snap-in valves, 
and the other covers the basic fea- 
tures of the forementioned patent 
plus an indicating ring. The par- 
tially unbonded insert has a rubber 
housing surrounding the insert, 
the inner end of which is unbonded 
to the housing. 

ea * * 


Non-Friction Bearing 


Designed by Bendix 


NEW YORK.—A new compact 
non-friction device designed to take 
the place of ball-bearing assem- 
blies and jewels in the industrial 
and aero-space fields has been de- 


veloped and now is being placed in 


full-scale production by the Utica] 


Division of Bendix Corp. 

The device, 
Pivot, is a new design of the more 
complicated cross-spring pivot, ac- 
cording to Bendix. The key to the 
new bearing’s operation is that flat 
steel springs form a sort of web 
between two separated “halves” of 
a tubular bearing, and it is their 
flexing that allows movement—up 
to a 60-degree arc—with no rub- 
bing of one part against another, 
Bendix said. 

* a * 


Leece-Neville President Sees 


Domination by Alternators 


CLEVELAND. — “Eventually 
every automobile and truck in the 
United States will have an alterna- 
tor to supply electric power to its 
battery,” predicts P. H. Neville, 
president of Leece-Neville Co. 

Leece-Neville, which began mak- 
ing an automotive alternator in 
1946, is the principal supplier of 50- 
to 125-ampere alternators for police 
ears, fire engines, ambulances, 
trucks, off-the-road and other 
heavy-duty vehicles. 


* * * 


Calif. Labs Form Company 
LOS ANGELES.—Western Inde- 


called the Flexural |. 





Dip Test— 

Great Lakes Steel Corp. said this dip 
test shows that aluminum bumpers are 
vulnerable to corrosion attack by clean- 
ing solutions at wash racks. The aluminum 
bumper's surface finish and base metal 
up to the point of submersion, left, show- 
ed corrosion damages, while the steel 


bumper was unaffected, the company said. 


pendent Research Laboratories, 
Ine., has been incorporated for 
$500,000 by a group of California 
independent laboratories to engage 
in applied technical research. Head- 
quarters are at 4101 N. Figueroa St. 
with other offices in San Diego, 





Automotive AIR CONDITIONERS give your 


customers original equipment quality at low, low cost! 


When you handle the famous Eaton Air Conditioners, you can offer 
your prospects all the customized features that they expect to get 


only in expensive built-in units. 


Eaton Air Conditioners are made and warranted by Eaton 
Manufacturing Company, pioneer manufacturer of automotive air 
conditioners and components for original equipment installation. 
The name “Eaton” helps you sell and helps keep customers sold. 

In addition to superior quality and low price, Eaton backs your 


selling effort with local advertising and sales helps. 


NEW 


1961 COLOR 


Furnished in beautiful Empire Gray, 


or units can be easily 
match car interiors. 


LIBERAL 
ADVERTISING 


CO-OP 


SALES PROMOTION 
MATERIALS 


painted to 


te eee cre te re eect san | erect cane 
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: 


PLAN 


Dealer selling aids include a colorful, 
attention-getting counter display and 
free descriptive hand-out folders. 


NEW 12-MONTH OR 
12,000 MILE WARRANTY 


CHECK THESE 


SALE-CLOSING FEATURES: 


Modern Custom Styling 


Compact Space-Saving Design 


Fast Cooling 
Automatic Temperature Control 
Manual Control for Extra Cooling 

Wide Angle Air Distribution 
Foot-Level Cooling 
Variable Air Flow 


Easy Under-Hood Installation 


Fan 


EATON 
Tempatrol® 


Drive 





Thermostatically Controlled 


— Fan Drive Increases Usable H.P.— 
Reduces Fan Noise. 


All air conditioners use some engine 
horsepower. By automatically cutting 


out the fan when engine cooling is not 
needed, the Eaton Tempatrol® Drive 


saves horsepower to offset that used by 








Advertising allowance for local media 
—newspaper, radio, outdoor boards. 
Newspaper mats, radio transcriptions, 
and outdoor paper furnished free. 


' 
j 
| 
j 


A big selling point. We believe this 
is one of the most liberal warranty 
agreements in the industry! 


the air conditioner. Available with 
Eaton Air Conditioners as an optional 
extra cost accessory, the Tempatrol® 
Drive is an important selling feature. 


Write, Wire, or Phone Us Direct for Complete Information 


EATON MANUFACTURING COMPANY «© Heater Division « Cleveland 4, Ohio 


San Francisco and Sacramento. 

The president is Philip W. Helsley, 

Testing Engineers, Inc., San Diego. 
ok * ca 


Powder Metallurgy Award 


Goes to GM’s Koehring 


DAYTON. — The first “pioneer 
award” of the powder metallurgy 
industry has been given to Roland 
P. Koehring, section engineer in 
charge of research at the Delco 
Moraine Division here. 

The recognition was for “advanc- 
ing powder metallurgy from a lab- 
oratory technique to an industrial 
process.” He was the unanimous 
choice of the industry. The award 
was a climax to his 40 years with 
General Motors—he retired May 1. 


* * * 
Dow Says Magnesium 


Improves Galvanizing 


MIDLAND, Mich.—An improved 
process for the hot-dip galvanizing 
of steel was announced by Dow 
Chemical Co. 

A six-year evaluation program 
has indicated that corrosion protec- 
tion is improved 20 to 90 percent 
in industrial-m arine atmospheres 
when a slight amount of magne- 
sium is added to the galvanizing 
bath, Dow said. The new process 
resulted from production operations 
in the Metal Cleaning Department 


of Dow’s Texas Division. 
* ok * 


Professors Publish Study 


Of Tool-Shop Costs 


ANN ARBOR.—Small, privately 
owned tool and die shops operate 
at substantially lower costs than 
large, captive shops, two University 
of Michigan accounting professors 
suggest. 

. Professor Emeritus William A. 
Paton and Prof. Robert L. Dixon 
outline their views in “Make-or- 
Buy Decisions in Tooling for Mass 
Production,” just published at $2 by 
the U-M Bureau of Business Re- 
search. 

* * * 


Inland Steel Launches 


‘Thin Tin’ Production 


EAST CHICAGO, Ind.— Inland 
Steel Co. has started production of 
thin-gauge tin plate at its Indiana 
Harbor Works here. 

The material, known as thin tin, 
is no thicker than two newspaper 
pages, the company said, and is 
made by producing tin plate in the 
conventional manner and then re- 
ducing it to half its original thick- 
ness by an extra cold rolling. 

* * * 


Quantum Receives Grant 


WALLINGFORD, Conn. — Quan- 
tum Corp. has received $42,000 from 
the Copper Products Development 
Assn. for a study on the develop- 
ment of copper compounds as ad- 
ditives for gasoline. The project is 
part of a program aimed at finding 
products for utilizing the known 
catalytic properties of copper ad- 
vantageously. 

* * * 
General Motors Develops 


Remotely Controlled Catheter 


WARREN, Mich.—General Mo- 
tors Research Leboratories en gi- 
neers have developed a remotely 
controlled catheter than can be di- 
rected through the pulmonary ar- 
tery into the human heart’s cavities 
and passageways. It was developed 
by GM department of medicine, in 
conjunction with Richard J. Bing, 
M. D., professor of medicine and 
chairman of Wayne State Univer- 
sity, Detroit, 

* 


* * 

Chemical Firm Organized 

BATON ROUGE, La. — Borden 
Co. and United States Rubber Co. 
have announced the organization of 
Monochem, Inc., a jointly owned 
company, which will construct a 
major chemical complex here to 
convert hydrocarbons into more 
than a dozen chemical products. 

* * * 


Chrysler Airtemp Reports 


Gains in Sales, Penetration 


DETROIT.—Substantial gains in 
Sales and market penetration were 
mentioned by Airtemp Division of 
Chrysler Corp. in a report on 1960 
operations. Pau] M. Augenstein, 
president, attributed much of Air- 
temp’s 1960 success to its improved 
penetration of the room air condi- 
tioner market on a national basis. 

He told distributors that their 
percentage of this market from 
Sept. 1 through Nov. 30, 1960 was 
twice as high as in the year-earlier 
period. 
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In a recent impartial survey a leading national 
magazine asked car owners if it made any dif- 
ference which kind of cord was used in their tires 
and which cord they would prefer. 

The answers received by the survey showed that 
car owners preferred nylon over rayon, including 
Tyrex rayon, by 16 to one. 

This is more than a trend. It’s a landslide. 


ometimes called 


16-1 


Nylon is obviously the one tire cord that has any 
conclusive amount of consumer preference. And 
every year that preference grows stronger. Per- 
haps that is why so many dealers are simplifying 
their inventory by discontinuing rayon cord tires 
and going 100% nylon. It’s good business. 

And it means that every customer gets the 
safest cord tire for his money. 


Chemstrand makes only the yarn; America’s finest tire manufacturers do the rest. 


The CHEMSTRAND Corporation, 350 Fifth Ave., N Y. 1 « Makers of Chemstrand” nylon & Acrilan® acrylic fiber. 





yrex rayon 
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Average Price of Used Cars Sold at Auction 


(Compiled by Automotive News from Auction Reports.) 


$1,300* (ps). 

LINCOLN—’57 Premiere 4-dr. hardtop, 
$805* (ps). 

53 Cosmopolitan 4-dr., $100* (ps). 

MERCURY — ’58 Montclair 4-dr., $810* 
(ps). 

’57 Montclair 4-dr, hardtop, $640* (ps); 
Monterey 2-dr., $500*. 

’56 Montclair 4-dr. hardtop, $415*. 

OLDSMOBILE — ’61 (98) 4-dr. Holiday, 
$3,200* (ps). 

760 (88) Super conv., $2,650* (ps); (88) 
4-dr., $2,290* (ps), $2,260* (ps), $2,- 
195* (ps). 

"59 (98) 4-dr. Holiday, $1,915* (ps); (88) 
4-dr. Holiday, $1,660* (ps); 4-dr., $1,- 
575* (ps). 

’5S8 (88) 2-dr., $975*, $900*. 

’57 (98) 4-dr., $850* (ps); conv., $755*; 
(88) 4-dr., $530. 

"56 (98) 4-dr., $495* (ps); (88) Super 
4-dr. Holiday, $365* (ps); 4-dr., $175* 
(ps). 

"55 (88) 4-dr., $150* (ps). 

’54 (88) 4-dr., $125*. 

PLYMOUTH—’60 Valiant (6) V-200 4-dr., 
$1,525*; Plaza (6) 4-dr., $1,350*, $1,- 
325°. 

’59 Savoy (6) 4-dr., $935*; 2-dr., $855; 
Belvedere (8) 2-dr., $800 (ps), 

’58 Savoy (6) 4-dr., $515. 

’57 Belvedere (8) 2-dr., $460*. 

PONTIAC—’60 Bonneville conv., $2,680* 
(ps), $2,650* (ps), $2,615* (ps); sport 
coupe, $2,525* (ps); 4-dr., $2,350* (ps); ; 

Ventura 4-dr. Vista, $2,210* (ps); 4- | 






1 
2 
9 
2 





5 SORE amen! tent 





= dr., $2,095* (ps); Catalina 4-dr. Vista, 
$2,040* (ps); 2-dr., $1,990* (ps). 

59 Bonneville 4-dr. Vista, $2,100* (ps), 
$1,815* (ps); 4-dr., $1,815* (ps); Cata- 
lina Safari 4-dr., $1,650* (ps); 4-dr. 
Vista, $1,600* (ps); 4-dr., $1,585* 
(ps), 

’58 Chieftain 2-dr. Catalina, $1,555*; 
conv., $1,235* (ps); Safari 4-dr., $1,- 











"60 "59 =°60 °59 =°60 "659 760 "59 °60 "59 ’60 "60 ’61 "60 (61 60 = ’61 760 °61 %'60 ’61 


"59 =’60 "59 = ’60 "59 
Sept. Oct. Nov. Dec. Jan, Feb. March April May 


May June duly Aug. 


Prices of ’61s added and ’53s dropped in November, 1960. Prices of '60s and ’52s dropped in December, 1959. 
Figures alongside bars represent dollars, 
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Prices marked with an asterisk ’56 Country Sedan (8) 4-dr., $705*; Fair- $1,000*; Nomad (8) 4-dr., $985*; Bis- $2,000* (ps); 4-dr., $1,700* (ps), $1,- 165* (ps). 
indicate a unit e uipped with an lane (6) 4-dr. Victoria, $400*. cayne (8) 4-dr., $930, $750; Biscayne 630* (ps); 4-dr., Victoria, $1,685* (ps); ’57 Chieftain Safari 4-dr., $810* (ps). 
2 qu IMPERIAL—’58 Crown 4-dr. hardtop, $1,- (6) 2-dr., $720. starliner, $1,700* (ps); 2-dr., $1,700* ’55 Chieftain 4-dr., $105*. 
automatic transmission or over- 650* (ps). ’57 Bel Air (8) 4-dr., $895* (ps); 2-dr., (ps); Falcon (6) station wagon 4-dr., | RAMBLER—’60 Custom (6) station wagon 
drive, and (ps) indicates power | LINCOLN—’61 Continental conv., $5,960* $855*; Two-ten (8) 2-dr., $575*, $390; $1,650*; 4-dr., $1,500*, $1,285; 2-dr., 4-dr., $1,600, 
steerin (ps). station’ wagon 4-dr., $595*. $1,330*, $1,275; Fairlane 500 (8) 4-dr., *59 American (6) Deluxe 4-dr., $970*, 
g- é i ’60 Continental 4-dr. hardtop, $3,510* ’56 Bel Air (8) 4-dr., $605*, $590* (ps); $1,570*, $1,415*. $790. | 
(ps). 2-dr., $470*; Bel Air (6) 4-dr., $360*; ’59 Thunderbird (8) conv., $2,170* (ps); ’57 Super (6) 4-dr., $440. | 
CHICAGO ’56 Capri 4-dr., $415*. Two-ten (6) station wagon 4-dr., $455* Country Sedan (8) 4-dr., $1,385*; Gal- | STUDEBAKER—’60 Lark (6) 2-dr., $920*. | 
MERCURY—’58 Montclair 2-dr. hardtop, (ps); Two-ten (8) station wagon 4-dr., axie (8) 2-dr., $1,280; 4-dr., $1,275* ’58 Champion 2-dr., $550. | 
Arena Auto Auction. Sale every Tuesday. $855* (ps), $845* (ps). $440* (ps). (ps); Fairlane 500 (8) 4-dr., $1,210*; ’57 Silver Hawk (8) 2-dr., $465, 
Prices are for sale of May 16. Terrific sale. ’57 Montclair conv., $710* (ps); Turnpike ’55 Two-ten (8) 2-dr., $280. 2-dr., $1,055*; Custom 300 (6) 2-dr.,| MISCELLANEOUS—’59 Ford (8) %-ton | 
All sharp cars sold. Sold 427 cars from Cruiser 4-dr, hardtop, $700*, $640* | CHRYSLER — ’'56 Windsor 4-dr., $270* $1,030, $950; Custom (8) 2-dr., $1,030, panel, $605. | 
654 consignments. (ps); Monterey 2-dr. hardtop, $530* (ps). $925*. ’58 Ford (6) %-ton panel $375. ] 
(ps), $500* (ps). ’55 Windsor 4-dr., $190* (ps). ’5S8 Fairlane 500 (8) conv., $1,040* (ps). ’57 Chevrolet %-ton pickup, $700. 


DODGE—’59 Coronet (8) 4-dr., $1,000* ’57 Fairlane 500 (8) conv., $800*, $705* 748 Chevrolet %-ton pickup, $120. 
(ps); Fairlane 500 (6) 2-dr., $485; 


(ps). 
EDSEL—’58 Ranger 4-dr., $535*, $430*. Country Sedan (8) 4-dr., $630* (ps); LOS ANGELES 


BUICK—’61 LeSabre conv., $2,830* (ps). 
60 Electra 4-dr., $2,165* (ps); 4-dr. 
hardtop, $2,140* (ps); LeSabre 4-dr., 


’56 Montclair 4-dr. hardtop, $620*. 
OLDSMOBILE—’61 (88) Super 4-dr. Holi- 


$2,120* (ps). day, $2,750* (ps). 
59 Electra 4-dr. hardtop, $1,795* (ps); ’60 (88) conv., $2,740* (ps); 4-dr. Holi- (ps). Ranch Wagon (8) 2-dr., $565* (ps); 

LeSabre Estate Wagon, $1,425* (ps); day, $2,120* (ps); (98) conv., $2,570* | FORD—’61 Thunderbird (8) conv., $3,540* Custom 300 (8) 2-dr., $510; Fairlane Harold Henry’s Los Angeles Dealer Auto 

Invicta 4-dr., $1,325* (ps). (ps); (88) Super 4-dr. Holiday, $2,195* (ps), $3,500* (ps); Falcon (6) 2-dr., (8) 4-dr., $490*, $450*. . ‘Auction, Sale every Tuesday, Prices are 
58 RM 4-dr, Riviera, $1,125* (ps); Cen- (ps); 4-dr., $1,980* (ps). $1,595; 4-dr., $1,550. ’56 Thunderbird (8) conv., $1,605* (ps);| for sale of May 16. 

tury 4-dr., $1,085* (ps); Special 4-dr., ’59 (98) conv., $1,975* (ps); (88) Super ’60 Thunderbird (8) conv., $2,800* (ps), Fairlane (8) 2-dr. Victoria, $470*; | BUICK—’60 LeSabre 4-dr., $2,210* (ps). 

$850; 2-dr. Riviera, $700* (ps). 4-dr., $1,665* (ps); 4-dr. Holiday, $1,- $2,650* (ps), $2,650*; 2-dr. hardtop, Custom (8) 2-dr., $360*, ’59 LeSabre 4-dr. hardtop, $1,850* (ps), 
°57 RM 4-dr. Riviera, $810* (ps), $800* 650* (ps). $2,655* (ps); Galaxie (8) conv., $2,- ’55 Fairlane (8) 2-dr., $100*. $1,550*. 

"58 (88) Super 4-dr. Holiday, $1,260* 150* (ps), $2,075* (ps), $2,025* (ps), | IMPERIAL—’58 Custom Imperial 4-dr., (Continued on Page 33, Col. 1) 





(ps), $600*; conv., $765* (ps); Cen- 
tury 4-dr., $705*, $700* (ps). 

’56 Special 2-dr., $310*. 

CADILLAC—’61 (62) 2-dr. hardtop, $4,- 
300* (ps), $4,240* (ps). 

’60 (62) conv., $4,035* (ps); 4-dr., $3,- 
440* (ps). 

’59 de Ville 2-dr. hardtop, $3,200* (ps), 
$2,850* (ps), $2,760* (ps); (60) Special 
4-dr. hardtop, $3,090* (ps), $2,685* 
(ps); (62) 2-dr. hardtop, $2,775* (ps), 
$2,600* (ps). 

’58 (60) Special 4-dr. hardtop, $1,825*; 





(ps), $1,110* (ps); 2-dr. Holiday, $1,- 
ph (ps), $1,020*; (98) 4-dr., $985* 
(ps). 

’57 (88) Super conv., $935* (ps); 4-dr. 
Holiday, $790* (ps); 4-dr., $735* (ps); 
2-dr. Holiday, $665* (ps); (98) 4-dr. 
Holiday, $930* (ps), $800* (ps); 4-dr., 
$785* (ps), $580*; (88) 4-dr., $680* 
(ps); 2-dr. Holiday, $610* (ps). 

’56 (98) 4-dr., $570*. 

PLYMOUTH—’60 Fury (8) conv., $1,930* 
(ps); Suburban (8) Sport 4-dr., $1,- 
730*; Belvedere (8) 4-dr., $1,350* (ps); 
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(62) 4-dr., $1,675* (ps), $1,670* (ps). 
57 Eldorado 2-dr. hardtop, $1,660* (ps); om, freee bh bee = eae 
* * > “9 é 
156 eee wedas ae Ville.’ $1,080" (ps), | 37 Savoy (8) 4-dr. hardtop, $525*. enn ic i a acne 
$595* (ps); (60) Special 4-dr., $745* wat ca Catalina 4-dr. Vista, $2,- j 
(ps). , : 
OCHEVROLET—’61 Corvette (8) conv., $3,- 60. Bonneville conv., $2,665* (ps), $2,- / \p tco i; } 
325*; Impala (8) sport sedan, $2,520* 575* (ps); 4-dr. Vista, $2,405* (ps); JOHNSON AUTO Minutes from New York City 
(ps); Corvair Monza (6) 2-dr., $2,105*. Ventura sport coupe, $2,400* (ps); Ca- ETROIT'S 
*60 Impala (8) conv., $2,200* (ps), $2,- talina conv., $2,335* (ps), $2,245* A U c T l oO N ~ D 

200*, $2,105, $1,935* (ps); sport sedan, (ps); 4-dr. Vista, $2,300* (ps), $2,050; Oldest, La + and Very Best Ar] 

$2,135* (ps), $2,125* (ps), $2,115* (ps), |, 4-dr., $1,975* (ps). — Y " C4 

$2,060* (ps), $2,030* (ps), $2,030*, $1,- : atalina 4-dr. Vista, $1,650. Huntsville, Ala.—Friday Wednesda at Noon 

995*, $1,895*; Nomad (8) 4-dr., $2,- "Delalinn, wees tai en (ps); 2-dr. 100% | Eee ate ednesday ' 

140*; Bel Air (8) sport sedan, $1,805*; ‘ , Ps). nsured—No Registration e 

4-dr., $1,600*, $1,410; 2-dr., $1,450*, 56 Star Chief 4-dr., $650*; Chieftain 4- A & tco AUTO AUCTION 

$1,400*; Parkwood (8) 4-dr., $1,700*, dr. Catalina, $500* (ps). 

$1,699* (ps); Biscayne (8) 2-dr., $1,- RAMBLER—’60 Rebel (8) Custom station 2 — 

380°. $2,400; Impate (8) | ..’58 Buper (6) 4-ds. hardtop,’ $res COLORADO Sarees ee ") 
’59 Corvette (8) conv., $2,400; Impala were , : | i it Ci i 

sony. $1,756". (pa), $1,700", $1,675, | STUDEBAKER—'57 Silver Hawk (8) 2-dr., Just / mile from Detroit City Limits 

$1,635* (ps), $1,585* (ps), $1,555" | S008) ; MELVINDALE, MICHIGAN 

(pa). $1,500° (ps); sport sedan, $1,570° ee ee eee TOR: SPM Colorado Auto Auction pCi: Steak $0008 

(ps), $1,535*, $1,305* (ps); 4-dr., o” : nkir 

420*: Parkwood (8) 4-dr., $1,455", $1,- FLIN 4285 So. Santa Fe, Littleton, Colorado EXCLUSIVELY FOR AUTO DEALERS 

410*, $1,405*; Brookwood (8) 4-dr., T Phone: SU 1-782/ 

$1,270; Bel Air (8) 4-dr., $1,250*, $1,-| 4,Flint Auto Auction. Sale every Wednes- ptco INSURED PICKUP AND 

185*, $1,050*; Biscayne (8) 4-dr., $1,- . e 0 ay ae 

090*, $1,065, $1,015*, $1,000*. centage of sales today was good. Could SALE EVERY TUESDAY DELIVERY SERVICE 
’5b8 Impala (8) conv., $1,425*, $1,355*, still use a lot more good clean automobiles. 11:00 A.M. 

$1,265*, $1,250* (ps), $1,100* (ps); Sold 243 cars from 354 consignments. e e I MINIMUM RATES 

sport coupe, $1,320* (ps), $1,275, $1,-| BUICK—’61 LeSabre 4-dr., $2,600* (ps).| George A. Lamb, Norman Early Flint Auto Auction, Inc. : c 

255°, $1 165°, $1,085"; Bel Air. (8) 60 misctee, 225 4-dr. hardtop, $2,515* Owners & Operators FLINT, MICHIGAN We issue auction checks— 

sport sedan, $1, ; Biscayne - Ps); abre conv., $2,430* (ps), 4- Guarantee titles. 

dr., $830*. dr., $2,360* (ps); Estate Wagon 4-dr., RE RE Comet Seeger ‘i SS a ee Dual Lane Sale—4 Auctioneers 
’57 Bel Air (8) conv., $1,050*, $995* $2,310* (ps); 4-dr., $2,305* (ps), $2,- Dealers Only @ "DUAL RING" 2 lines running simultane- 

(ps); sport sedan, $9030*, $910* (ps), 125* (ps). Write for FREE Market Report ously, Insured By 

$785*; 4-dr., $890*, $770*; 2-dr., $735*;| ’59 Electra 4-dr. hardtop, $1,705* (ps); roe vee ee © Conveniently located in the heart of the AUCTION INSURANCE AGENCY, 
i eyes (8) 2-dr., . $710, es a 2-dr. hardtop, $1,700* (ps), automobile world. Birmingham, Alabama 

el Air (8) conv., $750*; 4-dr., "3 ,650* (ps); LeSabre 4-dr. hardtop, eT f letely fenced kin 

2-dr., $500. $1,630* (ps), $1,600* (ps); 2-dr. hard- ON SCPES OT: /SOMIENSTEY : TORCES: PETES EVERY TUESDAY AT NOON! 
’55 Bel Air (8) sport coupe, $775*; No- top, $1,630* (ps). CONNECTICUT oreee . 

mad, (8) 2edr.. $605* (ps); Two-ten ‘58 Special Estate Wagon 4-dr., $1,150* © Always a fine selection of sharp cars. ON ROUTE 46 

(8) 2-dr., . ps), $1,000*, $900*; Century 2-ar. ' © Friendly relations prevail at all times, : 

CHRYSLER—’61 (300) conv., $4,450* (ps). Riviera, $855*’ (ps). * NEW ENGLAND'S OLDEST e sepman amelie te eee ee 

’59 Saratoga 4-dr., $1,525* (ps). "BT RM conv., $825* (ps); Special 4-dr. AND BEST ‘ > CApitol 8-0100 for Reservations 
’5S NY 4-dr., $1,255* (ps). Riviera, $715* (ps); 4-dr., $645*; Es-| Dealers Auto Exchange in our I5th Year of ® Fair management, 
bs ae ete: $795* (ps); Sara- — Wagon 4-dr., $700*; Super 4-dr., Continuous Operation. MICHIGAN'S FINEST SALE RRNA RT PANTER ARREARS ANAS PREE I 

oga 4-dr., § (ps). 595* (ps). 

DeSOTO—’58 Fireflite 2-dr. hardtop, $850* "56 Special 4-dr. Riviera, $520*; 2-dr. DUAL LANE SALE 12:00 SALE EVERY WEDNESDAY 12:00 

: (ps). Riviera, $305*; Super 2-dr. Riviera, Sales every Wed.—11:30 A.M. M. D. McCollum, Vice-President and Manager NEW YORK 
57 Fireflite 2-dr. hardtop, $610* (ps); $360* (ps); RM 4-dr. Riviera, $345* Southern Auto Sales, Inc. 3711 Western Road Phone CEdar 2-318! 

4-dr., $570*; Firesweep 2-dr. hardtop, (ps). Warehouse Point Conn 

$365* (ps). ’55 Century 2-dr. Riviera, $280*; Special : = NEW YORK STATE'S OLDEST 
’56 Fireflite conv., $575*. 2-dr., $110*. NATIONALLY KNOWN 

DODGE—’58 Coronet (8) 4-dr., $665*. ’54 Special 2-dr., $100*. clapacceam anti iceidlinsaniaaesnma tins ei tea td inn da ie ae 

FORD—’61 Thunderbird (8) 2-dr. hardtop, | CADILLAC—'60 (62) 4-dr. hardtop, $3,- FLORIDA Dealers! Consult this Page for TIM ANSPACH INC. 
$3,575* (ps); Falcon (6) station wag- 685* (ps). ances een ARSE ndies eden Meshes t 
on, $2,080*. 759 (62) 2-dr. h 2,675 ; i 

eee Dien ak Gidea | tae a ad a $2.615< Os). DAYTONA BEACH — Florida Auto Fast, Accurate Directions to Albany 5, N. Y. 
(ps), $1,600*; Galaxie (8) conv., $1,-| °57 Eldorado conv., $1,575*. Auction. City Airport. Tues., 10 Leading U. S. Auto Auctions. Every Monday — II O'Clock 
775* (ps), $1,720* (ps); starliner, $1,- | CHEVROLET—’61 Impala (8) conv., $2,-| A.M. Dealer-owned. Dealers only. 180 car sale average 
670* (ps); Fairlane 500 (8) 4-dr., $1,- 475* (ps); sport coupe, $2,350* (ps); All Titles and Checks Guaranteed 
420*; Fairlane 500 (6) 4-dr., $1,200*; Monza (6) 2-dr., $2,100, 
» 


Fairlane (6) 2-dr., $1,005*, $1,000. 


6 eumPala (8) conv., $2,275* (ps), $2.-| WEST PALM BEACH — Florida’s NEW JERSEY isch. oe 
rp ene tea —Syracuse Auto Auction, 





59 Thunderbird (8) conv., $2,350* (ps); 265* (ps), $2,250* (ps), $2,250*, $2,- . 
Galaxie (8) skyliner, $1,700* (ps); 245* (ps), $2,240* (ps), $2,175* (ps); big, quality auction. Thursdays. é 
conv., $1,625* (ps); 4-dr. Victoria, $1,- sport sedan, $2,050*; sport coupe, $2,-| W.,. Palm Beach Fairgrounds Center of Empire State. Check and 
440*, $1,290* (ps); Country Squire (8) 050, $1,975* (ps), $1,880; Parkwood A Title Protection. (Wed.) 
4-dr., $1,300*; Fairlane (8) 4-dr., £5). 4900; St BOG* Com) s: EEPGO RNIN C88). D ccecesserininsescereovecncs ceseaimeneilienncesietinninaetmianaitial - ro 2 : ; 
$950*; Fairlane (6) 4-dr., $885*; Ranch 4-dr., $1,840*; Bel Air (6) 2-dr., $1,- MARYLAND 


590, $1,450; 4-dr., $1,560* (ps); Bis- NORTH CAROLINA 


cayne (6) 2-dr., $1,470, $1,405; Corvair BEL AIR—Bel Air Auto Auction. Ti- TT 8 WEDNESDAY 11 ae 


Wagon (6) 2-dr., $940* (ps); Custom 
300 (6) 2-dr., $735*. 








°58 Thunderbird (8) 2-dr. hardtop, $1,- 700 (6) 4-dr., $1,415, ,35 * - i 
560* (ps); Country Squire ie $1,330°. ee i re ee tles, checks guaranteed. Cars group- RALEIGH — Mann’s Auto Auction 
$1,190* (ps); Fairlane 500 (6) conv.,| °59 Impala (8) conv., $1,695* (ps), $1,-| ed.Thur.,12 noon. Established 1947. oe Sale, Rt. 5. Ph. 3-1564, Titles & 
$800*; 2-dr., $690*; Fairlane 500 (8) 610* (ps), $1,575*, $1,475, $1,460; 
4-dr., $790*; Ranch Wagon (8) 2-dr., Kingswood (8) 4-dr., $1,575*; Park- P< iT 0) Pm AS _— we ee - 
$685*; Fairlane (6) 4-dr., $625*; Cus- wood (8) 4-dr., $1,390, $1,375*; Bel I mee 
t 300 (8) 4-dr., $555*. Ai 6) 4-dr. *; 2- : s s ‘ 

°57 Fairlane 500 (8) ond $825* (ps); linet <a) “dt aie Hee For buying, selling, trading ANY- sluice aie spendiead mare 
pe \jei0°s 4 or gases: Got md Se. Say $1,050*; Biscayne (8) 4-dr., $1,-| THING automotive, Automotive Junction of Penna. and N. J. Turnpikes AKRON—A-1 Auto Auction, U.S. 224 
conv., )*; 4-dr., $555*; Country Se- 007. PI CELe STL ME laelTikG TT mae 7 yp Ved. 9 
dan (6) 4-dr., $630*, $625"; Custom 300| 58 Impala (8) conv., $1,100* (ps); 2-dr.,| News Want Ads get quick results! STEAL wm MCT Cee Ora eC PL 3-6643, Titles, Checks guaran- 

teed. Ea. week, Tues., Thurs., 12:30. 





(6) 4-dr., $420, $370*. $1,050* (ps); Brookwood (8) 4-dr., 
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Used-Car Auction Prices 





(Continued from Page 32) 


’57 RM 4-dr. Riviera, $975*; 2-dr. Riv- 
iera, $760* (ps); Special 4-dr. Riviera, 
$735* (ps). 

’56 Special 4-dr. Riviera, $505*; 2-dr. 
Riviera, $350*; Century 4-dr. Riviera, 
$500* (ps). 

°55 Century 2-dr. Riviera, $425* (ps); 
conv., $415*; Special 2-dr. Riviera, 
$340*; conv., $295*; 4-dr., $200*; Super 
2-dr. Riviera, $145*. 

CADILLAC—’60 (60) Special 4-dr. hardtop, 
$4,500* (ps), $4,300* (ps); (62) conv., 
$4,460* (ps), $4,375* (ps); 4-dr., $3,- 
800* (ps); de Ville 4-dr. hardtop, $4,- 


350* (ps), $4,340* (ps), $4,100* (ps); 
2-dr. hardtop, $4,305* (ps). 

59 (62) conv., $3,335* (ps), $3,125* 
(ps); 4-dr., $3,150* (ps), $3,075* (ps), 
$2,790* (ps); 2-dr. hardtop, $3,105* 
(ps), $2,950* (ps). 

’5S (62) Coupe de Ville, $2,375* (ps); 
Sedan de Ville, $2,270* (ps), $2,200* 
(ps); conv., $1,970* (ps); 4-dr., $1,- 
955* (ps). 

’57 (62) Coupe de Ville, $1,780* (ps); 
4-dr., $1,700* (ps); 2-dr. hardtop, 
$1,550* (ps), $1,405* (ps); conv., $1,- 
550* (ps), $1,450* (ps); Sedan de 
Ville, $1,425* (ps). 

’56 Eldorado conv., $1,215* (ps); (62) 


Sedan de Ville, $1,185* (ps), $1,060* 
(ps); conv., $1,025* (ps); 2-dr. hard- 
top, $990* (ps). 

’55 (62) Coupe de Ville, $1,060; Eldorado 
conv., $790. 

54 (62) 2-dr. hardtop, $685, $510. 

53 (75) 4-dr., $285* (ps); (62) 
hardtop, $205. 

CHEVROLET—’61 Corvair Monza (6) 2- 
dr., $2,150*. 

’60 Impala (8) sport coupe, $2,300, $2,- 
185* (ps), $2,165* (ps), $2,065; 4-dr., 
$1,850* (ps); Parkwood (8) 4-dr., $1,- 
995; Brookwood (6) 4-dr., $1,930*; 
Brookwood (8) 2-dr., $1,725 (ps); Bel 
Air (8) 4-dr., $1,735*; Corvair 700 (6) 
4-dr., $1,575*, $1,435*, $1,350; Bis- 
cayne (6) 4-dr., $1,550*. 

59 Impala (8) sport coupe, 1 oe 

ps), 


2-dr. 


780* (ps), $1,765* (ps), $1,745* 

$1,725* (ps), $1,710* (ps), $1,705* 
(ps); conv., $1,630* (ps); 4-dr., $1,- 
585* (ps); sport sedan, $1,535* (ps), 
$1,395* (ps); Nomad (8) 4-dr., $1,- 


760* (ps); Parkwood (8) 4-dr., $1,625*, 
$1.620*, $1,600*, $1,570*, $1,560*; Bel 
Air (8) 4-dr., $1,390*, $1,365* (ps), 
$1,085*; Biscayne (8) 4-dr., $1,245*; 
2-dr., $1,105*. $875*; Biscayne (6) 2- 
dr., $960; utility sedan, $875. 

’58 Corvette (8) conv., 2 at $1,890; Im- 
pala (8) sport coupe, $1,360* (ps), $1,- 
275*, $1,245* (ps): conv., $1,260* (ps), 
$1,130*; Nomad (8) 4-dr., $1,350* (ps); 
Bel Air (8) 2-dr., $1,210*; sport coupe, 
$1,065*, $1,035* (ps): Biscayne (8) 2- 
dr., $955*, $950*, $835*; Biscayne (6) 
4-dr., $880*. $695; 2-dr., $850; Delray 
(8) 4-dr., $890*; 2-dr., $850*, $830*. 

’57 Corvette (S) conv., $1,750, $1,425; 
Nomad (8) 2-dr., $1,150* (ps); Two- 
ten (8) station wagon 4-dr. (9 pass.), 
$1,030; 2-dr., $990; 4-dr., $665*; Two- 
ten (6) 4-dr., $700; Bel Air (8) sport 
couve, $1,000* (ps); sport sedan, $960*, 
$900*, $800* (ps): 4-dr.. $810*; One- 
fifty (6) utility sedan, $635. 

’56 Bel Air (8) station wagon (9 pass.), 
$775*; sport sedan, $765*, $675*; sport 
coupe. $635* (ps); 2-dr., $595*; Two- 
ten (8) station wagon 4-dr. (9 pass.), 
$690, $685*; 4-dr., $660*, $575*; sport 
sedan, $650*; Two-ten (6) 2-dr., $605*; 
Delray, $570*; 4-dr., $525*. 

’55 Bel Air (8) sport coupe, $750, $650*, 
$500*; Bel Air (6) svort coupe, $535*; 
2-dr., $485*; 2-dr., $410; Two-ten (8) 
4-dr., $525, $500; 2-dr., $435; Two-ten 


(6) Delray, $485*, $435; 4-dr., $435, 
$350; 2-dr., $435; One-fifty (6) 2-dr., 
$355. 

54 Two-ten Delray, $385* (ps); Bel Air 
2-dr., $245*. 

’53 Bel Air 2-dr. hardtop, $225*; Two- 


ten 4-dr., $185*. 
*52 Deluxe 4-dr., $180*. 
’51 Deluxe 4-dr., $105. 


CHRYSLER—’61 NY 4-dr., $3,400* (ps). 


60 (300F) 2-dr. hardtop, $3,325* (ps); 
Windsor Town & Country, $2,600* (ps). 

59 Windsor 4-dr., $1,315* (ps). 

’55 Windsor 2-dr. hardtop, $340*. 

’53 NY 4-dr., $180. 


DeSOTO—’5S8 Firesweep 2-dr. hardtop, $1,- 


005*. 
’57 Adventurer 2-dr. hardtop. $940* (ps). 
’56 Firedome 2-dr. hardtop, $665* (ps). 
’55 Firedome 2-dr. hardtop, $425* (ps). 
’59 Coronet (8) 2-dr., $925*. 
’57 Custom Royal (8) 2-dr. hardtop, 
$725*: Royal (8) 4-dr., $565*. 
56 Custom Royal (8) 4-dr., $555* (ps); 
Royal (8) Sierra 4-dr. (9 pass.), $505*. 
’55 Coronet (8) 2-dr. hardtop, $455*. 


FORD—’61 Thunderbird (8) 2-dr. hardtop, 


$4.350* (ps), $4,025* (ps); conv., $4,- 
350* (ps); Galaxie (8) conv., $2,575* 
(ps). 


60 Thunderbird (8) conv., $2,900* (ps); 
2-dar. hardtop, $2,635 (ps); Falcon (6) 


station wagon, $1,725*; 2-dr., $1,500, 
$1,425, $1.335, $1,300; 4-dr., $1,450*, 
$1,350: Fairlane (6) 4-dr., $1.260; 


Fairlane (8) 4-dr., $1.175*, $1,100*. 

’59 Thunderbird (8) 2-dr. hardtop, $2,- 
585* (ps); conv., $2,500* (ps); Country 
Squire (8) 4-dr., $1,790* (ps); Galaxie 
(8) Skyliner, $1,635* (ps); 2-dr. Vic- 
toria, $1,630* (ps), $1,570*; 4-dr. Vic- 
toria, $1,585* (ps); conv., $1,485* 
(ps), $1,435* (ps); 2-dr., $1,430*, $1,- 
285*; Fairlane 500 (8) 4-dr., $1,570* 
(ps); 4-dr. Victoria, $1,200* (ps); 
Country Sedan (8) 4-dr., $1,550* (ps); 
Fairlane (8) 2-dr., $1,170*;.Custom 300 
(6) 2-dr.,. $1,100*, $1,085*, $850*; 4- 
-dr., $680; Custom 300 (8) 4-dr., $955*; 
Ranch Wagon (6) 2-dr., $950*. 

58 Thunderbird (8) 2-dr. hardtop, $2,- 
225* (ps), $2,135* (ps), $2,035* (ps), 
$1,985* (ps); Del Rio (8) 2-dr., $1,030* 
(ps); Fairlane 500 (8) 2-dr. Victoria, 
$935* (ps), $835*; 4-dr., $685*; Coun- 
try Sedan (8) 4-dr., $930* (ps); Cus- 
tom 300 (8S) 2-dr., $665*. 

’57 Thunderbird (8) conv., $1,875* (ps), 
$1,800*; Fairlane 500 (8) 2-dr. Victoria, 
$890* (ps), $850; conv., $750* (ps), 
$595* (ps); 4-dr., $705* (ps); Country 
Squire (8) 4-dr., $785*; Fairlane (8) 
4-dr., $525*; Custom (8) 4-dr., $505; 
Custom (6) business coupe, $435*; Cus- 
tom 300 (8) 2-dr., $480*. 

’56 Thunderbird (8) conv., $1,385* (ps); 
Country Sedan (8) 4-dr. (9 pass.), 


$555* (ps); Fairlane (8) 2-dr., $505*, 
$435; 2-dr. Victoria, $450* (ps), $430* 
(ps); 4-dr., $365*; Custom (8) 2-dr. 
Victoria, $460*; 2-dr., $405*. 

"55 Thunderbird (8) conv., $1,125* (ps), 
$1,120* (ps); Country Squire (8) 4-dr., 
$360*; Fairlane (8) 4-dr., $335* (ps), 
$335*; 2-dr., $335*; Country Sedan (8) 
4-dr., $335*; Main (6) business coupe, 
2wat $285; 2-dr., $285*; Custom (6) 
4-dr., $200*. 

’54 Custom (8) 2-dr., $195*. 


IMPERIAL — ’'59 Imperial 4-dr., $2,985* 
(ps); 4-dr. hardtop, $2,890* (ps). 
’58 Crown conv., $1,900*, 


LINCOLN—’59 Continental Mark IV conv., 
$2,995* (ps). 
’57 Premiere 2-dr. hardtop, $1,345* (ps), 
$1,025* (ps). 
’56 Premiere 4-dr., $485* (ps). 

’53 Cosmopolitan 4-dr., $260* (ps). 
MERCURY — ’59 Monterey 4-dr. hardtop, 
$1,465* (ps). 

"58 Monterey 2-dr., 
2-dr., $700, $685. 
’55 Monterey 2-dr. hardtop, $385*. 
’54 Custom 2-dr. hardtop, $270*; 
terey 2-dr. hardtop, $265*. 
OLDSMOBILE—’60 (98) 2-dr. Holiday, $2,- 
700* (ps), $2,635* (ps); (88) Super 
conv., $2,685* (ps); 4-dr. Holiday, §2,- 


$940* (ps); Custom 


Mon- 


560* (ps); (88) 2-dr. Holiday, $2,435* 
(ps),- 
759 (88) Super 2-dr. Holiday, $2,100* 


(ps); (88) 4-dr. Holiday, $2,000* (ps); 











(88) 2-dr. Holiday, $1,890* (ps). 
’58 (98) 4-dr. Holiday, $1,305* (ps); (88) 


2-dr. Holiday, $1,100* (ps); (88) Super 


2-dr. Holiday, $985. 

"57 (98) 2-dr. Holiday, $935* (ps); (88) 
Super 4-dr. Holiday, $840* (ps). 

’56 (88) 2-dr. Holiday, $630*, $585*, 
$510* (ps); 4-dr. Holiday, $490*; (88) 
Super 4-dr., $485* (ps); (98) conv., 
$485* (ps). 

’55 (88) Super 4-dr. Holiday, $660* (ps); 
(98) 2-dr. Holiday, $525* (ps), $485* 
(ps), $410* (ps). 

’54 (98) 2-dr. Holiday, $355* (ps); 
4-dr., $285*; (88) Super 4-dr., 
(ps); 2-dr., $240*. 

PLYMOUTH—’60 Fury (8) 2-dr. hardtop, 
$1,835* (ps); Valiant (6) 4-dr., $1,500. 

’59 Fury (8) 2-dr. Holiday, $1,315* (ps); 


(88) 
$255* 


Suburban (8) Custom 4-dr., $1,255*; 
Savoy (8) 2-dr., $975; 4-dr., $960*, 
$900*. 

"5S Belvedere (8) 2-dr. hardtop, $920* 


hardtop, $885*; 


(ps); Fury (8) 2-dr. 
$530*; Plaza 


Savoy (8) 4-dr., $615*, 
(8) 4-dr., $450*. 

’57 Savoy (8) 2-dr. hardtop, $625* (ps); 
Suburban (8) Custom 2-dr., $585* (ps). 

’56 Suburban (8) Custom 4-dr., $415*; 
Deluxe 2-dr., $335; Savoy (8) 2-dr., 
$385*; 4-dr., $290*. 

’55 Plaza (6) Suburban, $240, 

’53 Cranbrook 4-dr., $235. 

PONTIAC—’60 Ventura sport coupe, $2,- 
355* (ps); Bonneville sport coupe, $2,- 
270* (ps). 

’59 Bonneville sport coupe, $2,220* (ps), 
$2,125* (ps); 4-dr. Vista, $2,205* (ps), 
$2,200* (ps), $2,050* ¢ps); Catalina 
Safari 4-dr., $1,995* (ps); sport coupe, 
$1,765*; 4-dr., $1,450* (ps). 

"58 Star Chief 4-dr. Catalina, 
(ps); Chieftain Safari 4-dr., 
2-dr. Catalina, $1,050* (ps). 

’57 Chieftain 2-dr. Catalina, $795*, $685* 
(ps); Star Chief conv., $630* (ps). 

’56 Star Chief conv., $395* (ps); Chief- 


$1,125* 
$1,110*; 





| STUDEBAKER 








Model Breakdown 
Of Auction Averages 


May, April, March, 
Model 1961 1961 1961 

ee $2,371 $2,494 $2,561 
1960............ 1,903 1,935 1,909 
ee 1,467 1,367 1,355 
eee 1,001 960 963 
PE Aceelscies 650 654 634 
Be icakinndvs 428 433 444 
ee 318 323 323 
BOG yiconnds 229 210 206 
Overall ——- S—9§——_-§——— 
Average $1,046 $1,047 $1,049 


tain 4-dr. Catalina, $295*. 

’55 Star Chief 2-dr. Catalina, $450* (ps), 
$410* (ps), $350* (ps); Chieftain 2-dr. 
Catalina, $335*, $285*, $260*; Safari 
4-dr., $325*; 2-dr., $220*. 

RAMBLER—’60 American (6) station wag- 
on, $1,340; 4-dr., $1,250, 

’59 Rebel (8) Custom 4-dr., $1,490* (ps); 
Deluxe (6) 4-dr., $1,100*. 

’58 Rebel (8) Super Cross Country, $1,- 
180* (ps); American (6) 2-dr., $650. 

56 Super 4-dr., $335* (ps). 

’59 Lark (6) station wag- 
on, $1,075*; 4-dr., $965, $900*, $510. 

"5S Scotsman (6) station wagon, $535. 

57 Golden Hawk (8) 2-dr., hardtop, 
$700*; Silver Hawk (8) 2-dr., $425*. 

’56 Commander (8) 2-dr., $235. 

’55 President (8) 4-dr., $180* (ps). 

’53 Commander (8) 2-dr. hardtop, $245. 

MISCELLANEOUS—’60 Chevrolet (8) El 
Camino, $1,730* (ps); Ford (8) %-ton 
pickup, $1,275. 
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Camino, $1,535*, 


59 Chevrolet (8) El 
$1,270; (6) El Camino, $1,085; (6) 
%-ton pickup, $1,070; Ford (8) Ran- 
chero; $1,305; (8) %-ton pickup, $1,- 
100; (6) %-ton pickup, $1,075, $1,005. 

58 Ford (8) %-ton LWB pickup, $1,035 
(ps); (6) %-ton panel, $450. 

’57 Ford (8) %-ton LWB pickup, $900; 
(6) %-ton pickup, $625; Chevrolet (6) 
%-ton pickup, $895, $875; (6) %-ton 
flatbed, $775; Dodge (8) %-ton camper, 


$835; (6) %-ton panel, $335. 
’56 Chevrolet (6) %-ton pickup, $850; 
Ford (6) %-ton pickup, $610, $325; 


(8) \%-ton pickup, $545, $535; (8) %- 
ton pickup, 2 at $550. 








55 Chevrolet (8) %-ton pickup, $625, 
$590, $525*; (6) %-ton pickup, $560; 
(8) El Camino, $555; Ford (6) %-ton 


pickup, $485*; (8) %4-ton pickup, $360; 
(8) %-ton panel, $220. 

’54 Ford (8) %-ton pickup, $435. 

’51 Chevrolet %-ton pickup, $275. 


DETROIT 


Aptco Auto Auction. Sale every Wednes- 
day. Prices are for sale of May 17, 
BUICK—’61 Invicta conv., $3,070* 

Special 4-dr,, $1,800, 

’60 LeSabre conv., $2,400* (ps). 

’59 LeSabre 2-dr. hardtop, $1,585* (ps); 

2-dr., $1,250*. 

’57 Special 2-dr. Riviera $675* (ps). 

’56 Special Estate Wagon, $400*. 


(ps) ; 


CADILLAC—’59 deVille 4-dr. hardtop, $2,- 
825* (ps). 

CHEVROLET—’61 Impala (8) conv., $2,- 
540* (ps). 


60 Impala (8) conv., $2,250* (ps), $2,- 
200* (ps), $2,190* (ps), $2,060*; sport 
coupe, 2 at $2,000*, $1,690; Corvair 
900 (6) 2-dr., $1,400*. 


’59 Impala (8) conv., $1,760* (ps), $1,- 
700*; Kingswood (8) 4-dr., $1,450*; 
Biscayne (6) 4-dr., $1,120, 


(Continued on Page 34, Col. 1) 


Turn A Hot Lot Into A Shady Summer Salesroom 
Now! ...For Less Than ey Per Car Per Day 


Dealers in 43 states report increased sales with Childers Carports: 


Like to sell 25% more cars while cutting 
costs? Read this report from Frank Crosby 





our Childers Carport, 
showroom.” 





Belleville, Ill. “Protection while talking has 
resulted in gratifying increase in sales.” 


McKeesport, Pa. “Very happy with results of 
a supplementary 
—Devereaux Chevrolet, Inc. 








—Belleville Motors 





Harrisburg, Pa. “We might not be in busi- 
ness without your carports to keep sales 


rolling.” 


New Childers Detroit Model Carport Protects Double Row of Cars! 


—Gerald Hoffman Motors, Inc. 








DOUBLED SHOW-SPACE FOR LESS COST 
The new Detroit Model that protects a double 
row of cars is illustrated above. Of course, the 
cost for protecting a double row is less per car 





Mer Rouge, La. “Our lot is cool and pleasant 
and the customer is in no hurry to leave.” 
—wWindsor-Parker Chevrolet, Inc. 





Waynesboro, Va. “We are convinced that it 
has helped improve the sale of used cars.” 
—Paul Freed, Inc. 





ss a 


Corning, N. Y. “Have added im 
to the appearance, constitute a second show- 
room.” —Redfield Plymouth Co. 


Motor Company, Ardmore, Oklahoma: 


“The Childers Carport has surpassed 
our expectations, in that it has added to 
the appearance of our property, and has 
saved us the salary of at least one porter. 
We feel that your carport has helped to 
increase the sale of our better used cars 
by at least 25%.” 


Dealers everywhere are enthusiastic about 
the results they get with Childers Car- 
ports. Here are some of the reasons they 
consider it one of their best investments: 


1. Every day is a selling day when cars 


are protected from blistering hot sun and 
rain. More customers stop, look, talk, deal! 


2. Big savings on labor cost. Cars that 
are protected don’t need as much cleaning. 
3. Higher prices for cars that are kept 
clean and attractive to buyers. 


4. Cuts light bills 4 or more. Light is 
more easily directed to cars. 


5. More sales and faster turnover. It costs 
$3 to $4 a day to “board” a car, yet 
Childers Carports cost as little as 5c per 
car per day! 


6. Architect-designed to harmonize with 








Se eradiiaeaes 


aly 


measurably 











than for a single row. Childers Carports with 
spectacular Panorama Trim as illustrated above 
will, like magic, turn “just another lot’ into an 
attractive 365-day outdoor showroom. 


existing buildings and displays. 


7. Easy to install. The Childers Regional 
Manager will arrange installation for you. 


8. Easy to move if you are on leased prop- 
erty, or to rearrange your display. 


Call 2 Dealers FREE! 


Childers will send you a list of 500 
dealers who have turned their lots into 
spectacular outdoor showrooms, increased 
sales, decreased costs with Childers Car- 
ports. After you receive list, call any two 
dealers. Let them tell you about Childers 
Carports in their own words. 
bill for these calls to Childers. 
be reimbursed promptly. No obligaton. 


TEAR OUT AND MAIL COUPON 


Send the 
You will 








Childers Manufacturing Company : 

Dept. AN-14 I 
1 P.O. Box 7467 | 
! Houston 8, Texas l 
| Send me complete information and list of 500 | 
|. dealers who have installed Childers Carports. | 
| PU ea ae niaaihagt = | 
| Name & | 
| Title ~ sti Ss a a = | 
Address os “F a | 
Loy: SS Ste — — ; 


Childers Regional Managers in all Principal Cities 
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Used-Car Auction Prices 





(Continued from Page 33) 


’55 Firedome 2-dr. 
$160* (ps). 
DODGE—’58 Coronet (8) 4-dr., $725* (ps). 

’57 Royal (8) 2-dr. hardtop, $500*. 

’56 Coronet (6) 4-dr., $260. 

’55 Custom Royal (8) 4-dr., $180*; Coro- 
net (8) 2-dr., $100. 

'53 Meadowbrook 2-dr., $130. 


‘58 Impala (8) sport coupe, $1,070*; hardtop, $165* (ps), 
Bel Air (8) sport coupe, $965*; 2-dr., 
$950*, $830; 4-dr., $900*; Delray (6) 
4-dr., $750; 2-dr., $655. 

’57 Bel Air (8) sport sedan, $735; 2-dr., 
$675; Two-ten (8) station wagon 4-dr., 
$630*; One-fifty (6) 2-dr., $505, $480. 

’56 Bel Air (8) station wagon 2-dr., $600; 


4-dr., $440°. IE , b 
CHRYSLER—'58 NY conv., $1,445* (ps). araaape 58 Ranger (8) 4-dr. hardtop, 
COMET—’61 (6) 2-dr., $1,675*. 6 s 
"60 (6) 2-dr., $1,630°. oo aa Thunderbird (8) conv., $3, 
ay Oa 55 Firedome 2-dr. hardtop,} +69 Galaxie (8) 4-dr., $1,560* (ps), $1,- 
. 460*: 4-dr. i + * 
DODGE—'61 Pioneer (8) station wagon 4- cea Sento "nee i8) te, or hoo, 

dr., $2,275, $1,340*, $1,305*, $1,220; Falcon (6) 2- 


60 Polara (8) conv., $2,050; Pioneer (8) 


$1,570* dr., $1,310. 


’'59 Galaxie (8) 4-dr. Victoria, $1,450*; 
Fairlane (8) 4-dr., $1,000*, $970, 
$950*, $900* (ps), $840; Custom 300 
(8) 4-dr., $780, 2 at $775. 


station wagon 4-dr., (ps); 4- 
dr.. $1,450*. 
‘58 Coronet (8) 4-dr. hardtop, $500*. 


FORD—’61 Fairlane 500 (6) 2-dr., $1,750. 


'60 Thunderbird (8) 2-dr, hardtop, §$2,- ’58 Fairlane 500 (8) skyliner 1,030* 
775* (ps), $2,700* (ps); Galaxie (8) (ps); Ganesh 300 ‘es Oar’ eran’, 
conv., $2,150* (ps), $2,100*; $2,100*| +57 Fairlane 500 (8) 4-dr. Victoria, 
(ps), $2,075* (ps), $2,040* (ps), $2,- $535". 


030* (ps), 2 at $2,000* (ps); 2 at $1,- 
900* (ps); 4-dr., Victoria, $1,800*; 
4-dr., $1,585*; starliner $1,575* (ps); 
Falcon (6) 4-dr., $1,505*, $1,365, $1,- 


’56 Fairlane (8) 4-dr., $310. 
’55 Fairlane (8) 4-dr., $260*; 2-dr. Vic- 
toria, $150. 
HUDSON—’54 Super Jet 4-dr., $185. 


300; 2-dr., $1,325, $1,290, $1,285, $1,-| IMPERIAL—’59 Imperial 4-dr. hardt 

240; Fairlane 500 (8) '4-dr., $1,310°*. $2,055° (ps); 2dr. hardtop, $2,015° 
’59 Thunderbird (8) 2-dr, hardtop, §$2,- (ps). i i 

275* (ps), $2,200* (ps); Galaxie (8)| ,;INCOLN — ° a 

skyliner, $1,670*; conv., $1,580* (ps), si 400° in Ge a engunt 

$1,480"; 2-dr. Victoria, $1,480*, $1,-| +57 Capri 4-dr. hardtop, $945* (ps). 


455*; 2-dr., $1,410*, $1,375*, $1,270*;| +56 Premiere 2-dr. hardtop, $575* (ps). 


4-dr., $1,360*; Country Squire (8) 4-| weERCURY — '58 * * 
dr., '$1,840°; ‘Fairlane 500 (8) 4-dr. a 58 Commuter 4-dr., $725 
Victoria, $1,280* (ps), $1,250* (ps); , M 1 ™ * * 
2dr. $1,280°; Custom 300 (8) 2dr. eae air 2-dr. hardtop, $440*, $360 
910°. 55 Montclair 2-dr. h * ; 
‘58 Fairlane 500 (8) conv., $1,000*; 2- ienteenr La wee” eM; 
dr. Victoria, $900*; Country Sedan (8) | oLDSMOBILE—’60 (88) 4-dr., $1,790*. 


4-dr., $860*, $725*, $600; Custom 300 
(8) 2-dr., $720*; 4-dr., $705*; Fairlane 
(6) 2-dr., $575. 

’57 Country Sedan (8) 4-dr., $710*; Cus- 
tom 300 (8) 4-dr., $705*; 2-dr., $422; 
Fairlane 500 (8) 2-dr, Victoria, $680* 


"59 (98) 4-dr. Holiday, $1,810* (ps), $1,- 
570* (ps); (88) Super 4-dr., $1,405* 


(ps). 

"58 (88) Super 4-dr. Holiday, $1,220* 
(ps); 2-dr. Holiday, $1,215* (ps). 

’57 (88) Super 4-dr. Holiday, $750* (ps), 


(ps), $600*; Ranch Wagon (8) 2-dr., 610* (ps): (88) Fiesta 4-d 700* 
$515°; Fairlane (8) 2-dr. Victoria, Sas: ar Maeey $460° toes ee 
é ; . , ’ 

. (ps). 

56 Fairlane (8) 2-dr., $605*; Country ’56 (88) 4-dr. Holida 525* : (98) 
Sedan (8) 4-dr. (8 pass.), $300; Cus- wae Holiday, pe00e tea), a 
tom (8) 4-dr., $265. ’55 (88) Super 2-dr., $350*; (88) 2-dr., 

MERCURY—’60 Park Lane 2-dr. hardtop, $285*, $275*; 2-dr. Holiday, $170* 

: $2,075* (ps). (ps); (98) 2-dr. Holiday, $170* (ps). 

57 Voyager 2-dr., $665*; Monterey 2-dr. | pacqKARD—’55 (400) (8) 2-dr. hardtop 
hardtop, $600*. $100*. 


’56 Montclair 2-dr, hardtop, $395*, $390*. 
OLDSMOBILE—’60 (88) Super conv., 2 at 


PLYMOUTH—’60 Belvedere (8) 4-dr., $1,- 
120*; Savoy (8) 4-dr. (police), $660*, 


$2,600* (ps); (98) 4-dr., $2,260* (ps). $600*. 
"59 (98) 4-dr. Holiday $1,890* (ps); (88) ’59 Belvedere (8) 4-dr., $1,000* (ps), 
1g lOnY.. $1,860* (ps). $890* (ps); Savoy (8) 2-dr., $890* 
58 (88) Super 4-dr. Holiday, $1,210* (ps); Suburban (8) Deluxe 4-dr., 
(ps); conv., $1,050* (ps); (88) 4-dr. $805*; Suburban (6) Deluxe 2-dr., 
Holiday, $1,060* (ps). $650 


"57 (88) Super conv., $850* (ps). 
’56 (88) 4-dr. Holiday, $175*. 
PLYMOUTH—’60 Belvedere (8) 2-dr. hard- 
top, $1,590* (ps). 
"59 Suburban (8) Sport 4-dr. (9 pass.), 
$1,350; Savoy (8) 2-dr., $710*, 
’58 Suburban (8) Deluxe 4-dr., $725 (ps). 
’57 Belvedere (8) 2-dr., $495* (ps); 4- 
dr., $475*; Plaza (6) 2-dr., $375. 
PONTIAC—’61 Star Chief 4-dr. Vista, 2 
at $2,675* (ps), 


’58 Savoy (8) 2-dr., $700*; Suburban (8) 
Custom 4-dr., $540*. 


iy = ar on sport coupe, $2,150 (ps), 
,100* (ps). Bordentown, N. J. 
’59 Catalina 4-dr., $1,825* (ps); sport| miat—’59 2-dr., $200. 


coupe, $1,650*, $1,575* (ps); Safari 4- 
dr., $1,510. 

’58 Bonneville conv., $1,425* (ps). 

‘57 Star Chief 2-dr. Catalina $765*; 
Chieftain 4-dr, Catalina, $525*. 

RAMBLER—’60 Super (6) station wagon 

4-dr., $1,705, $1,550; Deluxe (6) 4- 
dr., $1,100 

’59 American (6) Deluxe 2-dr., $625. 


MG—’61 MGA conv., $1,900. 
Metropolitan—’56 2-dr., $295. 
Simca—’60 4-dr., $605. 
"59 4-dr., $495. 
Taunus—’58 station wagon 2-dr., $450*. 
Volkswagen—’61 2-dr., $1,585, $1,580. 
’59 2-dr., $1,110. 
’57 2-dr., $740. 
’56 2-dr., $620. 


—— (6) Cross Country 4-dr., Volvo—’58 2-dr., $450 
0*. _ . 
STUDEBAKER—'59 Lark (6) Deluxe 2- Chicago 


Fiat—’60 4-dr., $675. 
MG—’57 conv., $785. 
Peugeot—’59 4-dr., $780, $565. 
Triumph—’59 2-dr., $315. 
’57 TR-3 2-dr., $815. 
Volkswagen—’60 2-dr., $1,280, $1,220, $1,- 


195. 
Columbus, O. 
Goliath—’59 1100 2-dr., $300. 


dr., $655; station wagon 2-dr., $610. 
— Chevrolet pickup, 
0. 


CALDWELL, N. J. 


Skyline Auto Auction. Sale every Tues- 
day. Prices are for sale of May 16. Clean 
and sharp cars bringing top dollar. Rough 
and off cars bringing just what they are 
worth. Sold 223 cars from 278 consign- 
ments. 

BUICK—’59 Invicta 4-dr. hardtop, $1,530*; 
LeSabre 2-dr. hardtop, $1,525*; Electra 
4-dr. hardtop, $1,425* (ps), $1,410* 
(ps). 

’57 Special 4-dr., $600*, $450*; 4-dr. Rivi- 

era, $470* (ps), $210* (ps). 


’56 Special 2-dr., $310*; 2-dr. Riviera, 
$280* (ps). 
OCADILLAC—’61 (62) conv., $4.950* (ps). 


’59 (75) limousine, $3,850* (ps); (62) 2- 
dr. hardtop, $2,820* (ps); 4-dr., $2,- 
650* (ps), $2,325* (ps). 

58 (60) Special 4-dr. hardtop, $1,995* 
(ps); (62) 4-dr. hardtop, $1,885* (ps). 

’56 (62) Coupe de Ville, $500* (ps). 

*54 (62) 4-dr., $180* (ps). 

’53 (62) 4-dr., $170* (ps). 

CHEVROLET—’60 Impala (8) 2-dr. hard- 
top, $1,900; Bel Air (8) 4-dr., $1,480*, 
$1,475* (ps), $1,475*, $1,455*, $1,435*, 
$1,430*, $1,430; 2-dr., $1,385; Biscayne 
(8) 4-dr., $1,440*. 

’59 Impala (8) 4-dr. hardtop, 
(ps), $1,400* (ps), $1,340* (ps); Bel 
Air (8) 4-dr., $1,230* (ps), $1,175*, 
$1,150*, $1,150* (ps), $1,140*, 3 at $1,- 
125*, $1,060*, $975* (ps), $885*; Bel 
Air (6) 4-dr., $1,125*, $1,120*, $1,120, 


$1,575* 





Ad Record— 


2 at $1,100*, $1,075*, $1,060*, $1,005,/ Henry Gertler, from left, and Leon 
$995, $990, $960; 2-dr., $985; Parkwood | ¢, 7 ee - f Ch Hi seis ie 
(8) 4-dr., $1,200, $1,185*, $1,140*; erner, principals © erner motor XO. 


(Ford-Lincoln-Mercury), Shirlington, Va., 
and members of the Automotive Trade 
Assn. National Capital Area, receive a 
plaque of appreciation from Ben Strouse, 
president, Radio Station WWDC, Wash- 


Parkwood (6) 4-dr., $1,115, $1,110. 

’58 Biscayne (6) 4-dr., $910*; 2-dr., $700; 
Biscayne (8) 2-dr., $330*, $200*; Yeo- 
man (8) 2-dr., $910*, 

’57 Bel Air (8) 2-dr. hardtop, $900*; sta- 
tion wagon 4-dr., $575*; Two-ten (8) 


4-dr., $675*, $650, $110. : eos 
56 ee (ay vm $530; Bel Air (8)| ington, at the Advertising Club of Metro- 
4-dr. hardtop, $515*, $390* (ps), $270*.| politan Washington luncheon honoring 
55 Bel Air (6) 2-dr. hardtop, $515*, ‘ i i 
$420: 2-dr., $390; 4-dr., $380°; Bel Air the station on. its 20th anniversary of 
(8) 4-dr., $470*, $170*; Two-ten (8) 2-| broadcasting. Instead of receiving a 


plaque itself, the station selected to honor 
those who had made its success possible. 
Cherner Motor Co. was honored for not 
missing a single day in the station's ad- 
vertising schedule for the past 15 years. 
Strouse said he knows of no other ad- 
vertiser with such a record. 


dr., $360; Two-ten (6) 2-dr., $275*; 4- 
dr., $265. 
CHRYSLER—’'59 NY 4-dr. $1,- 
810* (ps), $1,500* (ps). 
’58S NY 2-dr. hardtop, $1,195* (ps). 
'56 Windsor 4-dr., $465°. 
"53 NY 4-dr., $100* (ps). 
DeSOTO—'57 Firedome 4-dr., $525*; Fire- 
flite 2-dr. hardtop, $375* (ps). 


hardtop, 


2-dr. hardtop, 
$400*, $345* 


$510*; 
(ps), 


’57 Belvedere (8) 
Savoy (8) 4-dr., 
$250". 

’5S Belvedere (8) 4-dr., $270*; Savoy (8) 
4-dr., $100*, $100. 

PONTIAC—’60 Catalina (8) 4-dr., $1,410*. 
’58 Chieftain 2-dr. Catalina, $900* (ps). 
’57 Chieftain 2-dr. Catalina, $485*, 

$475". 

’55 Star Chief 2-dr. Catalina, $195* (ps); 
4-dr., $150*. 

RAMBLER—’59 Ambassador (8) Super 


Cross Country 4-dr., $1,500*; Custom 
4-dr. hardtop, $1,250*; American (6) 
Deluxe 2-dr., $590. 
58 Super (6) 4-dr., $740*. 
STUDEBAKER—’'59 Lark (6) Deluxe 2- 
d?., $650. 


MISCELLANEOUS—’56 Chevrolet (6) %- 


ton pickup, $270. 


WAREHOUSE POINT, CONN. 


Southern Auto Sales, Inc. Auto Auction. 
Sale every Wednesday. Prices are for sale 


of May 17. 
BUICK—’57 Super 2-dr. Riviera, $670* 
(ps). 
’56 RM 2-dr. Riviera, $490* (ps); Spe- 


cial 4-dr,, $275*. 
’53 Special 2-dr., $275*; RM 4-dr., $220* 


(ps). 
CADILLAC—’60 (62) 4-dr., $3,850* (ps). 
’5S (62) 4-dr. hardtop, $1,615* (ps). 
"57 (62) conv., $1,565* (ps), $1,550* 


(ps); 2-dr. hardtop, $1,385* (ps), $1,- 
290* (ps); 4-dr. hardtop, $1,100* (ps). 

’55 (62) Coupe de Ville, $565* (ps). 

’54 (62) 2-dr. hardtop, $440* (ps). 

’53 (75) 4-dr., $575* (ps). 

CHEVROLET—’61 Nomad (8) 4-dr., $2,- 
750* (ps); Impala (8) conv., $2,575* 
(ps); Impala (6) sport sedan, $2,055; 
Bel Air (6) 4-dr., $2,100, $1,985; Cor- 
vette (8) conv., $1,610. 

’60 Impala (8) sport sedan, $1,875* (ps); 
Bel Air (6) 4-dr., $1,500*; Biscayne 
(6) 2-dr., $1,350, $910 (police). 

59 Bel Air (8) 4-dr., $1,310*; Bel Air 
(6) 4-dr., $1,150*, 2 at $1,100*; Brook- 
wood (6) 4-dr., $1,285* (ps), $1,225* 
(ps). 

’58 Biscayne (6) 2-dr., $825, $735; Del- 
ray (6) 2-dr., $815, $750; Yeoman (6) 
2-dr., $420. 

’57 Two-ten (8) 4-dr., $790, $425*; Two- 
ten (6) station wagon 4-dr., $725, 
$595; Bel Air (8) 4-dr., $760* (ps); 
sport sedan, $555*. 

’56 One-fifty (6) station wagon, $530; 4- 
dr., $360; Bel Air (8) 4-dr., $500*; 
Two-ten (6) 4-dr., $495*, $405*, $400, 
$375, $350, $320. 

’55 Bel Air (8) 4-dr., $450*. 

’54 One-fifty (6) utility sedan, $475. 

53 Deluxe (210) station wagon 4-dr., 
$245*; Bel Air 4-dr., $145*. 


CHRYSLER—’59 Windsor 4-dr., $1,250* 
(ps). 
’57 Saratoga 4-dr. hardtop, $725* (ps); 
Windsor 4-dr., $620* (ps). 
’55 Windsor 2-dr. hardtop, $325* (ps), 
$260* (ps). 
DeSOTO—’56 Firedome 4-dr., $335* (ps). 


DODGE — ’57 Custom Royal (8) 4-dr., 
$640* (ps). 
’55 Royal (8) 4-dr., $275*. 
EDSEL—’58 Villager 4-dr., $525*. 
FORD—’61 Thunderbird (8) 2-dr. hardtop, 
$3,650* (ps), 


Used Import Car Prices 





Vauxhall—’60 Super 4-dr., $580. 
"58 Super Victor 4-dr., $530. 


Danville, Va, 
Goliath—’58 2-dr., $450. 
Renault—’59 Dauphine 2-dr., $535. 


Daytona Beach, Fla. 
Fiat—’60 4-dr., $575. 
Ford (English)—’60 Anglia 2-dr., 
station wagon 2-dr., 
’59 Anglia, $515; 4-dr., 
Opel—'59 station wagon 2-dr., 
Peugeot—’59 4-dr., $675. 
Volkswagen—’58 Karmann-Ghia conv., $1,- 
100. 


$690; 


Volvo—'60 2-dr., $1,305. 
Detroit 
Volkswagen—’56 sunroof 4-dr., $815. 
Dyer, Ind. 


Volkswagen—’59 2-dr., $700. 
’58 4-dr., $325. 
Flint 


Ford (English)—’57 Anglia 2-dr., $315. 
Metropolitan—’61 2-dr., $1,090*, 

"60 2-dr., $950. 
Ovel—’ 59 station wagon, $905; 2-dr., $800. 
Vauxhall—’59 4-dr., $660. 


Los Angeles 
Austin-Healey—’54 roadster, $580. 
Borgward—’57 Isabella station wagon, 

$585. 

Hillman—’58 Minx 4-dr., $450. 
MG—’53 roadster, $460. 
Peugeot—’60 sunroof 4-dr., $1,225. 
Renault—’58 Dauphine sunroof 4-dr., $325. 
Triumph—’59 TR-3 roadster, $1,190. 
Volkswagen—’59 sunroof 2-dr., $985, 

’5S8 2-dr., $865. 


’56 sunroof 2-dr., $585; conv., $565; 2- 
dr., $440. 
‘55 2-dr., $485. 
Volvo—’58 2-dr., $635. 


Manheim, Pa. 
Austin—’60 conv., $725. 
Fiat—’60 4-dr., $1,270. 
’59 600 2-dr., $465. 
Ford (English)—’60 station wagon, $590; 
600 2-dr., $400. 
Goliath—’60 Tiger 2-dr., $725; 2-dr., $410. 
Jaguar—’57, $825. 
Mercedes-Benz—’'60 2-dr., $3,725. 
Metropolitan—’59 2-dr., $2,500. 
Opel—’ 60 station wagon, $1,025. 
Renault—’59 Dauphine 4-dr., $500. 
"58 4CV 4-dr., $305. 
Simea—’61 4-dr., $860. 
Triumph—’61 roadster, $1,850. 
Volkswagen—'60 sunroof, $1,275, $1,245; 
2-dr., $1,260, $1,185, $1,165. 
’59 Karmann-Ghia, $1,310; 2-dr., $900. 
’5S8 station wagon, $520. 
Volvo—’61 4-dr., $1,850. 


Sacramento, Calif. 
Austin-Healey—’59 roadster Sprite, $625. 
’57 roadster, $1,100. 
’55 roadster, $750. 
MG—’59 roadster, $1,110. 
’52 roadster, $400. 


Warehouse Point, Conn. 
Renault—’57 Dauphine 4-dr., $325, 
Taunus—’59 17M 2-dr., $470. 
Volkswagen—’60 2-dr., $1,180: 





“Brakes seem pretty good, too. 
Ill buy it.” 





"60 Galaxie (8) conv., $1,930*; starliner, 































$1,715* (ps), $1,500* (ps); Fairlane 
500 (8) 4-dr., $1,400* (ps). 
’59 Thunderbird (8) 2-dr. hardtop, $2,- 


270* (ps); Ranch Wagon (8) 2-dr., 
$850. 

’58 Fairlane 500 (8) skyliner, $1,010* 
(ps), $900* (ps); Custom 300 (8) 4- 
dr., $665*, $620*; Custom 300 (6) 2- 
dr., $440; Ranch Wagon (6) 2-dr., 
$550. 


’57 Fairlane 500 (8) 2-dr. Victoria, 
$800*; Custom 300 (8) 4-dr., $585* 
(ps), $500*, $410; Country Sedan (8) 
4-dr., $580*, $450. 

’56 Country Squire (8) 4-dr., $500*; 
Fairlane (8) conv., $400*; Ranch Wag- 
on (8) 2-dr., $360; Country Sedan (8) 
4-dr., $340, $225; Custom (8) 2-dr. 
Victoria, $335; Main (8) 4-dr., $140. 

’55 Custom (8) 4-dr,, $165* (ps); 2-dr., 
$150, $125; Fairlane (8) 4-dr., $115*. 

’53 Custom (8) 4-dr., $120, $100*. 

MERCURY—’59 Commuter 2-dr., $1,225* 
(ps). 

‘56 Montclair 4-dr., $295* (ps). 

’55 Montclair 2-dr. hardtop, $395*; 2-dr., 
$190, $170*. 

NASH—’56 Statesman (6) 4-dr., $335. 

OLDSMOBILE—’58 (88) Super 2-dr. Holi- 
day, $1,220* (ps); (88) 2-dr. Holiday, 
$1,170* (ps). 

’56 (88) Super 4-dr. Holiday, $600* (ps). 
55 (88) 4-dr. Holiday, $385*; 4-dr., 
$165*; (88) Super conv., $175* (ps). 

’54 (88) 4-dr., $325*; (88) Super 4-dr., 

$170* (ps); (98) 2-dr, Holiday, $145* 


(ps). 
PLYMOUTH—’60 Belvedere (6) 2-dr., $1,- 
240. 
’58 Plaza (8) 2-dr., $440*. 
’57 Belvedere (8) 2-dr, hardtop, $735* 
(ps); 4-dr., $590*. 
’56 Suburban (8) 
(ps). 
’55 Plaza (8) 2-dr., $145*. 
’54 Belvedere (6) 4-dr., $135. 
PONTIAC—’59 Bonneville 4-dr. Vista, $1,- 
875* (ps); conv., $1,625* (ps); Star 
Chief 4-dr., $1,605* (ps). 
’5S Chieftain Safari 4-dr., $900* (ps). 
’56 Chieftain (860) 2-dr., $200*. 
’55 Star Chief 2-dr. Catalina, $235* (ps); 
Chieftain (860) 4-dr., $185. 
’54 Star Chief 4-dr., $100* (ps). 
RAMBLER—’60 Custom (6) station wag- 
on 4-dr., $1,550*; Super (6) 4-dr., $1,- 
330*; American (6) Custom 4-dr., $1,- 
040. 
’59 Deluxe (6) 2-dr., $800. 
’56 Custom (6) Cross Country 4-dr., 
$650*, $600*, $360*. 
STUDEBAKER— 57 Commander (8) 4-dr., 
$385. 
MISCELLANEOUS—’56 Ford %-ton cab & 
chassis, $425; %-ton pickup, . $375. 


KANSAS CITY, MO. 


K. C. Automobile Auction Co. Sale every 
Wednesday. Prices are for sale of May 17. 
The best for you buyers. Good, sharp, 
clean cars and trucks with the best selec- 
tion you can always count on here at K. C. 
auto auction, 

BUICK—’59 Electra 4-dr. hardtop, $1,950* 
(ps), $1,730* (ps); LeSabre 2-dr., $1,- 
245* (ps). 

’58 Special 4-dr. Riviera, $1,007*. 

’57 Century 4-dr. Riviera, $927* (ps). 

’53 Special 4-dr., $100*, 
CADILLAC—’60 (62) 4-dr., $3,750* (ps). 

’59 (62) 2-dr. hardtop, $2,850* (ps). 

’58 (62) Sedan de Ville, $1,855* (ps). 
CHEVROLET—’61 Corvair 700 (6) station 

wagon 4-dr., $2,125*, 

’60 Impala (8) sport sedan, $2,152*; 

Parkwood (6) 4-dr., $1,875*; Bel Air 
(6) 2-dr., $1,522. 


’59 Impala (8) sport sedan, $1,627* (ps), 
(8) 


Deluxe 2-dr., $340* 


$1,550; conv., $1,575; Brookwood 
4-dr., $1,300*; Bel Air (8) 4-dr., $1,- 
240*; Biscayne (6) 4-dr., $1,020*. 

58 Bel Air (8) 4-dr., $1,012*; Bel Air 
(6) 2-dr., $837*; Impala (8) sport 
coupe, $1,010*; Biscayne (8) 4-dr., 
$845*. 

’57 Bel Air (8) 4-dr., $930*; Two-ten (8) 
4-dr., $687* (ps). 

55 Bel Air (8) conv., $642*; sport 


coupe, $575*; Two-ten (6) 4-dr., $525. 

’54 Bel Air conv., $270*; Two-ten 2-dr., 
$180*. 

DeSOTO—’57 Firedome 4-dr. 
$750* (ps). 
FORD—’61 Galaxie (8) 4-dr., $2,397* (ps). 

’60 Galaxie (8) conv., $1,900*; starliner, 
$1,765* (ps); Fairlane 500 (8) 4-dr., 
$1,395*, $1,325*; Falcon (6) 4-dr., $1,- 
125°. 

59 Galaxie (8) 2-dr. Victoria, $1,695* 
(ps), $1,500* (ps); Fairlane (8) 2-dr., 
$1,000*; Custom 300 (8) 4-dr., $990*. 

’58 Fairlane (8) 2-dr., $795*; 4-dr., 
$700*; Custom 300 (6) 4-dr., $717. 

'57 Fairlane 500 (8) conv., $872* (ps); 
2-dr. Victoria, $675*, $530* (ps); 
Country Sedan (8) 4-dr., $797*, $575*; 
Fairlane (8) 4-dr., $660*; 2-dr., $525*; 
Custom (6) 4-dr., $542; Custom (8) 2- 
dr., $500. 

’56 Fairlane (8) 2-dr., $562; 4-dr., $547; 


hardtop, 


2-dr. Victoria, $220*; Custom (8) 4- 
dr., $320. 

’5S Fairlane (8) conv., $542*; Custom 
(6) 4-dr., $345; Custom (8) 2-dr., 
$255*. 

LINCOLN—’57 Premiere 4-dr. hardtop, $1,- 
237°. 

MERCURY—’58 Montclair 4-dr. hardtop, 
$895*; 4-dr., $782* (ps). 

’57 Montclair conv., $700* (ps); 4-dr., 


$675* (ps). 
’55 Custom sport coupe, $400* (ps), 
OLDSMOBILE —’'60 (88) 4-dr. Holiday, 
$2,095* (ps). 
*59 (88) 4-dr. Holiday, $1,765*. 
"57 (98) 4-dr., $890* (ps); (88) 4-dr., 
$800* (ps). 


"56 (88) 2-dr., $245*. 
‘55 (88) 4-dr. Holiday, $390* (ps). 
PLYMOUTH—’60 Belvedere (8) 4-dr., $1,- 

575* (ps), 

’59 Savoy (6) 4-dr., $710, $645. 

'57 Belvedere (8) 4-dr., $775* (ps); Bel- 
vedere (6) 4-dr., $545, 

"55 Plaza (6) 4-dr., $200. 


PONTIAC—’59 Catalina 4-dr. 
625* (ps). 
"58 Super Chief 4-dr., $845*. 
"56 Chieftain (870) 4-dr. Catalina, $575*; 
Star Chief 2-dr. Catalina, $327*, 


Vista, $1,- 


’55 Chieftain (870) 2-dr., $372*. 
a Lark (8) Regal 4-dr., 


’55 Champion (6) Regal 4-dr., $222, 

MISCELLANEOUS—’59 Ford %-ton. pick- 
up, $960. 

"58 Ford 1-ton pickup, $970. 

’57 Ford %-ton pickup, $617. 

’56 Ford 1%-ton truck, $550. 

'55 Ford %-ton pickup, $305. 

'54 Chevrolet '%-ton pickup, $327, 

51 GMC 3%-ton truck, $505. 

‘50 Ford %-ton pickup, $150. 


NEWINGTON, CONN. 


Newington Auto Auction. Sale every 
Thursday, Prices are for sale of May 18. 
BUICK—’59 Invicta conv., $1,525*. 

’57 Special Riviera Estate Wagon, $760*; 

4-dr., $625*. 

’56 Super 2-dr. Riviera, $150* (ps). 

’55 Special 4-dr., $200*, $160*; Super 4- 
dr., $170*. 

CADILLAC—'53 (62) conv., $250. 

"52 (62) conv., $150*. 

CHEVROLET—’59 Biscayne (6) 4-dr., $1,- 
200*; Biscayne (8) 2-dr., $1,050*; Im- 
pala (8) 4-d., $1,150*; Bel Air (6) 
4-dr., $1,125*; Bel Air (8) 4-dr., $1,- 
100*; Nomad (8) 2-dr., $965. 

‘58 Bel Air (6) 4-dr., $750*, $725*; Bel 
Air (8) 4-dr., $650*. 

’57 Two-ten (8) 2-dr., $725. 

’56 Bel Air (8) 4-dr., $605*, $460*; Bel 
Air (6) 4-dr., $375*; Two-ten (6) 4-dr., 
$480. 

"55 Two-ten (6) 4-dr., 
(6) 4-dr., $240*. 

’53 Bel Air (6) 4-dr., $125. 

CHRYSLER—’56 NY 4-dr., $300*, $290*. 

’55 NY conv., $315*. 

FORD—’59 Galaxie (6) 4-dr., $950; Fair- 
lane (6) 4-dr., $780*. 

‘58 Fairlane 500 (8) 4-dr. Victoria, $730* 
(ps). 

56 Fairlane (8) conv., $475*, $460*; 
Fairlane (6) 4-dr. Victoria, $310. 
LINCOLN—’53 Capri 2-dr. hardtop, $175*. 

MERCURY—’57 Monterey 2-dr., $300. 

’55 Montclair 2-dr. hardtop, $325* (ps). 

’54 Custom 4-dr., $105*. 

NASH—’56 Ambassador (6) 4-dr., $285*. 

PLYMOUTH—'57 Plaza (8) 2-dr., $320*; 
Savoy (8) 2-dr., $250*. 

PONTIAC—’'56 Chieftain station wagon 4- 
dr. (9 pass.), $315*. 

’55 Chieftain (870) 2-dr. Catalina, $200* 
(ps); Star Chief 2-dr. Catalina, $185* 


$275*; One-fifty 





(ps). 
MISCELLANEOUS—’54 Diamond T truck, 
$150. 


DYER, IND. 


Dyer Auto Auction. Sale every Friday. 
Prices are for sale of May 19. Sold 263 
ears from 291 consignments. 

BUICK—’5S8 Special 2-dr., $835* (ps). 
’57 Special 4-dr. Riviera, $595*, $500*; 


4-dr., $265*. 

’56 RM 2-dr. Riviera, $475* (ps); Special 
2-dr, Riviera, $155*, $150*; 4-dr., 
$110*. 

55 RM 2-dr. Riviera, $360*; Special 
conv., $230*; 2-dr., $185*. 

’54 Century 2-dr. Riviera, $190* (ps); 
Special 2-dr., $130*. 

CADILLAC—’57 (62) 4-dr. hardtop, $1,- 


170* (ps), $800* (ps). 

’56 (62) 2-dr. hardtop, $945* (ps); 4-dr., 
$500* (ps). 

’55 (62) 4-dr., $420* (ps), $365* (ps). 

CHEVROLET—’61 Impala (8) sport coupe, 
$2,465* (ps); Bel Air (8) 2-dr., $1,- 
870*. 

’60 Impala (8) conv., $2,010; sport coupe, 
$2,010* (ps), $1,985* (ps), $1,955*, 
$1,820* (ps); sport sedan, $1,890* 
(ps); Bel Air (8) 4-dr., $1,475*; Bel 
Air (6) 2-dr., $1,430*; Biscayne (8) 
4-dr., $1,405*. 

’59 Impala (8) conv., $1,;690* (ps); sport 


coupe, $1,485* (ps), $1,440* (ps); Bel 
Air (8) 4-dr., $1,250*; Bel Air (6) 2- 
dr., $1,205*; Biscayne (8) 4-dr., $1,- 
135°, 

'58 Impala (8) sport coupe, $1,095* (ps); 
Bel Air (8) 4-dr., $925* (ps); 2-dr., 
$880*. 


’57 Bel Air (8) conv., $985* (ps); sport 
coupe, $945* (ps), $905* (ps); 4-dr., 
$825*, $700*; Two-ten (8) station wag- 
on, $725*, $685*. 

’56 Bel Air (6) 2-dr., $480*, $355*; Two- 
ten (8) 2-dr., $360*, $345*; One-fifty 
(8) 4-dr., $200. 

’55 Bel Air (8) sport coupe, $390*; Bel 
Air (6) 2-dr., $290; Two-ten (6) 4-dr., 
$250*; 2-dr., $240, $225*; Two-ten (8) 
station wagon, $215*; One-fifty (8) 4- 
dr., $225*; One-fifty (6) 4-dr., $155, 
$130*; 2-dr., $150. 

’54 Bel Air 2-dr., $200*, $190; 2-dr. hard- 
top, $120*; Two-ten 4-dr., $100. 

CHRYSLER — ’'55 Windsor 4-dr., $220* 
(ps). 
DeSOTO—’57 Fireflite 4-dr., $570* (ps). 

’56 Firedome 4-dr., $130*. 

DODGE—’57 Custom Royal (8) 2-dr. hard- 
top, $715*; 4-dr., $625*. 

’56 Coronet (8) 2-dr., $165*. 

’54 Meadowbrook (8) 4-dr., $130. 

FORD—’61 Falcon (6) 2-dr., $1,575. 

60 Falcon (6) station wagon, $1,450; 

Fairlane (8) 4-dr., $1,350*; Ranch 
(Continued on Page 35, Col. 1) 





State Fair Auto Auction 


Hosts 1,500 at Party 


DETROIT, — Nearly 1,500 new 
and used-car dealers and their 
wives from more than 20 states at- 
tended a party given here by the 
new owners of the State Fair Auto 
Auction. 

Bill Kawa, general manager, said 
more than 500 cars were sold, the 
largest single day’s business ever 
done by the auction. 
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Wagon (8) 2-dr., $1,175*. 

’59 Galaxie (8) 2-dr. Victoria, $1,360* 
(ps); “4-dr., $1;345* (ps); Fairlane (8) 
4-dr., $1,055*; 2-dr., $985*; 
300 (8) 4-dr., ‘$495, $475. 

’58 Fairlane 500 (8) conv., 
2-dr. Victoria, $875* (ps) ; 
4-dr., $810*; 2-dr., $785*; 2-dr. 
toria, $775*, $700*; 4-dr. Victoria, 
$700* (ps), $635*; Fairlane (6) 4-dr., 
$610*; Custom 300 (8) 2-dr., $600*; 
4-dr., $600* (ps), $300*; 
(6) 4-dr., $570; 2-dr., $505*. 

’57 Fairlane 500 (8) 2-dr. Victoria, $715*, 
$675* (ps); 2-dr., $660*; 4-dr., $640*; 
Fairlane (8) 4-dr., $625*; 2-dr. Vic- 
toria, $450*; Fairlane (6) 2-dr. Vic- 
toria, $350*; Custom (6) 4-dr., $395; 
2-dr., $230; Custom (8) 2-dr., $365*, 
$260*; 4-dr., $345*, $325*, $310*, $275*; 
Custom 300 (8) 2-dr., $390*, 

’56 Fairlane (8) 2-dr. Victoria, $530* 
(ps), $460*; 4-dr., $425*; Fairlane (6) 
conv., $265*; Custom (8) 2-dr. Vic- 
toria, $390*; 4-dr., $325*; Main (8) 
4-dr., $235*. 

"55 Country Sedan (8) 4-dr., $255*; Coun- 
try Sedan (6) 4-dr., $230: Fairlane (6) 
2-dr., $245; Fairlane (8) 2-dr., $245*; 
4-dr., $240*; conv., $200*; Custom (8) 
2-dr., $200; 4-dr., $200*; Main (8) 2- 
dr., $160*; 4-dr., $125*. 

’54 Crest (8) 2-dr. Victoria, $340*. 

LINCOLN—’58 Premiere 2-dr. hardtop, $1,- 
300* (ps). 
’57 Capri 2-dr. hardtop, $850* (ps). 
MERCURY — ’56 Montclair 2-dr. hardtop, 
$450*; Custom station wagon 4-dr., 
$280*; Medalist 2-dr., $225*, 
°55 Montclair conv., $220*; Custom 4-dr., 


$1,135* (ps); 
Fairlane (8) 


$160*, $100*; 2-dr, hardtop, $160*. 
’54 Monterey 4-dr., $175*. 
OLDSMOBILE — ’58 (98) 4-dr., $1,045* 
(ps). 


’57 (88) 4-dr. Holiday, $705* (ps); 
$240*; 2-dr. Holiday, $195*, 
’56 (88) Super 4-dr., $475* (ps); (88) 
2-dr., $350*; 4-dr. Holiday, $265* .(ps). 
"55 (88) 4- dr., $120* (ps). 
"54 (88) 4-dr., $190*; 2-dr. 
$130*, $125; 2-dr., $105*. 
PLYMOUTH—’58 Suburban (8) Deluxe 2- 


2-dr., 


Holiday, 


t., $700*. 

’57 Belvedere (8) 4-dr., $500*; 2-dr., 
$490*; Savoy (6) 4-dr., $330*; Plaza 
(8) 2-dr., $170*. 


°56 Savoy (6) 4-dr., $235*; 2-dr. hardtop, 
$165*; Plaza (8) "2- dr., $220°. 
’54 Savoy 4-dr., $135. 
PONTIAC—’58 Chieftain Safari 4-dr., $800* 
(ps); 4-dr., $775*. 
57 Star Chief 2-dr. Catalina, $790*; 


Chieftain 4-dr., $470*. 

°56 Chieftain 4-dr, Catalina, $360* (ps); 
2-dr. Catalina, $335*, $295*; 4-dr., 
$310*; 2-dr., $205*. 

"55 Chieftain 2- dr. Catalina, $285*; 2-dr., 
$230*; 4-dr., $220*. 


54 Chieftain 4- dr., $125°. 
RAMBLER—’57 Super (6) Cross Country, 
$320°. 
’56 Custom 4-dr. hardtop, $425*. 
’55 Deluxe Suburban, $230. 
’54 Super 2-dr., $170, $150. 
STUDEBAKER—’55 Commander (8) 2-dr., 
$185; Champion (6) 4-dr., $140. 
'54 Commander (8) 4-dr., $145*. 
MISCELLANEOUS—’55 Ford (6) %-ton 
truck, $475. 
’52 Ford pickup, $155. 
’51 Dodge panel, $170; Ford %-ton pick- 
up, $125; Studebaker pickup, $100. 


Options Called 


Best Way to Offer 
Safety Equipment 


WAUSAU, Wis.— The optional 
approach to safety equipment in 
cars is the least costly, most pro- 
gressive, and most adaptable to 
the varying needs 
of the motorist, 
according to L. H. 
Nagler, American 
Motors Corp. 
safety engineer. 

Addition of 
safety equipment 
of potential but 
not fully estab- 
lished value would 
increase the cost 

of the average 
L. H. Nagler auto by more 
than a third without assurance of 
positive increases in the basic safe- 
ty of the vehicle, Nagler said. 

Speaking before the Wisconsin 
Assn. of Vocational and Adult Edu- 
cation, Nagler said that due to eco- 
nomic and public acceptance fac- 
tors, the time-proved optional 
equipment system, both factory 
and dealer installed, is in line with 
the public interest. 

“This system dramatizes the de- 
sirability of the customer retaining 
the option of selecting the equip- 
ment items which in his opinion 
offer the safety characteristics he 
is willing to purchase and use, and 
which he considers will be of utility 
under his particular conditions of 
driving habits, traffic, geography, 
climate, and particularly his own 
psychology. 

“If the safety value of any spe- 
cific device or item of equipment is 
not fully established, or if costs are 
such that there is a question of its 
overall value and public accept- 
ance, it is normally better to offer 
such an item as optional or extra- 
cost equipment,” Nagler said. 







Custom 


Vic- 


Custom 300 


’48 Studebaker %-ton pickup, $100. 
’47 Chevrolet %-ton truck, $140. 


BORDENTOWN, N. J. 


National Auto Dealers Exchange. Sale 
every Wednesday. Prices are for sale of 
May 17. Clean sharp cars continue to bring 
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Abernethy Plans New Building— 


This is an architect's drawing of the new building to be built by Abernethy Chev- 


rolet Co., Lincointon, N. C. According to 


square-foot building is scheduled to be completed about Sept. 
feature an open-air display area. All offices and showroom will be air conditioned. 
7 





Growing Dealerships .. . 


Auto Dealer Expansions 


Norman Acquires Building 


COLLEGE PARK, Md.—Norman 
Motor Co, (Ford), 8313 Washing- 
ton-Baltimore Blvd., has acquired 
an 8,000 square-foot building across 
the street for use in reconditioning 
used cars. The firm also has added 
200 more feet of frontage for used- 
car display. i cad 


Irvin Builds 


DENVER. — Construction of a 
new $500,000 dealership building for 
George Irvin Chevrolet Co. is under 
way at 390 S. Colorado Blvd. 

* * * 


Courtesy Chevrolet Plans 


New $500,000 Building 

HOUSTON. — A $500,000 dealer- 
ship building will be constructed 
for Courtesy Chevrolet, with com- 
pletion .scheduled in about six 
months, President Joe W. Pritchard 
said. 

The building will be erected on 
a 4%-acre site, which will provide 


Amphicar Names Milgrim 


Sales Vice-President 

NEW YORK.— Stephen Milgrim 
has been named sales vice-presi- 
dent of Amphicar Corp. of Amer- 
ica, according to Hyman Kirman, 
president. 

The appointment signals the 
start of an effort to build a dealer 
network throughout the United 
States for the amphibious auto, 
Kirman said. 





top dollar. Sold 84 percent of *21 consign- 

ments. 

BUICK—’59 Electra 225 4-dr. hardtop, $1,- 
725* (ps); Electra 2-dr. hardtop, $1,- 
600* (ps). 

’58 Special conv., $960* (ps). 
‘57 Century Estate Wagon, $990* (ps); 


60 Eldorado conv., $4,210* (ps); (60) 
Special 4-dr. hardtop, $3,885* (ps). 
’59 (60) Special 4-dr. hardtop, $2,830* 
(ps). 
*58 (62) conv., $2,070* (ps). 
"57 (62) conv., $1,690* (ps). 
CHEVROLET—’61 Impala (8) conv., $2,- 


Buick’s Comeback 
Ahead of Nation’s, 
Says Withers 


4-dr., $725* (ps); 4-dr. Riviera, $675*; 625* (ps); sport coupe, $2,400* (ps), 
RM 4-dr. Riviera, $835* (ps); Special $2,390" (ps), 2 at $2,360*; Brookwood 
conv., $825*; 2-dr. Riviera, $400* (ps). (8) 4-dr., $2,460*. MINNEAPOLIS. — The national 


56 Super 2-dr. Riviera, $475* (ps); Cen-| 60 Impala (8) conv., $2,200* (ps), $2,- economy is turning upward, but 


tury 4-dr. Riviera, $450* (ps); Special 100* (ps); sport sedan, $4,100* (ps), ; : 
4-dr., $210°. $1.950* (ps); sport coupe, $2,000*;| not as rapidly as Buick sales, Ro- 
°55 Special 4-dr. Riviera, $290*; 4-dr., wood. (8) 4- > Siréber deel an ae land S. Withers, Buick general 
$250; Super 2-dr. Riviera, $145* (ps), ‘woo r., e r (8) 2- 
$130°. $1,700*, $1,660*, $1,600*: Corvair sales manager, ae dealers oe 
’53 Super 2-dr., $120°*. ry 4-dr., $1,400*; 2-dr., $1,235. _ Withers visited Minneapolis dur- 
CADILLAC—'61 (62) 2-dr. hardtop, $4,-| °59 Impala (8) 4-dr., $1,485*, $1,220*;| ing a cross-country series of meet- 


conv., $1,475; sport sedan, $1,400; Im- 
pala (6) sport sedan, $1,450* 
Parkwood (8) 4-dr., 


360* (ps), 


$4,350* (ps). ings with dealers in metropolitan 


(ps); areas. He said there is less shop- 


$1,425* (ps); Bel 





serra € Air (9) Se eine,’ Bel aS ping than there was a few months 
. a Ps . A ‘ r ; - 
Biscayne (8) 4-dr., $1,155*; 2-dr.. $1,.| 28° and added: “People 5 coming 
085*, $1,090*; Biscayne (6) 2-dr., $930,| into the showrooms and buying. 


‘ an a atin. wee He said Buick has added 400 em- 
7 mpala conv. 4 ° » 

; * amd t. | ployes at Flint, and all are working 
coed are ‘sh Gaoe: Rekce «8 on the Special, which currently is 
2-dr., $986; Yeoman (6) 4-dr., $970,| taking 30 percent of Buick sales. 
$765; Bel Air (8) sport coupe, $1,025;| Withers said Buick sales through 

April were 15.5 percent ahead of 


sport sedan, $900* (ps); Biscayne (8) 
2-dr., $1,000; Biscayne (6) 4-dr., $970*, 

the corresponding 1960-model pe- 
riod. 


$800*; 2-dr., $935*, $870*. 
°57 Bel Air (8) sport coupe, $925; sport 

io eae gTioe:: Seo-ten 46; alien In Milwaukee, Withers told deal- 

wagon, $880*, $800; sport sedan, $725*;| ers that the Special accounted for 

Two-ten 8) station wagon, $850%,| 98 percent of the division’s sales 

during the first six months of the 

’61 model year. He said he expects 

Special’s share to increase to 45 


$770* (ps). 
CHRYSLER—’58 Saratoga 4-dr. hardtop, 
percent within a year. 


$960* (ps); NY 4-dr. hardtop, $950* 
(ps); Windsor 4-dr, hardtop, $735* 


(ps). 
’56 Windsor 2-dr. hardtop, $455* (ps). 
DeSOTO — '60 Adventurer 4-dr. hardtop, 
$1,870* (ps). 

’59 Firedome 2-dr. hardtop, $1,150* (ps). 

’58 Adventurer 2-dr. hardtop, $1,060* 
(ps); Firedome 4-dr. hardtop, $820* 
(ps); Firesweep station wagon, $750* 
(ps); 4-dr. hardtop, $680* (ps). 

‘57 Firesweep 4-dr. hardtop, $405* (ps). 

DODGE—’61 Matador (8) 2-dr,. hardtop, 
$1,925°. 

’60 Dart (8) Phoenix conv., $1,825* (ps); 
2-dr. hardtop, $1,760* (ps); 4-dr. hard- 
top, $1,630* (ps); Pioneer 2-dr. hard- 
top, $1,450* (ps). 

EDSEL—’59 Ranger 2-dr. 


i 


Auction Assn. 
Meets Aug. 11-12 


CHICAGO.—The 1961 convention 
of the National Auto Auction Assn. 
will be held Aug. 11-12 at the Bis- 
marck Hotel, according to Joseph 
C. Briley, president. 

Although the speakers’ list has 
not been completed, he said, the 
following already have agreed to 
address the meeting: Rem Rogers, 
president, National Independent 


Ralph L. Abernethy, president, the 24,750- 
1. The building will 


hardtop, $850* 


$4,075* 
Fal- 


(ps). 

FORD—’'61 Thunderbird (8) conv., 
(ps); 2-dr. hardtop, $3,850* (ps); 
con (6) 2-dr., $1,580. 

’60 Thunderbird (8) 2-dr. hardtop, $2,- 


860* (ps); Galaxie (8) conv., $1,830* 
(ps); fear, Victoria, $1,725* (ps); 4-| Automobile Dealers Assn., and 
ox, aoe ade. oes Ge William J. Davis, Western Division 
’ * (ps); Rane ‘agon -dr., ‘ 
400 parking spaces. The shop will $1,605", $1,430* (ps), $1,370", $1,350*; | Manager, National Auto Theft Bu 


reau. 

Briley said a program also is be- 
ing planned for women guests, in- 
cluding a tour of Chicago, a fash- 
ion show and special breakfast 
gatherings. 


Ranch Wagon (6) 2-dr., $1,305; Fair- 
lane (8) 4-dr., $1,450* (ps); 2-dr., $1,- 
250*; Fairlane (6) 4-dr., $1,180*; 2-dr., 
$1, 125; Falcon (6) 2-dr., $1,375. 

"59 Thunderbird (8) conv., $2,350* (ps); 
2-dr. hardtop, $2,195* (ps); Galaxie (8) 
conv., $1,520* (ps), $1, 520°; 4-dr. Vic- 

(Continued on Page 36, Col. 3) 


have the latest equipment, Pritch- 
ard said, including single and twin- 
post lifts, and air lines and water 
for each service stall. Special paint- 
ing and drying equipment will be 
used in the 13-stall body shop. 


New Commercial-Car Registrations, 


11 States for April, 1961-1960 


Truck istrations by states are 

weekly, as compiled 
by R. L. Polk representatives in 
state capitals. 









baker | White | Willys | Misc. 
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Compiled from official state records. Data property of R. L. Polk & Co. May not be copied, sold or reprinted without Polk permission. 





New Passenger-Car Registrations, 1] States for April, 1961-1960 


Car 


registrations as 
compiled by R. L. Polk 


Dodge — 
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LAND CRUISER 
CAN DO ANYTHING- 


INCLUDING MAKE YOU MONEY 


Land Cruiser has more of what people want in a 4-wheel drive utility 
vehicle: Greater horsepower, amazing versatility, tougher stamina and 
genuine gas economy. That's why the Toyota Land Cruiser is easy to 
sell and brings a bigger profit to dealers. Compare the Land Cruiser 
with its competitors: 

















LAND CRUISER JEEP SCOUT 
Horsepower 135 72 87 
Engine iat man Man. 
Torque (ft. Ibs.) 217 114 138 
Max. Speed (MPH) 85 75 75 
Curb Weight (ibs.) 3263 2274 3000 
Turning Radius (ft.) 17.0 18.0 2is 





Land Cruiser has more pluses that help clinch sales: more rugged chas- 
sis, responsive transmission (6 forward speeds, 2 reverse), heavier 
clutch, more standard equipment, bigger fuel tank, up-to-28 MPG gas 
economy, 7 upholstered seats, hardtop and soft top models. Even with 
all these features, which make the Land Cruiser the best vehicle and 
best buy in the 4-wheel drive field, it's still competitively priced! That's 
why the Toyota Land Cruiser gives you an easy and profitable sale. 


Intensive Local Advertising. Toyota supports its dealers by supplying 
free showroom materials; magazine advertising and an intensive local- 
ized newspaper advertising campaign, all paid for by the factory. 


Get high profits from the Toyota Land Cruiser—First in the Field 


Call or write: 
TOYOTA MOTOR DISTRIBUTORS, INC. TOYOTA MOTOR DISTRIBUTORS, INC. 
World Trade Center, Rm. 205 


8701 Beverly Blvd. 
San Francisco, California 


Los Angeles 48, Calif. 
TOYOTA MOTOR DISTRIBUTORS TOYOTA MOTOR DISTRIBUTORS 
OF NEW JERSEY, INC. 


OF NEW JERSEY, INC. 
231 Johnson Ave. 114 North Chester Ave. 
Newark, New Jersey Park Ridge, Illinois 


TOYOTA /[LAND CRUISER 























CWI wa 


Benmatt license frames and name 
plates are constant reminders 
for your sales and service 
customers and prospects. 
Working continuously to build 
traffic for your dealership. 
Use Benmatt dealer identification 
items for increased sales! 


BENMATT 


ORGANIZATION, INC. 


1259 ASHLAND AVENUE, CHICAGO 22, ILLINOIS 
Los Angeles 23, California. Philadelphia 45, Pa. 


Send for 


FREE illustrated 


literature! * 
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toria, $1,460*, $1,450* Galaxie 
(6) 4-dr., $1,250* (ps). 
68 Thunderbird (8) conv., $1,850* (ps); 


Fairlane (8) 2-dr. Victoria, $975* (ps); 


(PSs) ; 


2-dr., $735, $730, $720; 4-dr., $695* 
(ps), $965; 4-dr. Victoria, $700* (ps). 
LINCOLN—’59 Premiere 4-dr. hardtop, $2,- 
800* (ps), $2,200* (ps), $1,860*. 
MERCURY—’61 Monterey conv., $2,825* 
(ps). 
’59 Monterey conv., $1,470* (ps). 
’58 Monterey 4-dr., $610*; conv., $600* 


(ps); 2-dr., $520*. 


’57 Monterey conv,, $795* (ps); 4-dr. 
hardtop, $515. 
OLDSMOBILE—’61 (98) conv., $3,300* 
(ps). 


*60 (88) 4-dr., $2,105* (ps), $1,870*; (88) 
Super conv., $1,050*. 
’59 (88) conv., $1,825* (ps), £1,760* (ps), 


$1,310* (ps); 4-dr. Holiday, $1,575*, 
$1,375; (98) 2-dr. Holiday, $1,700* 
(ps). 

PLYMOUTH—’59 Belvedere (8) 2-dr. hard- 
top, $1,330* (ps), $1,200*; 2-dr., $850, 
$800, $790; Plaza (6) 4-dr., $1,275* 
(ps); 2-dr., $1,300; Fury (8) 2-dr. 


hardtop, $1,115*. 


’58 Belvedere (8) conv., $1,010* (ps); 
Savoy (8) 2-dr., $550*; Claza (8) 4- 
dr., $485*. 

PONTIAC—’60 Ventura sport coupe, $1,- 
935*; Catalina sport coupe, $2,170* 
(ps). 

’59 Bonneville conv., $2,075* (ps), $1,- 


960* (ps); sport coupe, $1,975* (ps). 
’5S Chieftain 2-dr. Catalina, $1,000*. 
’57 Chieftain 4-dr. Catalina, $750; 4-dr., 
$400*. 
’56 Chieftain Safari 4-dr., 
Catalina, $150. 
RAMBLER—’60 American (6) Super 4-dr., 
$1,610, $1,353. 
’59 American (6) Super 2-dr., $675. 
"58 Super (6) 4-dr., $875. 
’55 Super 4-dr., $275. 
STUDEBAKER—’59 Lark (6) 


W. SACRAMENTO, CALIF. 


Sacramento Auto Auction. Sale every 
Thursday. Prices are for sale of May 18, 
BUICK—’59 Invicta 2-dr. hardtop, $1,770* 

(ps); Electra 4-dr. hardtop, $1,560* 
(ps); LeSabre 2-dr. hardtop, $1,520*. 

’57 Special 4-dr. Riviera, $705* (ps). 

’55 Super 2-dr. Riviera, $290* (ps). 
CADILLAC—’60 (62) 4-dr. hardtop, $4,- 

’59 de Ville 4-dr. hardtop, $3,395* (ps); 


190* (ps). 
(62) conv., $3,380* (ps); 2-dr. hardtop, 


$440*; 4-dr. 


2-dr., $870. 


$3,250* (ps); (60) Special 4-dr. hard- 
top, $2,820* (ps), 

’57 (62) 2-dr. hardtop, $1,600* (ps); 
Sedan de Ville, $1,535* (ps), $1,460* 
(ps). 

’55 (62) 4-dr., $830* (ps). 

’54 (62) 4-dr., $400* (ps). 

’53 (62) 4-dr., $160* (ps). 

752 (62) 2-dr, hardtop, $240* (ps). 

CHEVROLET—’61 Impala (8) conv., $2,- 
590* (ps), $2,560* (ps); sport sedan, 
$2,550* (ps), $2,490* (ps), $2,480* 
(ps), $2,480* (ps); sport coupe, $2,- 
455* (ps), $2,455*; Corvair Monza (6) 
2-dr., $2,160, $2,120, $2,050. 


60 Impala (8) sport coupe, $2,175* (ps), 
$2,155* (ps); Biscayne (6) 4-dr., $1,- 
460* (ps); Corvair (700) (6) 4-dr., 
$1,275, $1,250; 2-dr., $1,245. 

’59 Impala (8) sport sedan, $1,680* (ps), 


$1,640* (ps); 4-dr., $1,590* (ps); 
conv., $1,660*; sport coupe, $1,450; 
Parkwood (8) 4-dr., $1,430*; Bel Air 


(8) 4-dr., $1,350, $1,280; 2-dr., $1,260; 
Biscayne (8) 2-dr., $1,220. 

’58 Bel Air (8) 2-dr. hardtop, $1,190* 
(ps); 4-dr. hardtop, $1,190* (ps); Del- 
ray (6) 2-dr., $860*. 

’57 Two-ten (8) 2-dr., $980*; Bel Air (8) 
2-dr. hardtop, $950*; Bel Air (6) 4-dr., 
$750. 

’56 Bel Air (8) 2-dr. hardtop, $785* (ps), 
$780*; 4-dr. hardtop, $390*; Two-ten 
(8) 2-dr., $580. 

’55 Bel Air (8) 2-dr. hardtop, $570*; 4- 


dr., $460*, $380*; Bel Air (6) 4-dr., 
$460; Two-ten (8) station wagon 4-dr., 
$550, $490; Two-ten (6) 4-dr., $400; 
One-fifty (6) 2-dr., $320. 
’54 Bel Air conv., $300. 
’53 Deluxe 4-dr., $180. 
CHRYSLER—’57 NY 2-dr. hardtop, §$1,- 
085* (ps). 
’56 NY 4-dr., $515* (ps). 
DODGE—’59 Coronet (8) 2-dr. hardtop, 


$1,395* (ps); 2-dr., $1,190*. 

58 Custom Royal (8) conv., $865* (ps). 

’57 Royal (8) 2-dr. hardtop, $710* (ps). 

’55 Coronet (8) 4-dr., $295*. 

EDSEL—’59 Villager (8) 4-dr., $1,310*. 

’5S Pacer (8) conv., $575* (ps). 

FORD—’61 Thunderbird (8) conv., $4,- 
050* (ps), $4,000* (ps); Galaxie (8) 
starliner, $2,565* (ps); 4-dr. Victoria, 
$2,400* (ps); 4-dr., $2,380*, $2,260* 
(ps). 

’60 Galaxie (8) 2-dr. Victoria, $1,920* 
(ps); starliner, $1,810* (ps); Falcon 
(6) station wagon 4-dr., $1,650*; 4- 
dr., $1,425. 

’59 Fairlane 500 (8) conv., 
dr., $1,180*; Country Sedan (8) 4-dr., 
$1,490*, $1,430*, $1,290; Galaxie (8) 
2-dr. Victoria, $1,395* (ps); Custom 
300 (8) 4-dr., $1,040,. $1,040* (ps); 
Fairlane (8) 4-dr., $1,930; Fairlane 
(6) 4-dr., $930. 

758 Ranch Wagon (8) 2-dr., £890*, $750* 
(ps), $710*. 

’57 Ranch Wagon (6) 2-dr., $710*; Fair- 





$1,680*; 2- 


lane (8) 2-dr. Victoria, $700*, $675* 
(ps), $670*; Country Sedan (8) 4-dr., 
$690*; Custom 300 (8) 4-dr., $660*, 
$360; Custom (6) 2-dr., $540; 4-dr., 
$470. 

’56 Ranch Wagon (8) 2-dr., $600*; Fair- 
lane (8) 2-dr. Victoria, $610*, $500; 2- 
dr., $275*; Custom (8) 4-dr., $365; 
Main (8) 4-dr., $270*. 

755 Country Sedan (8) 4-dr., $495*, 
$365*; Fairlane (8) 2-dr. Victoria, 
$495*, $365*, $330; Custom (8) 4-dr., 
$310. 

’54 Ranch Wagon (8) 2-dr., $300, $270, 
$260. 

LINCOLN—’61 Continental 4-dr., $4,835* 
(ps). 

’59 Continental Mark IV 4-<dr, hardtop, 
$2,850* (ps). 

’55 Capri 4-dr., $295* (ps). 

MERCURY—’58 Monterey 2-dr., $485*. 


’57 Montclair 4-dr. hardtop, $820* (ps); 
2-dr. hardtop, $615* (ps); Voyager 4- 
dr., $750*; Monterey 4-dr., $715* (ps). 

’56 Montclair 2-dr. hardtop, $400*; Mon- 
terey 4-dr., $270. 








$510* 
(Ps); 


(ps); 
Mon- 


’55 Montclair 2-dr. hardtop, 
conv., $370*; 4-dr., $255* 
terey 2-dr. hardtop, $365*. 

’54 Monterey 2-dr. hardtop, $265*. 

OLDSMOBILE—’59 (88) 4-dr. Holiday, $1,- 


900* (ps), $1,610*; 4-dr., $1,150*; 
conv., $1,850* (ps). 
’58 (98) 4-dr. Holiday, $1,130* (ps). 


va 


57 (88) 4-dr. Holiday, $740* 
Holiday, $670*. 

’56 (88) 2-dr. Holiday, $585* (ps); 
Super 2-dr. Holiday, $580* (ps). 


(ps); 2-dr. 


(88) 





Award for Moore— 


Wendell Moore, center, Dodge adver- 
tising manager, accepts the Liberty Bell 
award from Walter L. Tillman, Philadel- 
phia regional manager of TV Guide and 
president of the Philadelphia Television 
and Radio Advertising Club. At left is 
Murray Arnold, manager of Station WPEN 


and newly elected club president. 
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Business Urged 


To Think More 
About the Buyer 


PHILADELPHIA, — Wendell 
Moore, Dodge advertising manager, 
told the Television and Radio Ad- 
vertising Club of Philadelphia that 
businessmen must cater to the con- 
sumer and to his needs more today 
than ever before, 


He said the auto industry learned 
that it is more important to spend 
less time on product and More on 
trying to find out “what’s on the 
consumer’s mind.” 

Moore, who received the club’s 
“Liberty Bell” award, said busi- 
nessmen today must be original 
and must have the nerve to be a 
lot different in their marketing ap- 
proaches and even poke some fun 
at themselves. 

Dodge, he noted, has been run- 
ning ads to announce that it “lost” 
the Mobilgas Economy Run. 

Speaking of broadcast advertis- 
ing, Moore said the auto industry 
has not pulled out of this media by 
any means. 

“We are taking a harder look at 
broadcasting,” he said. “We are 
taking a longer look at long-term 
programs. We are seeking new 
audiences in new markets and 
must have flexibility. We could be 
clobbered by living out a 52-week 
contract.” 


Compact-Car Show 


ST. PETERSBURG, Fla.—A 
three-day compact car show of do- 
mestic and import models by nine 
local dealers was held at the Ty- 
rone Shopping Center. The cars 
were displayed under the covered 
walkways throughout the center. 





755 (88) 2-dr. Holiday, $530*. 
753 (98) 4-dr., $210* (ps). 
PLYMOUTH—’'60 Savoy (6) 2-dr., $1,205. 
759 Belvedere (8) 2-dr. hardtop, $1,250*; 
Suburban (8) 2-dr., $935. 
’5bS Belvedere (8) 2-dr. hardtop, $790", 
$750* (ps); 4-dr. hardtop, $720* (ps). 
’57 Plaza (8) 4-dr., $440. 
56 Suburban (8) 2-dr,, 
$525. 
PONTIAC—’60 Catalina 
’58 Bonneviile sport coupe, 
’56 Chieftain Safari 4-dr., 
dr. Catalina, $450*; 
$380, $350*. 
’55 Chieftain Safari 4-dr., $460*, 
Star Chief 2-dr. Catalina, $340. 
RAMBLER—’59 Custom (6) Cross Coun- 
try 4-dr., $1,500*; Super (6) 4-dr., 
$1,200*. 
’5S Ambassador (6) Custom 2-dr., $865. 
STUDEBAKER—’ 60 Lark (6) Regal conv., 
$1,560. 
"59 Lark (6) station wagon 2-dr., $920, 


$560*; 4-dr., 
4-dr., $1,615*. 

$1,575* (ps). 
$570* (ps); 2- 
4-dr, Catalina, 


$400*; 


’56 President (8) 4-dr., $490. 
MISCELLANEOUS—’60 Ford (8) %-ton 
pickup, $1,375. 
"59 Chevrolet (6) El Camino, $1,270; 


Ford (6) %-ton pickup, $1,020, $940; 
GMC (6) %-ton pickup, $1,000. 

"58 Chevrolet (6) %-ton pickup, $950; 
Studebaker (6) %-ton pickup, $520. 
"57 Willys (6) \%-ton pickup, $860*; 
Dodge (8) %-ton pickup, $770; Ford 

(6) %-ton pickup, $680. 

756 Ford (6) %-ton pickup, $560; GMC 
(8) %-ton pickup, $555; Dodge (6) 
stake, $400. 

’55 Ford (6) %-ton pickup, $440, $400; 


Chevrolet (6) panel, $415. 

’53 Chevrolet (6) %-ton pickup, $340; 
Dodge (6) 1%4-ton cab & chassis, $340; 
International (6) %-ton pickup, $175. 

’52 Ford (8) %-ton pickup, $310. 

’47 Willys Jeep, $395. 


DANVILLE, VA. 


Da uiville Auto Auction. Sale every Wed- 
nesday. Prices are for sale of May 17th. 
Prices and interests are steady at an even 
keel. 

BUICK—’55 Special 2-dr. Riviera, $455*. 


CADILLAC—’55 (62) 4-dr. hardtop, $390* 
(ps). 

’53 (62) 4-dr., $140*. 

CHEVROLET — ’60 Brookwood (8) 4-dr., 
$1,480; Bel Air (8) 4-dr., $1,425*. 

*59 Impala (8) 2-dr., $1,350; Biscayne 
(8) 4-dr., $1,160, $950, $885; 2-dr., 
$970; Biscayne (6) 2-dr., $805; Bel Air 
(8) 4-dr., $1,060*. 

’58 Bel Air (8) 2-dr., $910. 

’57 Bel Air (8) conv., $995; 4-dr., $935*; 
2-dr. hardtop, $750*; Biscayne (8) 2- 
dr., $860*; Two-ten (6) 4-dr., $640*. 

’5b6 Two-ten (6) 4-dr., $600; 2-dr., $510, 
$445*; Two-ten (8) 2-dr., $570*. 

’55 Bel Air (8) 2-dr., $455; Two-ten (8) 
station wagon 2-dr., $430. 

’54 Two-ten 2-dr., $265, $155; 4-dr., $150. 

’51 Deluxe 2-dr., $200. 

CHRYSLER—’56 Windsor 4-dr., $550*. 
FORD—’60 Thunderbird (8) conv., $2,310*; 
Country Sedan (6) 4-dr., $1,275. 

’59 Fairlane (8) 4-dr., $960*; Custom 300 
(8) 2-dr., $860*; Custom 300 (6) 2-dr., 
$810, 

’58 Fairlane 500 (8) 2-dr., $770*; Ranch 
Wagon (8) 2-dr., $555*. 

’57 Custom (8) 4-dr., $500*, $480*; Fair- 
lane (8) 2-dr. Victoria, $465. 

56 Fairlane (8) 4-dr., $525*; 2-dr., 
$500*; Custom (8) 2-dr., $475, $445; 
Main (8) 2-dr., $385; Ranch Wagon (8) 
2-dr., $375*. 

’55 Thunderbird (8) 2-dr., $1,125*; Fair- 
lane (8) 4-dr., $375*, $240*; Custom 
(6) 2-dr., $350; Custom (8) 2-dr., $185. 

°54 Crest (8) 4-dr., $235*; 2-dr., $135. 

’53 Crest (8) 2-dr. Victoria, $235. 
MERCURY—’57 Monterey 2-dr., $750. 

’55 Monterey 4-dr., $425*. 
OLDSMOBILE—’56 (88) Super 4-dr., $650* 

(ps); (88) 2-dr. Holiday, $285* (ps). 

’55 (88) 4-dr., $250*. 

’54 (88) 2-dr. Holiday, $310*. 
PLYMOUTH—’59 Savoy (8) 2-dr., $740. 

’56 Savoy (8) 4-dr., $485; Savoy (6) 4- 
dr., $400, $360. 

’53 Cranbrook 2-dr., $200*. 

PONTIAC—’56 Star Chief 2-dr., $285*. 

755 Star Chief conv., $355*; Chieftain 4- 
dr., $250*. 

’53 Star Chief 2-dr. Catalina, $120*. 
STUDEBAKER—’59 Lark (6) 4-dr., $725. 
MISCELLA NEOUS—’58 Chevrolet (6) panel 

2-dr., $425. - 

’56 Chevrolet (6) 2-dr., $620; 2-dr. panel, 
$400; Ford (6) %-ton pickup, $470. 

’54 Chevrolet (6) 2-dr. panel, $410. 

ok * * 


— Auctions in Brief — 
CHICAGO 


Greater Chicago Auto Auction. Sale every 
Thursday (May 18). Market firm. Sharp 
units again as always in extra strong de- 
mand. Sold 407 cars from 624 consign- 
ments. 





* * * 


COLUMBUS, O. 

Capital Auto Auction, Sale every Thurs- 
day (May 18). Market steady and high— 
despite the rainy weather, Sold 245 cars 
from 342 consignments. 

a ES * 


MANHEIM, PA. 

Manheim Auto Auction, Sale every Fri- 
day (May 19), Weather: Cloudy. Sold 82 
percent of 840 consignments. 

* * * 
PADUCAH, KY. 

Fred Brown Auto Auction. Sale every 
Tuesday (May 16). Shortage of cars, Mar- 
ket strong, except on ’59 and ’60 models. 
Sold 79 cars from 148 consignments. 





lnc 


ADVERTISEMENT 


DEALERS REPORT BIG INCREASES IN CAR SALES when they install 
Childers Carports. Protection from hot sun, dust, rain makes selling easier 
. . + cuts maintenance costs. They pay for themselves FAST! Turn to 
Page 33 now and find out how Childers Carports add comfort and better 
appearance to your lot for pennies per car per day. 
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Now the Big Three Are Bigger, 
More Important Than Ever 


Total Paid Circulation Circulation Gain 
1st Quarter 1961* Over Ist Quarter 1960 


LIFE §=6922,152 196,021 
LOOK 6.093411 421,082 
POST 6,496,046 181,626 

19,932,109 760,929 





*As filed with the Audit Bureau of Circulations, subject to audit. 


In the past year, the Big Three weekly-field magazines gained 760,529 (or 4%) in 
paid circulation while free television’s top 10 shows lost 4% in household viewing. 


Among the Big Three magazines, Look gained far more circulation during this period 
than did the other two magazines combined. 


The tremendous reach of the Big Three magazines begins with circulation, but goes 
much further. Copies of average issues are read in 32,072,000 different households 
(60.4% of U.S. homes) by 49,002,000 different people aged 18 and over. 


The Big Three magazines concentrate this readership in households that are the best 
customers for goods and services—households that represent “The Profitable Differ- 
ence”’ to advertisers. This quality coverage is a magazine plus. 


As America’s Big Three magazines grow bigger year after year, they play an in- 
creasingly significant role in the lives of the American people. The printed word 
imparts believability. Their prestige commands respect. The combination makes it 
possible for them to inform, to entertain, to move people to thought and action in 


a way that is unmatched by any other medium of communications. 


THE EXCITING STORY OF PEOPLE 
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TAPPET TOOL—A tool to adjust the tap- 
pets on all Ford Motor Co. vehicles has 
been announced by Herbrand Division, 
Bingham-Herbrand Corp., Fremont, O. The 
tool, Herbrand No. T-200, is made of spe- 
cial alloy steels to resist the wear normal- 
ly induced by contact with the hardened, 
self-locking tappet adjusting screws. In 
addition, the unique hinged-action design 
allows the -inch socket to ride the mov- 
ing tappet, further lessening wear, it is 
said. The tool makes it unnecessary to re- 
move any motor accessories when adjust- 


ing the tappets. 
* x 





Dial-A- 
Gallon Division, |!deas, Inc., Laramie, 
Wyo., has announced a revolutionary gas- 
oline pump nozzle spout that automatically 
shuts off after delivery of a selected num- 
ber of gallons. The mechanism, called 
“Dial-A-Gallon,”” frees the service station 
attendant during delivery allowing him 
to check oil and other sales possibilities. 
The dial on the spout selects shut-off a 
fraction of a gallon before three, five, 
seven or 10 gallons, or at fill. Various 
“dollar's worth” and intermediate gallon- 
age points may be marked on the dial. 
Final filling of the undelivered fraction 
is done manually using the pump meter 
as an exact indicator. As a safety pre- 
caution, the flow of gasoline is shut off 
when the tank becomes filled, regardless 
of dial setting. 

* 


GASOLINE PUMP NOZZLE 


Ambulance Cot Designed 
For Low-Headroom Cars 


A one-man operated ambulance 
cot that lets patients ride in full 
sitting position in headroom of less 
than 35 inches has been introduced 
by Ferno Mfg. Co., Greenfield, O. 

Maximum headroom is gained by 
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designing the Model 27 cot with a 
recessed bed, the firm said. The 
bottom of the bed is two inches 
from the floor of the ambulance, 
cradled by the cot frame and 
wheels. 











RACHET PLIERS—Two heavy-duty retain- 
ing ring pliers have been introduced by 
the Truarc Retaining Rings Division, 
Waldes Kohinoor, Inc., 47-16 Austel Place, 
Long Island City 1, N. ¥. The tools are 
known as the Nos. 5R and 6R double- 
ratchet pliers. The 5R are designed to 
compress internal-type rings for assembly 
or disassembly in a bore or housing; the 
6R pliers expand external rings for instal- 


lation or removal over a shaft. 
Se Oe 





FUEL PRESSURE CONTROL — Dynarex 
|Corp., 11720 Dorsett Rd., Maryland 
Heights, Mo., has announced its new 1961 
Model 275/UHC Injecta-Flo fuel pressure 
control system. The unit is designed to 
save fuel by controlling the entire fuel 
system including the output of the me- 
chanical fuel pump, which is automatically 
adjusted in relation to the lowered setting 


of the Injecta-Flo. The unit is said to 
eliminate vapor-lock, reduce percolation, | 
dampen pulsations, lessen wear of the| 


needle valve and seat of the carburetor, | 
and lessen wear of the mechanical fuel 


pump. 











BEAD BREAKER—A manually operated | 
bead breaker that is said to “pop"’ the| 
tire bead down on the toughest rims, has | 
been introduced by Products Division, | 
Rocklen, Inc., West Haven 16, Conn. The| 
unit, Lever Ease, handles all sizes of car| 
and light truck tires, conventional or tube- | 
less and foreign car rims with or without 
center holes, it is claimed. The bead | 
breaker is portable and does not require 





the use of a compressor or electricity. 





TAILLIGHT LENSES — Replacement tail- 
light lenses for 1961 models of most cars 
have. been announced by Globe Specialty 
Co., 1933. S. Halsted St., Chicago 8, Ill. 
The line includes replacement lenses for 
Comet, Falcon, Corvair, Triumph, MG and 
other compact and foreign cars as well as 
standard American makes. Lenses are 
available from stock for 1948 through cur- 


rent models for most cars. 
es 6 78 
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DRUM ADAPTOR SET—Ammco Tools, 
Inc., 2100 Commonwealth Ave., North 
Chicago, II., has announced that it now 
has available, as an accessory for the 
Ammco Model 5000 Giant “Safe-Turn”’ 
Brake Drum Lathe, a special No. 5775 
small drum adaptor set. This set includes 
adaptors allowing extra-fast turning and 
grinding of drums down to six-inch di- 
ameter. 





COMPRESSION GAUGE—C. E. Niehoff 
& Co., 4925 W. Lawrence Ave., Chicago 
30, Ill, has introduced a compression 
gauge that is said to provide a fast, ac- 
curate operation in checking cylinder and 
valve conditions. The T-47 compression 
gauge features a universal screw-in-adap- 


tor which eliminates the need for hard-to- |" 


handle fittings. The gauge’'s universal 
adaptor plus a special adaptor for the 
Chevrolet 345 engine handles all cars, 


| it is said. In addition, the new T-47 re- 


quires hand pressure only and no 
wrenches, The T-47 compression gauge is 
calibrated to 300 pounds, gauge shows 
maximum pressure in cylinder and holds 
reading several minutes, it is said. 

a / 





INSPECTION ACCESSORY—E. W. Pike 
& Co., Inc., 711 Pennsylvania Ave., Eliza- 
beth, N. J., manufacturers of Flash-O- 
Lens illuminated magnifiers and micro- 
scopes for all inspection work, has an- 
nounced the Henry Disc accessory for spe- 
cific inspection jobs. The Henry Disc fits 
into the bottom housing on 5x and 7x 
Flash-O-Lens models. It has a_ hairline 


| across the diameter of the disc for fine 
| inspection and identification work. 


* * 


8 Pathfinder Mirrors 
Added by Auto Lamp 


The addition of eight mirrors to 
the Pathfinder-line—all featuring 
an adjustable “U-Mounting Arm” 


| assembly—was announced by Auto 


Lamp Mfg. Co., 2909 S. Indiana 
Ave., Chicago, III. 


The new arm assembly was de- 








NEW PRODUCTS 


signed specifically for use on panel 
and pickup trucks, the company 
said, 





AUTOMATIC CAR WAS H—Simplified 
automatic car wash equipment which is 
said to do the work in 12 minutes has 
been marketed by Precision Industries, 
Inc., 12751 Inkster Rd., Livonia, Mich. The 
“Deep-Glo” Powr-Wash machines were 
developed as a replacement for the many 
hand wash situations. The equipment con- 
sists of two main sections: A cabinet unit 
22 inches deep by 60 inches long and 50 
inches high which contains a powerful 
vacuum cleaner, white wall gun, engine 
cleaner and a ‘‘wand” which sprays cold 
water and the manufacturer's own formula 
detergent under 250 pounds of pressure. 
The second unit, which incorporates rins- 
ing bar and blower fans, is mounted 
from the ceiling over the wash area and 
is controlled by a pushbutton on the cab- 
inet. The rinse bar is an inverted L-shape 
which travels around the car, and the 
blowers are so placed as to dry the ve- 
hicle with existing ceiling warm. air. 


WHITEWALL CLEANER — Developed by 
the E. R. Wagner Mfg. Co., 4611 N. 32nd 
St., Milwaukee 9, Wis., the Wagner-Wand 
applicator is designed for use with the 
various liquid cleaners for whitewall tires, 
Made of yellow plastic, the 11 ¥-inch han- 
die holds a half-pint of liquid cleaner. 
The circular head is a polystyrene sponge 
surrounded by a brush. The fluid is pump- 
ed into the sponge head by squeezing 
a rubber diaphragm in the handle. The 
unit can also be filled with auto shampoo 
and used for a complete car washing, with 
a bucket of water or hose for washing 
down and rinsing. 





HEADLIGHT PANEL—Schofield Mfg. Co., 
1140 E. 222nd St., Cleveland 17, O., has 
announced headlight replacement panels 
for all 1955 and 1956 Ford models. Scho- 
field panel P-787, above, is said to be 
the exact facsimile of the Ford section it 
replaces. Right-hand and left-hand styles 
are available. 








CARBURETOR — A low-cost sheet metal 
carburetor for small gasoline engines has 
been developed by the Carter Carburetor 
Division, ACF Industries, Inc., 2840 -N. 
Spring Ave., St. Louis 7, Mo. The low 
manufacturing cost of the unit, the NS, is 
made possible by stamping rather than 
die casting the body, it is said. Its fuel 
economy is said to be comparable to that 
of conventional carburetors. A_ cellular 
plastic air cleaner is built into the car- 
buretor, thus requiring less space than 
the individual air cleaner mounted as a 
separate unit in conventional fuel systems. 
The air cleaner can be removed for clean- 


ing. 





CLEANER—A self-contained, electrically 
powered and electrically heated high 
Pressure cleaner has been announced by 
Homestead Valve Mfg. Co., Coraopolis, Pa. 
Known as Jenny Multi-Job Washer, the 
unit is said to produce a degreasing or 
cleaning spray of 25 gallons per hour at 
300 pounds pressure and 100 degree rise 
in solution temperature; or a wash-rinse 
spray of 90 gallons per hour at 250 
pounds pressure and 25 degree rise in 
solution temperature. It has a float control- 


} led water supply tank for continuous oper- 


ation. Concentrated solution tank and 
solution metering valve provide controlled 
cleaning action. The washer is offered in 
portable or stationary models; operates 
on 230 volt, 60 cycle, single phase, A.C. 
current; is equipped with hose rack, 40 
feet of solution hose, gun, and three noz- 
zle tips. 





PARTS COUNTER—A high-speed, auto- 
matic, electronically controlled parts coun- 
ter, which bulk counts and also batches in 
small lots, handling up to 450,000 items 
per hour, has been announced by Atronic 
Products, Inc., West Conshohocken, Pa. 
Named the Atronics Parts Counter, Model 
620, it handles an unusual variety of parts 
sizes and shapes ranging from paper 
clips, ball bearirig assemblies and fasten- 
ers of all types to candy and drug cap- 
sules, it is said. Items can weigh between 
.01 and 2.5 ounces, and can range in 
size up to about two inches. Applications 
include packaging, prepackaging, bulk 
shipping, inventory control, incoming in- 
spection and production batching, it is 
said, 
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Last year... 








letters, 
phone calls and visits 


from readers were received by the 


Reader Response 
SCORECARD 


67 0,000 bought Fashion 


Patterns & Books, Needlework Patterns 
and Designer Dollar Patterns. 


T ,069 ,000 entered 


The News Football Consensus. 


806,000 contacted 


The News Information Bureau. 


37 ,000 wrote to the Editor. 
65,000 made Food Inquiries. 
247 ,986 sent entries 


in The News World Series Contest. 


113,7 25 contributed to News 
Features, “Bright Sayings”, “Voice 

of the People’, “Household Helps”, 
“Inquiring Fotographer’, “Embarrassing 
Moments”, “Real Life Stories”. 


86,272 witcil about 


Interior Decorations. 


83 i 7 5 queried “Correct Thing”. 


78,000 sent photos to the 


Beautiful Child Contest. 


135,000 attended 


News-sponsored events. 


NEW YORK NEWS! 


Here is dramatic evidence that The News has the most 
responsive audience in the world. 





Here is a newspaper that provokes thought, stimulates action, 
elicits reader response in numbers unmatched by any other 
newspaper in the country. By mail, by phone and in person, 
News readers by the millions contacted their favorite 
newspaper. They mailed in money for patterns, cook books, 
weather almanacs and income tax books... bought tickets to 
News-sponsored events... flocked to The News Information 
Bureau for help on a score of subjects, and wrote thousands 
of letters to the Editors for insertion in The News itself. 


Here is tangible proof that News readers respond 
enthusiastically to News features and services. And 
market-wise Advertisers know they respond just as eagerly 
to the advertising columns, which is one big reason why 
FOR 30 CONSECUTIVE YEARS THE NEWS LED ALL 
NEW YORK NEWSPAPERS IN RETAIL ADVERTISING! 


THE & NEWS 


NEW YORK’S PICTURE NEWSPAPER 


More than TWICE the circulation, daily and 


Sunday, of any other newspaper in America. 
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Volkswagen Presents Awards— 


Volkswagen of America, Inc., presented annual awards for outstanding performance 
to four Southern California sales and service representatives. Those honored and re- 
ceiving plaques and gold pins include, from left, Charles Teichen, service manager, 
Michelmore Motors, Reseda; Peter Becker, salesman, Cotton Goff, Buena Park; Al Har- 
mon, service manager, Competifion Motors Sales, Inc., Hollywood, and Lawrence Hehn, 
field service engineer, Competition Motors Distributors, Inc., Hollywood. Standing to 
the right of Hehn are Robert Burian, zone sales manager, who presented the awards; 
John von Neumann, president, Competition Motors Distributors, and Joseph Metz, 
Volkswagen zone service manager. 
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Continual Evaluation Advocated . 


Auto Advertising 


By Martin L, Whitmyer 
Staff Writer 

The real key to marketing suc- 
cess is continual evaluation of the 
effectiveness of advertising and 
promotional programs in selling a 
product, according to Byron J. 
Nichols, Dodge Division general 
manager. 

In an article in The Adcrafter 
magazine, Nichols said that adver- 
tising should not shoulder the entire 
responsibility for increasing auto- 
mobile sales, but he does “insist that 
advertising must play a more dy- 
namic role in our attempts to re- 
gain a greater share of the buyer’s 
dollar for our industry. 

“And that responsibility includes 
a willingness to appraise what we 
have done, and are doing,” Nichols 
said. “Any medium or program 
which does not permit a strict eval- 
uation—in terms of sales results— 
should be relegated to the waste- 
basket.” 

Nichols said Dodge is interested 
in the specific relationship between 





advertising expense and sales re- 
sults, and also is vitally interested 
in developing newer and More ac- 
curate methods of measuring these 
results. 

“We suggest that advertising is 
of adult age, and that it is capable 
of withstanding severe measures 
and judgments, We believe that it 
must encourage such measure- 
ments.” 

Nichols said Dodge is not in- 
terested primarily in reaching a 
particular share of audience or 
being the top show on any net- 
work, “Our primary interest is 
in motivating several thousands 
of people to visit our showrooms 
each week and buy some cars. 
“We do not claim to have any 
corner on creative abilities, but we 
do claim to have the best open-door 
policy for those who do. We wel- 

come all who come to see us with 
ideas.” 


e-¢ ® 
Ford Again Picks MPO 
MPO Sales & Training Programs, 


SEAT BELT ANCHORS 
ON 1962 MODELS 


automobile makers will add |2” 
seat belt attachments as 
standard equipment on 1962 { 
models,it was announced to- 


day. 


This will enable buyers to 
attach the safety belts easily 
and economically. Previously, 
drilling and other labor costs 


ran the price of seat belts up \s 
to $20 each. Now, the only 


sig 


cost will be the price of the |caf 


belts themselves. 


Vo 


Action by theindustrycame | alu 
after a group of New York! wer. 
State officials, most of whom | ernf 
are members of the State Leg- | T 
islature, conferred with auto! pora 


executives in Detroit. 


New York State Sen. Ed- 


of ¢ 
com 


ward J. Speno, leader of the 
New York delegation, lauded Ma 
the manufacturers’ move. He 
said it would provide car own- 
Wuip-| ers with a cheaper and easier | 
| way for installing the belts. 





The seat belt market is booming ! And, as the news story above attests, the time to 
stock is now. Take full advantage of this new profit opportunity by selling the seat belt 
that gives you more to sell—easy-to-install seat belts of durable, lightweight Caprolan® 
nylon. The largest selection of styles by famous-name manufacturers. An eye-catching 
array of deep-dyed colors to complement all car interiors. And for added salability —the 
Caprolan label—nationally advertised from coast to coast as the symbol of top quality 


nylon. Be ready! Write for sources 


| 


ilied 
| (Bomicst 





be Marketing Department, 261 Madison Ave., New York 16, N. Y. 


. today! 


caprolan 


NYLON FOR THE 60's 





Inc., has been awarded a contract 
by Ford Division to produce the 
film show that will introduce the 
1962 Ford line to Ford dealers and 
salesmen, This is the second con- 
secutive year that MPO has been 
chosen by Ford to produce the 
show. 

The 1962 show will play 28 major 
cities next fall, reaching some 
40,000 Ford dealers and their sales- 
men. 

* * * 


Auto-Europe Picks Meltzer 


Richard N. Meltzer Advertising, 
Inc., has been named advertising 
agency for Auto-Europe, Inc., larg- 
est U. S. firm in the overseas deliv- 
ery automobile field, effective June 
1, 1961. 

The account will be directed out 
of the agency’s New York office, 
and will cover both the United 
States and Canada. 

Auto-Europe, an eight-year-old 
company, has offices in New York, 
Seattle, Chicago and Toronto. 

* * * 


Peugeot, Woron Part 


Peugeot, Inc., has announced the 
discontinuance of Walt Woron As- 
sociates as its public relations 
agency. 

Woron recently joined Renault, 
Inc., New York, as public relations 
director. 

* * * 


Personnel Changes 


George Anderson from Cleveland 
to Midwest advertising manager 
for Petersen Publishing Co., with 
headquarters in Chicago . . . John 
Quinn from McMillin-Foley Pub- 
lishing Co. to Anderson’s Cleveland 
post . .. Hugh Jones, from man- 
ager of TV Guide magazine’s De- 
troit and Michigan editions to 
North Central regional manager in 
Minneapolis .. . Charles Connelly, 
manager of the magazine’s Mem- 
phis and Nashville edition, will suc- 
ceed Jones in Detroit... John 
Peck from partner in O’Brien, 
Weinmann & Peck advertising 
agency, San Francisco, to manager 
of the San Francisco office of 
Petersen Publishing Co. 

Four additions to the New York 
advertising sales staff of Petersen 
Publishing Co.: Nicholas Pitasi 
from sales account executive for 
WABC-TV in New York; Cliff Bel- 
vedere from advertising staff of 
Radio & Television Weekly; Rich- 
ard Walker from Katz Agency, and 
Lon O’Daly from Dougan & Bolle. 

John E. Nielan from newspaper 
representative with Scolaro, Meek- 
er & Scott to manager of the De- 
troit office of Popular Mechanics 

. Douglas Mueller from assistant 
to the president of Seiberling Rub- 
ber Co. to director of public rela- 
tions for Borg-Warner Co., suc- 
ceeding the late Donn Sutton... 
Edward J. Klein from assistant 
manager to manager of advertising 
and public relations for Stran-Steel 
Division of National Steel Corp., 
Detroit. 

Stephen H. Hartshorn, vice-presi- 
dent and director of research, to 
board of directors of Geyer, Morey, 
Madden & Ballard, Inc., New York 

Allen G. Grey, editor of Metal 
Progress, American Society for 
Metals’ magazine of materials and 
process engineering, to editor of 
periodical publications for ASM. . 
LeRoy A. Emmerich, broadcast 
production manager, to vice-presi- 
dent of Geyer, Morey, Madden & 
Ballard, Inc. 

William D. Birke, president and 
director of Huntington (W. Va.) 
Publishing Co., to director of WJR, 
the Goodwill Station, Inc., Detroit 
... Thomas L. Pond from public 
relations manager for Dallas re- 
gion to public relations manager of 
the Kansas City region of General 
Motors Corp., succeeding R. T. 
Kingman jr., who has been trans- 
ferred to Los Angeles as regional 
public relations manager ... 
William Bauer from George C. 
Braun advertising agency, Chicago, 
to Chicago advertising sales staff 
of Look magazine. 

Jerome H.:Ludder from presi- 
dent of Executive Seminars, Inc., 
to Geyer, Morey, Madden & Bal- 
lard, Inc., advertising agency... 
Paul D. Aird, formerly Sunday and 
feature editor of the Detroit News, 
to executive editor of Press Rela- 
tions Newswire, Detroit. 

Dean W. Detweiler from man- 
ager of employe communications to 
manager of relations services for 
Perfect Circle Corp., Hagerstown, 
Ind. ... Anthony C. DePierro, 
media vice-president, to director of 
Geyer, Morey, Madden & Ballard, 
Ine. 











Yes... just about everything in Renault’s U. S$. operation is American. 
This works to benefit our dealers and their customers in a number of 
significant ways. For example, we have “Americanized’’ our Warranty 
Program*—giving owners extended protection—giving Renault dealers the 
industry-standard labor reimbursement. And our dealers are encouraged 


to interpret the “spirit’’ as well as the “word’’ of the war- 
ranty to keep customers well satisfied and enthusiastic. I) FN ! 
Mn 





Today, with new strategically located parts depots 

throughout the country, parts are expedited to dealers 

quickly and surely (And Renault Dealers get the normal . 
American-sized discount on parts). Yes, Renault’s gone American—and i 
our dealers are happier than ever. *12 month or 12,000 mile warranty. 


For information about available Renault Dealerships in your area write: Commercial Division, Renault, Inc., 750 Third Avenue, New York 17, N.Y. 














CARAVELLE DAUPHINE 
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Chrysler Ends Division of Authority... 





Quinn Wields Distribution Reins 


(Continued from Page 2) greeted Quinn with unusual 
warmth, 
Dealer affection for Quinn re- 


unanswered questions, including ey ae Su a ae cat Saleen 


one seeking to determine whose! charge of a prodigious effort to 
job it was to find and approve new| pare company costs. Quinn has 
dealerships and dealers. long been regarded by Chrysler 
At the divisional level, E. M. | dealers as “their man” at head- 
Braden is general sales manager | GUarters in Detroit. 
of a newly-combined Chrysler- Pe Sear 
Plymouth operation directly re- UINN was 57 last Dec. 15, He 
sponsible to Quinn. However, has been with Chrysler Corp. 
Dodge General Sales Manager J. since 1934, reaching his present po- 
B. Naughton has continued to 
report to the Dodge general man- Ford Dealer Aide Cited 
ager, Byron J. Nichols. DEARBORN. — “For achieving 
Quinn and Lynn A. Townsend,| outstanding success in his chosen 
administrative vice-president, con-| field,” Cy H. Arnold, dealer rela- 
ducted dealer meetings in every) tions manager, Ford Division, re- 
section of the country this past| ceived an Alumni Achievement 
spring. Many Chrysler-make deal-| Award at North Dakota State Uni- 
ers, despite the winter recession | versity, Fargo, N. D. He graduated 
and a grievous morale problem, ! from NDSU in 1926. 


fices. A group of key dealers came 
away from the meeting with many 
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PRODUGTION. 
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GREY IRON GASTINGS 
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VS 


ONC FUSIONS 
/ LARGEST7AND MOST:MODERN | 
PRODUCTION FOUNDRIES 


MAIN asl So Seas 
“CHATTANOOGA 2, TENNESSEE 


COOL CARS ON HOT DAYS—That’s the big advantage you get this 

time of year with Childers Carports. Customers take more time to listen 
-.. try ’em... buy’em... when they can shop in the shade! For full 

pete = how easily you can have cool Childers Carports on your lot, see 
‘age 33. 




















DRAMATIC EYE-STOPPER IN SKY! 


Your Message VISIBLE FOR MILES ... 
- . . Costs LITTLE—Gives BIG DISPLAY! 


IDEAL FOR YOUR SPRING 
NEW AND USED-CAR SALES 


PRESTON’S, 102-M Main St., Greenport, N. Y. 



















a 
Brand new U. 8. surplus meteorologi- b eaciess $____. 
cal balloons, inflate to 20 to 30 feet— : ¥ 
use vacuum cleaner or gas. Neoprene , Send Meteorological Balloons to: 
rubber cost Govt. $20—limited quan- a 
tity. $2 plus 50c for handling and post- |» NAME_ 
age, or send $10 for 5 oped -—e ' 
paid. Carry your eye-stopping sales 
message to thousands. eae today from t ADDRESS. ‘ 
PRESTON’S, 102-M Main St., Green- 
port, N. Y. a CITY. ZONE STATE. 
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sition last October. He was himself 
a dealer before joining Chrysler, 
which is a rare distinction among 
auto company executives. He be- 
came a director of Chrysler in 1954. 

Quinn’s assumption of dealer- 
relations control terminates a divi- 
sion of authority which arose in the 
auto industry after the Senate 
hearings of 1955-56. Jacobson had 
reported directly to Colbert. A new 


eee 


director of dealer relations will 
serve under Quinn. 

In 1956, General Motors led the 
way in separating dealer rela- 

tions from distribution. Ivan L. 

Wiles was then named GM’s first 

and only executive vice-president 

in charge of dealer relations. 

Other auto manufacturers follow- 

ed suit, but Chrysler now has 

joined GM in assigning dealer re- 
lations to the distribution chief. 

Chrysler proxy statements dis- 
close that Jacobson received a sal- 
ary of $90,400 in 1959 and Quinn got 
$85,600 last year. Jacobson wag not 
renominated for director in April 
because of his approaching retire- 
ment. 

Laughna, 45, left Chrysler to be- 
come president of Commercial Car- 
riers, Inc., an auto transporting 
company. Kelley jr., 51, who pre- 
ceded Jacobson as dealer relations 
vice-president in 1955, joined De- 
troit’s City National Bank after a 
Chrysler career that stretched back 
to 1935. 

* ok * 

— Laughna and Kelley had 

been named defendants in con- 
flict-of-interest suits filed by Sol A. 
Dann, critic of Chrysler manage- 
ment. Kelley was accused of having 
an interest in Mar-Pak Michigan, 
Inc., described as a Chrysler sup- 
plier. 

Laughna was accused of two 
things: Having an interest in Val- 
ley Die Cast Co., described as a 
company vendor, and figuring in a 
transfer of Chrysler transporting 
business from Metropolitan Convoy 
Co. to Great Lakes Forwarding Co. 
Metropolitan Convoy has sued 
Chrysler because of the loss of this 
business in 1957, 

Meanwhile, a Chrysler spokes- 
man said that Dann has “only 
himself to blame” for delays in 
his eastern suits against the com- 
pany. Dann has stalled these 
suits by refusing to file evidence 
of his charges as directed by the 
courts, the spokesman said. 

Chrysler was scheduled to reply 
Friday to an amended complaint 
from Dann in a proxy-violation 
suit in Federal District Court, De- 
troit. The amended complaint 
charges that the “Keller-Colbert 
policy” was continuing as a costly 
influence at Chrysler, It also 
blames management policies for 


damaging dealer morale. 
* * ok 


Balthrop Heads Airtemp 


As Augenstein Resigns 
DAYTON. — Paul M. Augenstein 
has resigned as president of Chrys- 
ler’s Airtemp Division here. He will 
become executive vice-president of 





P, M. Augenstein W. P. Balthrop 


American Radiator. Augenstein, 48, 
joined Chrysler in 1958. 

Charles B. Gorey jr., group exec- 
utive for Chrysler’s Special] Prod- 
ucts Division, announced that Wil- 
liam P. Balthrop will succeed Au- 
genstein. 

For the last year Balthrop, 40, 
has been president of the Amplex 
Division in Detroit, also a part of 
Chrysler’s special products group. 
He joined Chrysler in 1944 as a 
student engineer. 


Griffin Marks 43rd Year 

DALLAS.—Ben Griffin Auto Co. 
(Ford) observed its 43rd anniver- 
sary with an open house at its main 
location, 1601 S. Ervay. Ben E. 
Griffin, son of the founder, is pres- 
ident. 













Dodge Dealers Visit Factory— 

Dodge dealers from the Syracuse (N. Y.) region complete their annual trek to 
Detroit and the Dodge plant. The dealers attended a banquet, told tall tales and 
then drove their 91 cars back to their dealerships. 





Scout’s Acceptance Brings 
Hike in I-H Dealer Total 


(Continued from Page 2) 


branch network has given us 
solid coverage of the truck mar- 
ket, we felt that greater exposure 
for the Scout was desirable in 
larger metropolitan centers,” he 
said. 

“To accomplish this goal we 
have been signing up reliable new 
dealers, the majority of whom have 
passenger-car franchises. 

‘Initial activities in this direc- 
tion have been on the West Coast. 
Based on their success, we plan 
to expand our dealer recruitment 
program throughout the nation.” 

Buzard said a trainload of 600 
Scouts recently was shipped from 
the Fort Wayne (Ind.) plant to 
dealers in Arizona and California. 
They were carried on 50 rail cars 
and comprised the largest single 
shipment of Scouts since the model 
was introduced last January. 

Only 50 Scouts were being built 
each day at introduction time, Buz- 


ard said, but production was ex- 


panded to 164 units per day after 
90 days. The 10,000th Scout was 
built May 2. 

The Scout has a wheelbase of 
100 inches. It is 154 inches from 


bumper to bumper and has a 


Court Approves 
Sale of Dealership 
In Cooke Chain 


LOUISVILLE. — Theodore Bates, 
Federal bankruptcy referee, has 
authorized the sale of Girdler Mo- 
tors (Ford) to three of its former 
executives. 

Girdler Motors was part of the 
Thurston Cooke automotive empire 
which collapsed a year ago. The 
dealership has been supervised by 
Federal Bankruptcy Court since 
June 8, 1960. It was closed March 
30 to conserve its remaining assets. 

The firm is expected to reopen as 
Burns Ford. William M. Burns sr. 
was president of Girdler. His as- 
sociates in Burns Ford will be his 
son, Richard, who was Girdler new- 
car sales manager, and Henry 
Shipp, formerly Girdler general 
sales Manager. 

Referee Bates authorized the’ sale 
of Girdler’s cars, supplies, equip- 
ment and fixtures to the Burns 
group, provided they enter into a 
sales contract by June 30. The new 
firm will lease the Girdler property 
for $2,150 per month. 


Ford Credit Offers 


Commercial Paper 


DEARBORN.—Ford Motor Cred- 
it Co. is expanding its financial op- 
erations by entering the commer- 
cial paper market, according to 
Robert S. Olson, president, 

The company began borrowing 
from banks in December, 1960, and 
last week opened an issuing office 
for its commercial paper at the 
home office here. The company 
plans to open additional issuing of- 
fices in the future as its cash re- 
quirements increase, Olson said. 








five-foot-long pickup body. Its 
four-cylinder engine develops 90 
horsepower and displaces 152 
cubic inches. 

A two-wheel-drive unit is offered 
at $1,750.84, and a four-wheel-drive 
model is priced at $2,128.84, includ- 
ing Federal tax and assembly and 
handling charges. 


Isbrandt Wins 
AMC Promotion 


DETROIT.—R al ph H. Isbrandt 
has been elected vice-president of 
automotive engineering and re- 
search for American Motors Corp., 
it was announced 
by President 
George Romney. 

Isbrandt had 

been director of 
automotive engi- 
neering for AMC 
since 1956 and 
previously had 
been chief design 
engineer since 
1953. 
: , Isbrandt is a 
Ralph H. Isbrandt member of the 
SAE board of directors and is 
chairman of the Engineering Ad- 
visory Committee of the Automo- 
bile Manufacturers Assn. 

He joined Firestone in 1936 as 
assistant automotive research engi- 
neer and later became vice-presi- 
dent and general manager of the 
company’s subsidiary, Firestone 
Aircraft Co. In 1947 he joined 
Kaiser-Frazer Corp. ag chief chas- 
sis engineer and in 1949 became the 
company’s chief aircraft engineer. 
Isbrandt previously served with 
Nash Motors as chassis designer 
from 1929 to 1936. 
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Specially treated, highly absorbent 
cotton flannel, overedged. For quick 
cleaning of cars with the new syn- 
thetic finishes—all other car finishes, 
too, Fine for household use, In hand- 
some metal container. 

Sold with success by car dealers 
everywhere, 

Also in the complete Las-stik line of 
car care products: leather cleaner ¢ 
wash mitts ¢ tar remover e windshield 
washer solvent ¢ white tire cleaner ¢ 
bug cloth. 


LAS-STIK MFG. CO., HAMILTON, OHIO 
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Donner Quizzed at Meeting... 
eS 


GM Stockholders Get 
View of Dealer Plight 


(Continued from Page 3) 


that all the time. It is not a situa- 
tion that changes overnight. 

“Without accepting certain of 
the statements that you implied in 
your question as correct, I think 

the best thing to say is that this 
is something we are working out. 

“I think on the whole our deal- 
ers—and I can speak only for our 
dealers—are in a favorable profit 

position over the years. But it must 
be remembered that they are inde- 
pendent businessmen with a con- 
tract with us that they are able to 
continue to keep under the law as 
long as they do a reasonably good 
job.” 

Tommy Loughran, former world 
light-heavyweight boxing cham- 
pion, asked: “Has General Motors 
given consideration to placing an 
elected GM dealer or dealer repre- 
sentative on the board of directors? 

“Because of the many mutual 
interests between manufacturing 
and distribution,” Loughran said, 
“it would seem to be that such a 
move would be logical, for it 
could serve a two-way purpose. 

“First, it would bring prompt, ac- 
curate and uncolored information 
on the problems of the distribution 
end of our business directly to that 

executive group. 

“It undoubtedly would provide 
them with a better-informed opin- 
ion when decisions are to be made, 
particularly as they relate to the 
distribution end of our business. 

“Such a member on the board,” 
Loughran added, “would give our 
distributors both a voice in and a 
better undérstanding of GM _ poli- 
cies and decisions. 

“It is quite apparent that there 
is considerable discord between our 
management and our dealers. Such 
a@ move would undoubtedly go a 
long way toward creating renewed 
confidence in General Motors on 
the part of our dealers. I think our 
dealers merit that consideration.” 

Donner replied, “Your suggestion 
will be taken under consideration. 

“I might say, however, that our 
dealers, through council, meet 
with divisional and corporation 
executives regularly throughout 
the year, and I believe that a 
very good means of communica- 
tion is afforded in that respect, 

“But, nevertheless, we will take 
this under consideration.” 

A. H. Parsons noted that the 
number of dealers handling do- 
mestic makes of passenger cars 
dropped from 49,173 in 1949 to 
32,074 at the beginning of this year. 

He added: “Six makes have died 
in the postwar _ period—Kaiser, 
Hudson, Nash, Packard, DeSoto 
and Edsel. All were in the medium- 
price group. That group has shrunk 
from about 47 percent of available 
business in the immediate postwar 
period to about 18 percent cur- 
rently. 

“General Motors reportedly has 
its second-largest investment in 
Buick. What plans has GM to im- 
prove the public acceptance of 
Buick and stem the tide of failures 
among Buick dealers? 

“Further, over 10,000 of our 
Buick, Oldsmobile and Pontiac 
dealers are in that price group, 
and it would appear that the 
greatest dealer attrition will con- 
tinue to occur in that group. 

“Each of the other Big Three 
manufacturers has recently 
dropped a make in the medium- 
price group,” Parsons continued. 
“Since the Buick, Oldsmobile and 
Pontiac dealers numerically repre- 
sent 53.5 percent of GM dealer out- 
lets, my question is: 

“Does GM feel that the market 
will support this important seg- 
ment of its distribution and, fur- 
ther, what are GM’s plang to 
strengthen the position of over 
half its dealers?” 

Turning to money matters, Par- 
sons said: “The GM annual state- 
ment noted that $82,191,300 was 
paid out as bonuses to 13,955 ex- 
ecutives. This averages approxi- 
mately $6,000 each, though there 
was, of course, a wide variance be- 
tween the award to top executives 
and lower echelon, 

“This award, applied against do- 


mestic production of 3,682,000 cars 
and trucks, averages out to $23.22 
per vehicle, which happens to be 
almost exactly the average of the 
reported dealer profit per car. 

“This executive bonus of $82,191,- 
300 is equal to $5,850 each for the 
14,000 individuals holding General 
Motors dealer franchises,’ Parsons 
said, “That $5,850 is reportedly 
more than many of them made, de- 
spite the employment of their risk 
capital. 

“My further question is: For 
the continuing welfare of Gen- 
eral Motors, wouldn’t it have 
been better to expend some of 
those millions on ways and 
means of strengthening our all- 
important distribution system?” 


Donner replied, “Ag I recall, 
there were a lot of questions 
wrapped up here. I think I can 
summarize my thinking by saying 
that we are working very hard at 
the production and distribution 
problem of our lines of cars. 


“I think I can comment on 
Buick, I would like to have you go 
out and drive this year’s Buick. 
Just see if you don’t think it is a 
good car!” 

Donner continued, “From the 
standpoint of our compensation 
system, I don’t see that there is 
any necessary relationship between 
that and dealers’ profits. 


“We have a committee of inde- 
pendent directors who are fol- 
lowing with great care the work- 
ings of that compensation 
system. They believe its operation 
is for the good of the corporation 
and its stockholders, and in that 


[ 


By Single Vote... 


respect I think we have to stand 
on our record.” 

Other questions and observations 
came from A, S. Clark, Eastern 
field director, National Federation 
of Independent Business. 

Clark said, “The interest of the 
federation—and, in this particular 
case, the hundreds of automobile 
dealers throughout the country 
who are members of the federation 
—is based on a deep concern over 
the deplorable state of the retail 
automobile business which our fed- 
eration representatives are finding 
everywhere they go. 

“Every year when We make our 
calls, we find more and more empty 
places of business where some deal- 
ers have operated for maybe a 
quarter of a century. This is of 
great concern in our organization 
and is typical of what is happening 
in the entire distribution field. 

“It has become so bad in the auto 
business, however, that in all my 
travels and contacts, I have rare- 
ly found anyone who would be in- 
terested in starting or putting 
money into a dealership. This is 
particularly true in the metropoli- 
tan areas where the bulk of the 
cars are sold.” 

Clark continued: “Time mag- 
azine, in its March 24 issue, 
through a feature called Heyday 
of the Haggle and subtitled The 
Arabian Bazaar, documented the 
chaotic conditions that exist 
today in the retail auto business. 

“As a challenge to that article, a 








Pontiac dealer, Mr. M. H. Yager, of 
Albany, N. Y., addressed a letter to 
Mr. Henry Ford that has been 
widely publicized and reprinted. 

“The contents of that letter were 
used by Mr. Ed Wimmer, vice-pres- 
ident and public relations officer of 
the National Federation of Inde- 
pendent Business, in his column in 
the Cincinnati Enquirer on May 8, 
1961. 


“We have today seen fit to dis- 
tribute here numerous reprints of 
Mr. Wimmer’s column. I have ad- 
ditional copies for anyone who 
would like one. I assure you it is 
well worth reading and accurately 
points out the deterioration that is 
occurring throughout the distribu- 
tion segment of our economy. 


“My conversations with GM deal- 
ers,” Clark declared, “have led me 
to the belief that factory policies 
such as the creation of what are 
known as ‘bargain barns’ and 
‘stimulator dealerships,’ etc., have 
disrupted entire markets and de- 
stroyed the investments and hopes 
of some of the most reliable auto 
dealerships in the nation. 

“As an organization of inde- 
pendent business people, we 
would like to know if immediate 
steps will be taken to correct the 
conditions I have enumerated.” 

Donner replied: “I might say 
that we have been working for a 
long time on this problem of the 
distribution system, 

“This igs no place to debate the 
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problem at length. I’m sure that if 
you could discuss it, perhaps, with 
Mr. (James M.) Roche, vice-presi- 
dent in charge of our distribution 
staff, it might be a little more pro- 
ductive, and you would be able to 
have the time to do it.” 

(Eprror’s Note: Clark did dis- 
cuss his questions with Roche 


after the meeting.) 
* * * 


Trade Association Asks 


Distribution Questions 
WILMINGTON, Del.—A telegram 
from an official of the National 
Federation of Independent Busi- 
ness asked some pointed questions 
of General Motors Chairman Fred- 
eric G. Donner on the day of GM’s 
annual shareholders meeting. 

The wire was signed by Ed 
Wimmer, vice-president and pub- 
lic relations director of the fed- 
eration. Wimmer also is a colum- 
nist for the Cincinnati Enquirer. 


He asked: “What plans, if any, 
does General Motors have for end- 
ing or curbing competitive prac- 
tices which are bankrupting count- 
less GM dealers and closing ave- 
nues to new venture capital in the 
retail auto business?” 


Wimmer concluded, “Continua- 
tion of present emphasis on volume 
at any price will result in further 
deterioration of quality and service 
and poses a threat that GM officials 
and stockholders can no longer 
ignore.” 





Truck Sales Off 19 Pet. in Mareh 


ee registrations dip- 

ped to 72,487 units in March, 
down 19.12 percent from sales of 
89,627 units in March of last year, 
figures from R, L. Polk & Co. show. 

The March showing was the 
pourest for that month since 
55,483 new trucks were sold in 
March of 1955. However, this 
year’s March total was 22.19 per- 


Akron Salesmen OK Union 


NIVERSAL MOTORS, INC. 

(Ford), has become the first 
dealership in Akron to be organ- 
ized by the Retail Clerks Interna- 
tional Assn., Local 860, in its cam- 
paign to unionize automobile 
salesmen in the area. 

Salesmen at Universal voted 
6-to-5 in favor of representation by 
the union in an election conducted 
by the National Labor Relations 
Board. The NLRB 
now will certify the 
union as bargaining 
agent for the sales- 
men. 

The Universal Mo- 
tors election was one of two con- 
sented to by Akron dealers. The 
other. consent election will be held 
today (May 29) at Summit Buick, 
Inc. 

The NLRB has ordered a third 
election among salesmen at Rich- 
ards-Wallace, Inc. (Lincoln-Mercu- 
ry), Barberton, O. The union also 
has filed petitions for representa- 
tion elections at six other dealer- 
ships. These include: 

Barberton Motor Sales, Inc. 
(Dodge), Barberton; Anderson 
Pontiac, Inc., Akron; Burt Green- 
wald Chevrolet, Barberton; O’Neil 
Ford Sales, Inc., Akron; Laugh- 
man Motor Co. (Ford), Barber- 
ton, and Jones Buick, Cuyahoga 
Falls. 

George Frazee, Local 860 business 
agent, termed the Universal Motors 
election “a tremendous victory.” 

He said there would be no contract 
negotiations until at least 50 per- 
cent of the dealerships in the 
Akron area are organized, 
* * ok 
| heel OTHER dealer-labor develop- 
ments, the NLRB has ordered 
15 more representation elections 
among salesmen at dealerships in 
the San Fernando Valley area of 
Los Angeles. 

The election orders are the result 
of 70 petitions filed by RCIA Local 
1056 in a campaign to organize area 
salesmen, To date, the NLRB has 
ordered elections at 48 dealerships. 

In recent weeks, Local 1056 has 
withdrawn from elections at Gal- 
pin Motors, Inc., San Fernando, 
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and Clark Bros. 
mona, 

The union also is involved in a 
disputed election at Tom Carrell 
Chevrolet, San Fernando, where 
five votes were cast for the union, 
two against and three votes were 
challenged. The NLRB will investi- 
gate the challenged votes before 
announcing the results of the elec- 
tion, 

In Forest Hills, N. Y., service 
employes at Luby Chevrolet Co., 
Inc., voted 22-to-17 for the de- 
certification of Teamsters Local 
686 and District 15, International 
Assn. of Machinists. 

In Bedford, Ind., Temasters Local 
135 lost a representation election 
at Land Pontiac-Buick when vot- 
ing among six service employes 
ended in a tie. 

In Trenton, Mich., the NLRB has 
ordered a representation election 
among shop employes at Southwest 
Motor Co. (Dodge). The employes 
will vote for or against Teamsters 
Local 376 as their bargaining agent. 


How They Fared... 


(Buick), Po- 








cent above the 59,322 new trucks 
sold in February. 

Studebaker was able to push its 
March sales above the total for 
March of last year while all other 
lines had declines, Ford was the 
top-selling truck in March for the 
second straight month. 

cs * * 
ALES for each line for March 
of this year and last were: 
March, March, 








1961 1960 

RS. cisinaisecientioscyagts 23,891 25,484 
Chevrolet. ................ 23,829 32,579 
International ........ . 8,292 9,949 
SEL bbisistscstestichsisnn 5,618 7,343 
eT 3,152 4,259 
PN Fos dtshrvtysoteotin 2,114 2,779 
MMM cuceesiccdiesvonssinses 974 1,325 
Pon cases vacivanessondio’ 808 1,084 
Studebaker _............ 478 297 
Diamond T ............ 137 252 
Brockway ................. 105 119 
Miscellaneous ........ 3.089 4,157 

EMIS ak oxosccnsincniece 72,487 89,627 


Studebaker was the only line 
which increased truck sales in the 
first three months of this year. 
Sales for the industry totalled 194,- 
116 in the three-month period, down 
10.73 percent from the 217,449 sales 
in the first three months of last 
year. 

Studebaker’s sales more than 
doubled to reach 1,212 units, good 
for 0.62 percent of the market and 
a gain of 0.36 percentage points 
over last year’s penetration. At 
least a part of the Studebaker 
surge this year can be traced to the 
fact that truck production was sus- 
pended in late 1959 and early 1960, 





due to the steel strike. 
= * J 


THREE truck lines were able to 
increase their market penetra- 
* * 





Commercial Car Registrations 


By Makes 
First Three Months, 1961 vs. 1960 


First 3 
Months, 

Make 
Chevrolet 
Ford 


Studebaker 

Diamond T 
Brockway 
Miscellaneous** 


**—_Miscellaneous includes imports, 
Herrington, Peterbilt, ete. 





217,449 
*—White includes Autocar, Freightliner, Reo and Sterling. 


Corbitt, 


Percent Percent Percent 


Share of Share of 
’61 Market ’60 Market 


33.61 34.26 
32.94 30.21 
10.52 11.75 
7.94 7.58 
4.40 4.56 
3.45 3.08 
1.38 1.65 
1.00 1.28 
-62 26 
22 30 
12 14 
3.80 4.93 


First 3 
Months, 
1960 
74,495 
65,694 
25,551 
16,493 

9,912 
6,702 
3,585 
2,784 
562 
655 
297 
10,719 


100.00 100.00 


Diveo, FWD, Kenworth, Marmon- 


—Compiled from R. L. Polk & Co. data. 


tion in spite of lower sales in the 
first three months. The three, their 
unit sales, percent of market and 
percentage-point gains in penetra- 
tion were: 

Ford, 63,951 units sold, 32.94 per- 
cent of the market, up 2.73 points; 
GMC, 15,405 units, 7.94 percent, up 
0.36 points, and Willys, 6,701 units, 
3.45 percent, up 0.37 points. 

The other lines suffered losses 
both in unit sales and penetration. 
Their figures were: 

Chevrolet, 65,246 units sold, 33.61 
percent of the market, down 0.65 
points; International, 20,426 units, 

10.52 percent, down 1,23 points; 
Dodge, 8,533 units, 4.40 percent, 
down 0.16 points. 

White, 2,670 units, 1.38 percent, 
down 0.27 points; Mack, 1,937 units, 
1.00 percent, down 0.28 points; Dia- 
mond T, 432 units, 0.22 percent, 
down 0.08 points, Brockway, 228 
units, 0.12 percent, down 0.02 points, 
and miscellaneous, 7,375 units, 3.80 
percent, down 1.13 points, 

* * * 
Carve and Texas, as 
usual, ranked one-two as the 
top truck-buying states in March. 
The top 10 states and their regis- 
trations for March of this year and 
last were: 


March, March, 

1961 1960 
1. California .......... 8,178 10,123 
Be TOORMD  sicischssssoceeed 5,954 8,001 
3. New York ............ 5,110 4,733 
Bs MONO fvvsisivasnnsscea 3,549 4,087 
5. Pennsylvania .... 2,962 3,980 
6. Michigan ............ 2,585 4,241 
eae 2,545 3,216 
8 Georgia ................. 2,365 2,170 
9 Fioridda. ........:..0.+. 2,352 3,072 
9. New Jersey ........ 2,352 2,915 


March sales topped the year- 
earlier total in 14 states while 
fewer registrations were recorded 
in 36 states and the District of 
Columbia. 


M-B Sales Best 
Since July, 1959 


SOUTH BEND—The highest 
monthly retail sales figure for 
Mercedes-Benz automobiles in the 
United States since July, 1959, was 
recorded in April, said J. Bruce 
McWilliams, sales vice-president. 


Reporting a U. S. domestic and 
tourist retail delivery total of 1,395 
units sold last month, McWilliams 
said this represented a 22 percent 
increase over the previous month 
and 11 percent over sales for April 
a year ago. 

McWilliams also reported that 
sales of Mercedes-Benz diesel pas- 
senger cars have increased sub- 
stantially. In 1959 only 7 percent of 
Mercedes sales were in diesels, 
while now they account for 17.7 
percent, he said. 











Jacobson Leaves— 


Ending a 47-year auto career this week 
is Charles L. Jacobson, dealer relations 
vice-president at Chrysler Corp. Jacobson 
joined Chrysler in 1925, the year the com- 
pany was organized. 
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As Jacobson Retires... 


Dealers’ Role Acclaimed 


A RETIRING factory sales execu- 

tive with 47 automotive years 
behind him made quite an admis- 
sion last week: 

“Dealers control the purchase of 
cars today more than ever. There 
are no ‘bad cars’ today and me- 
chanically they’re pretty much 
alike, so that means the dealer is 
all-important in this industry.” 

The compliment to the role of 
dealers came from Charles L. 
Jacobson, dealer relations vice- 
president of Chrysler Corp., whose 
65th birthday today (May 29) 
marks his formal discharge from 
active duty, 

Joining Chrysler in 1925, its or- 
ganizational year, Jacobson won a 
reputation for dealer-mindedness in 
discharging various sales responsi- 
bilities. His final five-year stint as 
head of dealer relations, reporting 
directly to Chrysler President L. L. 


Success Stems from Work, 
Wash. State Parley Told 


SPOKANE. — Planned develop- 
ment of a dealership was one of 
the main topics of the Washington 
State Auto Dealers Assn. conven- 
tion here, 

“Success is not luck, it is work,” 
the 300 delegates were told by R. 
Mitchell McClure, a former school 
teacher who now operates five 
dealerships in California. 

Along with work, McClure said, 
proper dealership development de- 
pends on teamwork and leadership. 

“Too many dealers,” he said, 
“have the idea that all they have 
to do to become successful is to buy 
a dealership where the other dealer 
has made money. 

“They seem to forget that the 
other dealer put in a lot of work 
between the first dollar and his re- 
tirement.” 

Clayton D. Kauffman (Buick), 
Spokane, was elected president. 
Other officers are: First vice- 
president, Warren Simmons 

(Chevrolet), Olympia; second 
vice-president, Harold Pingrey 
(Ford), Selah; third vice-presi- 
dent, Arvid Andresen (Plymouth), 
Seattle, and secretary-treasurer, 
V. I. Whitney (Chevrolet), Monte- 
sano. 

Richard Jones (Pontiac), Wenat- 
chee, will serve as a member of the 
Executive Committee and Leo E. 
Titus (Ford), Tacoma, is the as- 
sociation’s director for the National 
Automobile Dealers Assn. 

In stessing the importance of 
teamwork in a dealership, McClure 
said, “The word ‘T’ takes the team- 
work out of an operation. In our 
company meetings we put emphasis 
on how little we can do alone. We 
must provide opportunity and se- 
curity for all workers in the organ- 
ization. 

Discussing expense control, he 
said, “Keep on top of expenses in 
a controlled manner so that you 
can deal with the economic con- 
ditions in your locality .. .” 

Warren King, automotive mer- 
chandising manager for Life maga- 
zine, announced publication of the 
ABC of Automotive Advertising, a 
handbook to be distributed to all 
franchised dealers in the near 
future. 

“A survey shows that dealers 
spend approximately $7,000 a year 
for local advertising,” King said, 
“We believe that if automobile 
dealers are made knowledgeable 


Green Motor Acquires 
Jarrard’s Plymouth Line 


PENSACOLA, Fla.—Green Motor 
Co. has acquired the Plymouth 
franchise formerly held by Jarrard 
Motor Sales, Inc., which will con- 
tinue to handle Renault and Tri- 
umph, Green also will continue to 
sell the Chrysler-Imperial line. 

Jarrard Motor Sales is owned by 
Wendell Jarrard, former Renault- 
Triumph distributor and a former 
president of the National Inde- 
pendent Automobile Dealers Assn. 


about advertising, we can help 
them save some part of that 
$7,000.” 

Other speakers included James C. 
Moore, NADA executive vice-presi- 
dent; Arthur H. Kenny, Vallejo, 
Calif., a member of NADA’s Indus- 
try Relations Committee, and M. 
E. Darlington, managing director 
of the Auto Industries Highway 
Safety Committee. 

The convention adopted a resolu- 
tion expressing appreciation for the 
efforts of NADA and confidence in 
its future. 

Kauffman was general conven- 
tion chairman and Fred C. Becker 
was co-chairman. 





e 
Truck Driveaway 
Staged by Dodge 

DETROIT.—Nearly 300 Dodge 
dealers, sales managers and their 
wives arrived here by boat last 
Friday (May 26) to pick up 600 
new trucks at the Dodge Truck 
plant, Warren, Mich. 

The dealer group sailed from 
Chicago, cruised up Lake Michigan 
and stopped at Mackinac Island in 
the Straits of Mackinac. 


The dealers on the cruise were 
from 17 states—Illinois, Indiana, 


Ohio, Michigan, Iowa, Minnesota, 
North and South Dakota, Wiscon- 
sin, Wyoming, Nebraska, Okla- 
homa, Texas, Kansas, Colorado, 
Missouri and Western Kentucky. 













Oldest Dealer Honored— 


Frank G. Held, right, Chevrolet's oldest 
dealer, was honored at a 100th birthday 
celebration in Kenyon, Minn., by relatives, 
friends, neighbors and by Chevrolet, 
which he has represented for nearly half 
a century. Warren R. Peel, left, Chevrolet 
Chicago regional manager, presented 
Held with a scroll, signed by K, E. Staley, 
Chevrolet general sales manager, con- 
gratulating him for his “long lifetime of 
useful business and community service." 





Colbert, was a tribute to the esteem 
in which dealers always held him. 
“Sure,” he said in an AUTOMOTIVE 
News interview, “being a dealer is 
a lot more complicated today. But 
there is no monopoly on who gets 
the business, and the gates are 
wide open for young men to do a 
job for themselves and their fran- 
chise or company. 
i‘ + * 
“Epasesse who complain so 
much about product should 
remember that a car’s troubles can 
be made into a tremendous sales 
advantage. A customer remembers 
what a dealer has done to cure 
troubles; he forgets a dealer if 
there have been no troubles. 
“That’s why I have always harp- 
ed on service and organization in 
advising dealers. A customer built 
on reliable service stays with a 
dealer. Price customers shop 
around and get lost.” 


Jacobson shrugged off retire- 
ment-party suggestions from fac- 
tory and dealer friends with these 
words: 

“fd rather look ahead to the 
future than reminisce over the 
past. This is a look-ahead busi- 
ness with unending challenges.” 
A photography specialist, Jacob- 
son and his wife plan to spend six 
months of each year on travels to 
distant lands. They will visit South 
America soon, following that up 
next winter with an around-the- 
world cruise. 

“I feel no more than 55,” he con- 
fided, “but I can’t say that I’m 
sorry to reach that 65th birthday. 
I have no regrets and would do 
everything all over again the same 
way if I had the chance.” 

* ok * 

ACOBSON was a member of the 

Chrysler board of directors from 
April, 1956, until he retired from 
that post earlier this year. 

In June, 1954, he was elected a 
vice-president of the corporation 
and was named to head the com- 
pany’s sales activities. His appoint- 
ment to the new post was part of 
the sales program that played a 
major role in the launching of the 
corporation’s “forward look” pro- 
gram that year. 

He previously had been pres- 
ident of the company’s Service 
Parts and Accessories (MoPar) 
Division since 1949. At that time 
he became the third president of 
MoPar, his two _ predecessors 
being the late Walter P. Chrys- 
ler, founder of the company, and 
K. T. Keller, retired board chair- 
man of Chrysler Corp. 

Under Jacobson’s direction the 
parts operations of the company 
were streamlined and the time 
needed to handle dealer orders was 
reduced from weeks to a matter of 
hours. He established parts whole- 
salers throughout the country and 
increased parts business. 

In 1953 a new, 855,000-square-foot 
plant was completed in Center 
Line, Mich., to serve as headquar- 
ters for MoPar. 

* * * 

URING World War II, Jacob- 

son was given the assignment 
to obtain defense contracts for 
Chrysler Corp.’s old Evansville 
(Ind.) plant, which up to that time 
had been assembling Plymouth 
autos and had an employment of 
some 600 people. He transformed 
it into a leading ordnance produc- 
ing unit, employing more than 
12,000 workers. 

After the war, and until his ap- 
pointment as president of MoPar, 
he was assistant to the general 
manager in charge of all Chrysler 
Corp. subsidiary activities, includ- 
ing the Airtemp, Amplex and Cycle- 
weld Divisions. 

Jacobson’s first job at Chrys- 
ler was district sales representa- 
tive in Boston. A few months 
later, because of his experience 
in selling luxury cars for Wills-St. 
Clair Automobile Co., from 1919 
to 1925, he was placed on special 
assignment to merchandise the 
Chrysler Imperial automobile in 
the East. 

He became regional manager for 
the Minneapolis territory in June, 
1926, and in the following year was 
made president of the corporation’s 
retail and wholesale outlets in 
Philadelphia, He joined Chrysler 


Division as a sales executive in 
1932. 2 

A year later he took over the di- 
vision’s Detroit retail branch, and 
shortly thereafter set up Chrysler 
retail branches in Pittsburgh. In 
1934 he was placed in charge of the 
division’s seven major branches 
throughout the country. In 1936 he 
became vice-president of Chrysler, 
DeSoto and Plymouth sales for the 
West. 

* * a 
E WAS named vice-president in 
charge of sales for Chrysler 
Division in 1938. The division in- 
creased its sales during 1939 and 
1940 by 64 percent over the previous 
two-year period. 

Jacobson’s auto career began in 
1914. He served five years as a mo- 
tion picture cameraman for Ford. 
Working in the advertising depart- 
ment, he helped produce films on 
all types of subjects ranging from 
current events to travelogs. 

Jacobson served two years as 
Michigan chairman of the Cru- 
sade for Freedom, an enterprise 

for support of Radio Free Eu- 

rope by voluntary contributions. 

He was a member of the Presi- 
dent’s advisory committee for 

the American National Exhibi- 

tion in Moscow. 

He was elected a director of the 
National Safety Council in 1959, the 
same year he retired from the Au- 
tomobile Manufacturers’ Assn. 
board of directors after more than 
three years of service, Last year he 
was elected secretary-treasurer of 
the National Highway Users Con- 
ference. 

A former commodore ‘of the 
Grosse Pointe Yacht Club, Jacob- 
son has served on the mayor’s ad- 
visory committee for the Port of 
Detroit for several years. He is 
a trustee for Detroit’s Grace Hos- 
pital, 

The Jacobsons have two daugh- 
ters. They plan to retain their res- 
idence at 70 S. Deeplands, Grosse 
Pointe Shores, Mich. 

—MayNarp M. Gorpvon 


DuPont Ordered 
To Dispose of 


Its GM Stock 


WASHINGTON.—The United 
States Supreme Court ruled last 
week that duPont Co. must get rid 
of its 63 million shares of General 
Motors common stock. It was the 
latest chapter in an antitrust case 
that began in Chicago District 
Court in 1949. 

Within 60 days, duPont must 
present a divestiture plan to the 
Chicago court. The Justice De- 
partment then will have 30 days 
to offer a counterproposal. 

Actual divestiture must begin 
within 90 days after a final judg- 
ment is entered by the District 
Court, and it must be completed 
within 10 years. 

However, another session with 
the Supreme Court is not impos- 
sible. The case could be returned 
to the high court on appeal after 
the District Court approves a dives- 
titure plan. 

If duPont should elect to dis- 
tribute the GM stock to duPont 
shareholders, it would be consider- 
ed income to the recipients and 
would be taxed at regular income 
tax rates. 

The duPont shareholders might 
have to pay more than $1 billion 
in taxes, according to Crawford H. 
Greenewalt, duPont president. He 
called upon Congress to correct this 
situation. 

DuPont has 200,000 shareholders; 
GM. has 800,000. The market value 
of duPont’s 63 million shares of GM 
stock is nearly $3 billion. DuPont 
owns 23 percent of GM common 
stock. 


Willys Signs GM Outlet 
TALLAHASSEE, Fla. — Proctor 
& Proctor, Inc, (Cadillac-Pontiac), 
has been franchised by Willys to 
handle the Jeep line. 


Quick Task-Force Action 
Urged by Pennsylvanians 


PITTSBURGH. — An expression 
of full support of the National 
Automobile Dealers Assn. Task 
Force Committee was unanimously 
endorsed by delegates to the Penn- 
sylvania Automotive Assn. conven- 
tion here. The text follows: 

“This is a very critical period. 

We dealers face the darkest days 

in automotive history. We, as 

dealers in the Pennsylvania 

Automotive Assn., know this and 

the NADA Task Force confirms 

that this condition is nationwide. 

“This industry is sick and im- 
mediate steps must be taken be- 
fore too many more dealers will 
be forced out of business to the 
detriment of all segments of our 
economy. 

“The delegates to our 41st annual 
meeting hereby call upon NADA 
to forcefully bring to the attention 
of all top factory executives the 
conditions revealed by the Task 
Force and to obtain immediate 
statements of concrete steps which 
the various factories propose to 
adopt to assist in correcting the 
conditions revealed. 

‘Unless immediate actions are 
we 


initiated by the factories, 





Post Cites Garret?— 


Ed Garrett (Ford), right, Loveland, Colo., 
receives the Saturday Evening Post Ben 
Franklin Quality Dealer Award for citizen- 
ship, community service, and contribution 
to the automotive industry. Ed Eisenhauer 
(Dodge), Grand Junction, president, Col- 
orado Automobile Dealers Assn., presents 
the award. 


strongly urge that NADA request 
that proper congressional investi- 
gating committees be instituted for 
the purpose of revealing to the 
entire nation the causes which 
have resulted in this very serious 
situation, with the goal that cor- 
rective steps will be taken by both 
factories and dealers.” 

Edwin W. Parkinson, PAA as- 
sistant general manager, said 
that the association officers and 
directors wholeheartedly com- 
mend the Task Force Commit- 
tee. 

He said that in referring to con- 
gressional investigating commit- 
tees, they do not desire nor do 
they feel the need for Federal leg- 
islation, but, he added, they do 
earnestly feel that unless specific 
affirmative reaction to the NADA 
Task Force requests are taken, 
then a public airing of dealer prob- 
lems in the public interest would 
be well justified. 


Senate H earings 


Slated June 7-8 
On Antitrust Bill 


WASHINGTON.—Hearings have 
been set for June 7-8 on the civil- 
demand antitrust bill sponsored by 
Senator Estes Kefauver, Tennessee 
Democrat. 

The measure would authorize the 
Attorney General to compel the 
production of documentary evi- 
dence required in civil investiga- 
tions for the enforcement of the 
antitrust laws. The bill has the 
backing of Attorney General Rob- 
ert F. Kennedy. 

An amended version of the bill 
was passed by the Senate in 1959, 
but no action was taken by the 
House. 

Kefauver has maintained that as 
the law now stands, the Attorney 
General either must authorize the 
holding of a grand jury and use its 
subpena power to obtain evidence 
that is withheld in civil investiga- 
tions or he must risk filing a civil 
complaint without having complete 
information and then try to obtain 
the necessary evidence after the 
filing. 
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May Total Put at 536,000 Cars... 





June Output Seen Over 500,000 


| high for monthly production in| gave Ford Motor 39.2 percent of 


(Continued from Page 1) 
a year ago, when 142,555 cars wer 
assembled. 

Ford Motor Co.’s production of 
an estimated 14,050 Falcons 
eclipsed the former high of 
13,509 units produced a week ear- 
lier and marked the third con- 
secutive week that an alltime 
high has been established for the 
line. 


°| May, topping the old record of | total aia tite 


| 49,839 assemblies last June, The 
| Ford Motor compact’s May total 
| through last Saturday was an esti- 
mated 53,382 assemblies, 

The Falcon achievement last 
week, gave it 29.4 percent of total 
compact-car output for the week, 





Falcon also will establish a new! and Falcon combined with Comet 


Car, Truck Output Estimates 


By Autom 





otive News 


PASSENGER CARS 
(U. S. PRODUCTION ONLY) 





Week Week Jan. 1 Jan. 1 
Ended Same Ended Output, To To 
May 27, Week, May 20, May, May 28, May 27, 
1961 1960* 1961* To Date 1960* 1961 
AMERICAN MOTORS 
Ramabller ..................0..... 9,300 9,693 9,175 36,363 223,914 138,616 
CHRYSLER CORP.**.. 15,575 23,550 11,522 57,116 499,897 226,777 
Chrysler Division ...... 2,275 2,236 2,005 8,532 47,908 40,500 
IE caseasscesrsessveves 2,150 1,828 1,939 8,295 40,382 37,538 
Imperial .................... 125 408 66 237 71,526 2,962 
Dodge Division .......... 5,200 9,374 3,642 18,859 189,375 69,835 
Dart-Polara ............ 4,000 9,374 2,932 14,771 189,375 52,540 
EN sci adasssedipevsbessen eae 710 ee ee 17,295 
Plymouth Division .... 8,100 11,644 5,875 29,725 247,907 116,442 
Plymouth .................. 4,900 4,202 3,409 17,579 125,772 69,618 
ES ci visisitiestevense 3,200 7,442 2,466 12,146 122,135 46,824 
FORD MOTOR. ............... 42,815 39,159 40,440 168,148 850,851 649,937 
Ford Division ............ 35,140 30,844 33,074 137,906 705,613 529,791 
ES EA 14,050 10,866 13,509 53,382 216,874 195,059 
Ford (Std.) .............. 18,920 17,762 17,386 75,849 448,052 295,297 
Thunderbird. ............ 2,170 2,216 2,179 8,675 40,687 39,435 
L-M Division................ 7,675 8,315 7,366 30,242 145,238 120,146 
EES -vuscaskidecirciivcdsves 4,710 4,929 4,636 18,402 55,555 66,630 
PEED, cccsvesecesenéaasnint 500 291 494 1,943 10,032 13,053 
WROROUEY asveciscoveresseesss 2,465 3,095 2,236 9,897 79,651 40,463 
GENERAL MOTORS .. 58,861 69,957 60,903 237,810 1,543,189 1,100,502 
Buick Division ............ 6,878 6,784 5,583 23,189 136,593 103,078 
Buick (Std.) ............ 4,608 6,784 3,314 14,573 136,593 71,667 
SNES 9 sdkcccusesisivskcacue > HEE oP lemaveant 2,269 BOOED. -<enivecns 31,411 
Cadillac 3,490 3,353 12,139 74,7157 68,910 
Chevrolet Division .... 35,000 41,912 39,169 150,453 938,516 664,698 
NIE  coscaassecavuny seston 7,500 4,039 7,952 31,180 131,609 146,709 
Chevrolet (Std.) .... 27,500 37,873 31,217 119,273 806,907 517,989 
Oldsmobile Division .. 6,595 7,270 5,422 22,196 180,268 121,313 
ES eR me. aesusvaes 1,317 ee ~ . Seisecin 26,696 
Oldsmobile (Std.) .. 5,270 71,270 4,105 17,230 180,268 94,617 
Pontiac Division ........ 7,700 = =10,501 7,376 29,833 213,055 142,503 
Pontiac (Std.) ........ 4,950 10,501 4,541 18,304 213,055 92,421 
TUMOR ....000.0000050.... kee Se eee 50,082 
S-P CORP. 
ea. vsessitencneoaliet Rae. «| flatee 1,488 6,006 53,264 24,651 
CHECKER. .............::000000 125 196 124 532 3,401 2,473 





Total Cars, U. S.** ....128,184 





142,555 123,652 








505,975 3,174,516 2,142,956 


**Totals for 1960 include DeSoto production. 


COMMERCIAL CARS 
(U. S. PRODUCTION ONLY) 














Week Week dan. 1 dan. 1 
Ended Same Ended Output, To To 
May 27, Week, May 20, May, May 28, May 27, 
1961 1960* 1961* To Date 1960* 1961 
CHEVROLET ................. 7,900 8,004 7,990 31,262 206,009 138,713 
DIAMOND T .................. 46 67 37 145 1,278 714 
I «5 8s5 cia5saecasevadsuasessaes 60 52 83 189 1,869 964 
NINIG’ saisddiscusaschecscstsoanavos 1,500 1,779 1,526 5,917 34,574 26,872 
MEI 7c. 2%c5<canovvads sbduesccasdereek 7,315 8,084 7,318 29,530 165,719 140,815 
MEE 51 sah tin aieccvacccie ocr soace 1,580 2,630 1,371 5,654 50,016 28,062 
INTERNATIONAL ....... 3,210 2,649 3,312 12,775 58,422 60,090 
MIE 225695 eanciek csniessieiubavdions 160 300 197 7156 6,302 4,001 
STUDEBAKER. ............. ee Skerestas 238 159 6,568 3,295 
PINES... sycansrsessecessccosancncese 370 397 382 1,422 8,265 7,170 
MTUEE «ssa ci cscccdsycocsnntuests 1,975 5,610 2,156 7,414 61,844 43,945 
MISCELLANEOUS ...... 95 80 97 390 1,887 1,921 
Total Trucks, U. S. .... 24,451 29,652 24,707 96,213 602,753 456,562 
Total Cars, Trucks, 
MENG hae ecavasiieecsdetucapeosecbed 152,635 172,207 148,359 602,188 3,777,269 2,599,518 


CANADIAN PRODUCTION—CARS 


























Week Week Jan. 1 Jan. 1 
Ended Same Ended Output, To To 
May 27, Week, May 20, May, # May 28, May 27, 
1961 1960* 1961* To Date 1960* 1961 
CHRYSLER CORP. .... 1,145 1,050 1,427 4,967 25,399 19,660 
FORD MOTOR. .............. 2,100 2,344 2,104 8,302 48,705 42,346 
GENERAL MOTORS .. 3,345 3,755 4,171 15,782 94,332 718,167 
AMERICAN MOTORS Ree” esdesnes 162 Oe aateesaus 2,586 
Be Oe ccccovessensecesvcoiee 130 128 160 450 2,366 2,418 
Total Cars, Canada.... 6,850 4,277 8,024 30,153 170,802 145,177 
CANADIAN PRODUCTION—TRUCKS 
Week Week Jan. 1 Jan. 1 
Ended Same Endeq Output, To To 
May 27, Week, May 20, May, May 28, May 27, 
1961 1960* 1961* To Date 1960* 1961 
CHRYSLER CORP. .... 130 103 158 610 3,096 3,184 
FORD MOTOR .............. 350 348 364 1,461 9,102 8,009 
GENERAL MOTORS .. 630 7158 185 2,958 19,429 13,707 
INTERNATIONAL ....... 212 188 280, 1,060 5,463 5,111 
Total Trucks, Canada 1,322 1,397 1,587 6,089 37,090 30,011 
Total Cars, Trucks, 
INS a siliiticececsnncerss 8,172 8,674 9,611 36,242 207,892 175,188 
Grand Total, 
Cars and Trucks, 
U. S. and Canada....160,807 180,881 157,970 638,430 3,985,161 2,774,706 


*Revised. 


output. 
* * 
Ae the 10 compacts 
produced an estimated 47,813 
ears for 37.3 percent of total indus- 
try output last week, compared 
with 38.6 percent gained on 47,744 
assemblies a week earlier. 

Among the other price groups, 
the low-price standards account- 
ed for 43 percent of total indus- 
try output on an estimated 55,145 
assemblies last week; the medi- 
ums took 17.1 percent on 21,913 
units, and the highest price group 
picked up 2.6 percent on 3,313. 
Two of three plants working 

Saturday last week were in the 
compact-car field—Comet and Fal- 
con at Lorain, O., and Metuchen, 
N. J., and the B-O-P field unit at 
Wilmington, Del. Likewise, the ma- 
jority of the 17 plants working 
today (May 29) are in the compact 
field — Corvair at Willow Run; 
Lancer and Valiant at Hamtramck, 
Mich., and the Comet-Ford lines at 
Lorain, Metuchen, Kansas City 
and San Jose, Calif. In addition, 
compacts will be built today at the 
Ford plant at Atlanta, and the 
Buick, Oldsmobile and Pontiac 
home plants. 

Only other assembly operations 
scheduled today are at five of six 
B-O-P field plants, Dodge Dart at 
Hamtramck, and the Chevrolet and 
Ford units in Atlanta. 

Down both Monday and Tuesday 
of this week are American Motors 
lines at Kenosha, Wis.; Studebaker 
at South Bend; Ford Motor at 11 
of its 16 car assembly plants; 
Chevrolet at 11 of its 13 units; 
Chrysler Corp. at five of six plants; 
Checker Motors at Kalamazoo, and 
Cadillac in Detroit. The B-O-P 
plant at South Gate, Calif.; Dodge 
Dart, Plymouth, Valiant and Lan- 
cer lines at Los Angeles, and Plym- 
outh in Detroit will be down all 
week, 

* + * 

N THE commercial-car field, the 

industry turned out an estimat- 
ed 24,451 cars last week, compared 
with 24,707 units a week earlier, 
and 29,652 trucks assembled during 
the week ended May 28 last year. 

Canada celebrated Queen Vic- 
toria’s birthday last Monday and 
the industry turned out only 8,172 
cars and trucks during the week. 
That compared with 9,611 ve- 
hicles produced the previous 
week, and 8,674 cars and trucks 
assembled during the week ended 
May 28 a year ago. 

A breakdown of Canadian opera- 
tions showed a yield of 6,850 cars 
and 1,322 trucks last week, com- 
pared with 8,024 cars and 1,587 
trucks assembled a week earlier. 
and 7,277 cars and 1,397 trucks pro- 
duced during the week ended May 
28, 1960. 


* * * 


Mack Schedules Boost 


In Truck Output for June 

PLAINFIELD, N. J. — Mack 
Trucks, Inc., will step up its total 
truck production by 30 percent, ef- 
fective June 5, Albert G. Crockett, 
general sales manager, announces. 


Massachusetts Dealers Elect— 








Colbert, Mayor Push "Buy Now’ Campaign— 


45 


ee 


Five hundred model cars were presented to Detroit's Mayor Louis C. Miriani, left, 
by L. L. Colbert, board chairman and president, of Chrysler Corp., to support the 
mayor's recent campaign of letterwriting to more than 1,300 United States city 
mayors and directors requesting immediate purchase of municipal vehicle require- 
ments as a spur to Detroit's economic resurgence. Mayor Miriani will send the model 
cars to more than 450 city fathers who have already replied to “buy now” letters. 


VW Offers Dealer Guidance 
On Management, Used Cars 


(Continued from Page 4) 


program, Marnocha told the meet- 
ing: 

“Volkswagen has two objectives. 
First, our objective is to collect 
from our distributors current sta- 
tistics and facts on dealer opera- 
tions and financial conditions on a 
uniform basis, and secondly to help 
the dealer through the distributor 
use this information to build a 
more profitable and stable busi- 
ness,.. 

“Volkswagen and management in 
the past have provided us with 
profits that have been the envy of 
most all other automobile dealers. 
In the future, the Volkswagen 
product and the new management 
program will provide better profits 
and build stronger and more stable 
dealerships .. .” 

In discussing the used-car pro- 
gram, Gavin said, “When Volks- 
wagen was organized in 1955, it 
had two prime objectives: New- 

car sales and service. Now our 
dealers are developing their used- 
car operations to round out their 
business structure. 

“Two of every three passenger 
cars sold are used, and one half of 
all trucks sold are used. Our dealers 
should participate in this market.” 

Volkswagen started a study of 
the used-car market early last year, 
he added, and an extensive program 
was drawn up covering the used- 
car operation from appraisal to 
warranty. 

Volkswagen of America market- 
ing executives met with Volks- 
wagen distributors and their sales 
staffs to present the finished plan. 
This series of conferences has just 
concluded and distributors are now 
meeting with their dealers. 

Volkswagen of America sells 
through 16 independent American 
distributors who are _ responsible 
for the marketing activities of 600 





New officers were named at the 21st annual convention of the Massachusetts State 
Automobile Dealers Assn. In the front are Robert F. Krumpholz, left, the new president, 
and Hugo L. Separini, outgoing president. In the rear, left to right, are Fred F. Cain, 
first vice-president; James A. Lowrey, clerk; Robert P. Feely, second vice-president, 


and Jeremiah F. Gallo, treasurer. 


dealers. Distributors will implement 
the used-car program at the dealer- 
ship level. 

Each distributor plans to set up 
a used car lot to serve as a model 
for dealers. A reconditioning pro- 
gram is also under way, using 
Volkswagen panel trucks as mobile 
training units. 


Dealer Forum 


(Continued from Page 3) 


buck and sending him on hig way 
in the hope he’ll never come back. 
The futility of such a system has 
been demonstrated vividly in the 


last few years. 
+ * o 


Pleasing Customers 


ERRY McCARTHY, who died / 


eight years ago, adopted a pol- 
icy early in his career as a dealer 
that he could satisfy nearly every 
customer, and hence the slogan: 
“Nearly everyone likes Jerry Mc- 
Carthy service.” 

His old-time employes say that 
if anyone came to him with a beef 
about a bill or a service, McCarthy 
would listen politely, then scrawl 
across the face of the bill a big 
“65,” and ask the customer to take 
it to the cashier. The “65” meant 
that the bill was cancelled. 

You can imagine the reaction 
of a customer who had a bill for 
$80 or $90. The word got around 
and redounded to his credit. 

Bill Bundy is an able man to 
carry on this policy. If he could 
extend his personality through each 
of his 104 employes, there would 
be no meed for an owner-relations 
department. And the department 
may serve a worthy purpose if it 
does help to extend the personality 
of the owner throughout the busi- 
ness. 

The danger—or perhaps the thing 
to avoid—is making owner rela- 
tions a separate function, like, in 
effect, saying this is the place 
where we are nice to customers. 
This is an attitude of putting all 
the owner-relations eggs in one 
basket, when it should permeate 


the organization. 
* + * 


|| Esoteric Language 
OF THE department may develop 


high level language, like the 
research men, who are supposed 
to find out what is happening in 
the marketplace but who have de- 
veloped such an esoteric language 
that, even if they were successful 
in finding out what was happening, 
they couldn’t tell you because you 
do not dig the language. 
And, of course, when you as- 
sign this customer function to 
one department, you always run 
the risk that the department will 
be busy when the customer calls. 
So, while Bundy is on the right 
track, a word of caution: The 
owner is everyone’s business in a 
retail operation. 
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ASIA Backs Tax-Credit Plan 


WASHINGTON, — The Automo- 
tive Service Industry Assn. has en- 
dorsed the Administration’s propos- 
als for allowing a tax credit for 
investment in depreciable assets 
and investment in inventory, 

Robert Friedman, executive 
vice-president of Everhot Prod- 
ucts Co., a manufacturer of au- 
tomotive replacement parts, testi- 
fied before the House Ways and 
Means Committee as a spokes- 
man for the manufacturers divi- 
sion of ASIA. 

He described the industry as a 
fast-growing one with total sales 
last year of almost $5 billion—al- 
most double the 1948 sales. 

Friedman explained that most 
makers of automotive parts are 
“plagued by the same problems in 
acquiring capital that face all small 





business firms.” Since most cannot 
get capital from the sale of stock 
and have more trouble getting 
credit than larger companies, he 
said, this leaves “as our only 
source of capital what we can man- 
age to save from our already small 
profits.” The relief offered by the 





Chicago Bank Cuts Rate 


On New-Car Loans 
CHICAGO, — Madison Bank 
here has reduced the interest rate 
on new-car loans to $4.50 per 
$100 per year from $5. Required 
downpayment is one-third. 
President A. Andrew Boemi 
said the move is an effort to 
stimulate new-car sales. 








Ford’s Moore to Chairman 


National Show 


By John E. Walsh 
Staff Writer 


as F. MOORE JR., Ford 
Motor Co. public relations and 
advertising vice-president, has been 
named chairman of the committee 
for the 44th National Automobile 
Show, which will be held Oct. 20-28, 
1962, in Detroit’s Cobo Hall. There 
will be no industry-sponsored show 
in 1961. 

Moore succeeds Charles L. 
Jacobson, who is retiring this 
week as Chrysler Corp. dealer re- 
lations vice-president. E. C. 
Quinn, automotive sales vice- 
president, replaces Jacobson as 
the Chrysler representative on 
the ’62 show committee. 

Other members of the committee 
are: 

William H. McGaughey, commu- 
nications vice-president, American 
Motors Corp.; James M. Roche, dis- 
tribution vice-president, General 
Motors; M. F. Peckles, consumer 
relations director, International 
Harvester Co. 

C. Fred Watson, merchandising 
supervisor, Studebaker-Packard 
Corp.; Harry D. Weller, sales vice- 
president, White Motor Co. and 
C. W. Moss, executive vice-presi- 
dent, Willys Motors, Inc. 

The 43rd show, the first industry 
exhibit ever held in Detroit and 
the first ever staged outside New 
York, drew a record crowd of 
1,403,873 in a 10-day run. 

Industry shows are sponsored by 
the Automobile Manufacturers 
Assn. 

In Milwaukee, Theodore Larson, 
executive secretary of the Milwau- 
kee County Automobile Dealers 
Assn., announced plans for a show 
Oct. 14-28 in the Auditorium-Arena. 

There was no display of ’61 
models at a show in Milwaukee. 
Dealers had scheduled an exhibit 
last February, but voted to can- 
cel it mainly because of the 
proximity of the Chicago show 
dates. 

This is the first time that the 
Milwaukee show has been booked 
for October. In previous years the 
association displayed the new mod- 
els at shows in February. 

Charlotte, N. C., will be the scene 
of another October show. The 
Southern Automobile Exposition 
will be held Oct. 28-Nov, 5 under 
the sponsorship of the Merchandise 
Mart, where the ’62 models will 
be shown, and Southern Auto 
Shows, Inc. 
ak a * 

LSEWHERE on the show and 

sales-promotion front, combi- 
nation sales drives and exhibits 
were held in four Michigan cities 
— Jackson, Kalamazoo, Battle 
Creek and Bay City. 

In Dallas, Horace Ainsworth, 
president of the Dallas Auto 
Market, announced that the nine- 
day exhibit was a $500,000 success 
and said it will be repeated an- 
nually. 

He said the May show drew 8,756 
persons and that the total value 
of all cars sold would top $500,000. 
The sponsors, the Dallas Market 
Center and the Dallas Times- 
Herald, and exhibitors gave away 
$4,725 in prizes and certificates to 




















in 1962 


be applied on purchases, Ainsworth 
said. 

Imported cars were displayed at 
the Second British Columbia Inter- 
national Trade Fair in Vancouver. 
Five companies exhibited makes 
from Germany, France, England, 
Italy, Japan, Sweden, Australia and 
Czechoslovakia. 

There was even an auto show 
for convicts. New-car dealers in 
Leavenworth, Kans., displayed a 
number of ’61 models for inmates 
of the Federal penitentiary there. 
The prisoners were allowed to in- 
spect the cars, said Clyde White- 
head, recreation director, but there 
were no demonstration rides. 





Kennedy proposals or the Ikard- 
Sparkman bills, “would be a real 
boon.” 

(HR-2 and S-2, the small-busi- 
ness tax relief measures sponsored 
by Rep. Frank Ikard, Texas Demo- 
crat, and Sen. John Sparkman, Ala- 
bama Democrat, are similar in ma- 
jor respects to the Administration 
proposals. Sparkman, in endorsing 
the Kennedy proposals, has put his 
weight on the general proposals 
and it is understood that he will 
push for these proposals rather 
than his specific ones tailored for 
small business. Consequently, wit- 
nesses before the tax-writing com- 
mittee have spoken on both the Ad- 
ministration recommendations and 
the Sparkman-Ikard bills.) 

Friedman said that many busi- 
nesses in the parts industry would 
like to build modern one-story 
buildings and purchase up-to-date 
machinery and equipment — moves 
that would help create jobs. 

“Small manufacturers, such as 
ourselves, are also interested in 
the proposed allowance for in- 
vestment in inventory,” he said. 
“This would enable the distribu- 
tors in our industry to buy our 
products in greater depth and to 
hold them at, or near, the point 
of consumer demand. We have 
not only a financial interest, but 
also a moral obligation to the 
American public to keep our 
products moving to the distribu- 
tion points.” 

Friedman described his own firm 
as “typical of the average automo- 
tive parts manufacturer.” It has 
been planning to acquire a modern, 
efficient, single-story plant but has 
not been able to “scrape up enough 
money after taxes to put into a 
new plant.” 


Obituaries 


C. J. McCorkle, Chicago’s 


Director for NADA 

CHICAGO.—Clarence J. Mc- 
Corkle, National Automobile Deal- 
ers Assn. director from Metropoli- 
tan Chicago, died May 21. He 
headed McCorkle 
motors, In c. 
(Buick) and had 
been a dealer 
since 1946. 

He had been an 
NADA _ director 
since 1959 and 
was a _ regional 
vice - president at 
the time of his 
death. He was 
chairman of 
NADA’s Special 
Committee on Automotive Taxa- 
tion and vice-chairman of the Spe- 
cial Committee on Governmental 
Relations. 

Mr. McCorkle was a past presi- 
dent and director of the Chicago 


Automobile Trade Assn, 
* * 


Raymond R. Rausch, 67, 


Retired Willys Official 

DETROIT.—Raymond R. Rausch, 
67, retired executive vice-president 
and director of Willys Motors, Inc., 
was killed May 20 by a tree being 
felled at his home in suburban 
West Bloomfield Township. 

Mr. Rausch entered the auto in- 
dustry with Ford Motor Co. in 1919 
and was production manager and 
a member of the board when he 
left in 1946. He was a General] Elec- 
tric vice-president until he joined 
Willys in 1950. He retired in 1955. 

* * * 


Carl H. Kruse 
PIQUA, O.—Carl 4 Kruse, 63, who 
owned Kruse Sales .<& Service (Studebaker- 
Lark) for 34 years, died of a heart at- 
tack April 29, 


C. J. McCorkle 


* * * 
Earl E. Pierce 
CLEVELAND.—Earl E. Pierce, 43, vice- 
president of Pierce Motor Co, (Dodge), 
died May 17, 


* * * 
William L. Dugger 
DALLAS, — William L. Dugger, 55, 
owner of Dugger Rambler here, died May 
12. 
* * 
Henry K, Holsman 
GENOA CITY, Wis.—Henry K. Holsman, 
who built the Holsman automobile at the 
turn of the century, died May 15 at the 


age of 94, He was also an architect, de- 
signer, painter and sculptor, One of his 
cars is in the Smithsonian Institution and 
others are in museums in Detroit, Chicago 
and Brussels, Belgium. 

* * * 

Herbert B. Simpson 

BURLINGAME, Calif. Herbert B. 
Simpson, Western manager of the National 
Highway Users ee, died May 21. 

* + 


He was 57. 
Mannie Berk 

CLEVELAND.—Mannie Berk, owner of 
Ace Motor Sales, died May 22, He had 
been in the auto business 30 years and 
was a founder and a director of the 
Cleveland Independent Automobile Dealers 
Assn. * * * 


Henry Keller 
BOISE, Id.—Henry Keller, 50, a Cald- 
well automobile dealer, was found dead 
in his car about 12 miles west of here 
May 24, state police reported. Death was 
attributed to a heart attack, 
* 4 * 


Clyde R. Fortner 
SANTA CRUZ, Calif.—Clyde R. Fortner, 
50, president of Fortner Surf City Motors 
(Oldsmobile), died unexpectedly May 17 
in San Francisco. 
* 


* * 


Samue] B. King 
FREEHOLD, N. J.—Samuel B. King, 80, 
retired auto dealer, died May 13. He open- 
ed his first dealership in 1914 with Stude- 
baker and in 1934 signed with Cadillac 
and Oldsmobile. He retired in 1958. 
Bl * * 


Richard J, Corbitt 

HENDERSON, N. C.—Richard J. Cor- 
bitt, 88, founder of the old Corbitt Truck 
Co., died May 16. The company, which 
he founded in 1899, first manufactured 
buggies and surries, but converted to the 
manufacture of autos in 1907 and to 
1913. 
ok * 


Earl McGinnis 
POMPANO BEACH, Fla.—Earl McGin- 
nis, 67, retired general merchandising 
manager of AC Spark Plug Division, died 
May 6, in a hospital here. He was AC’s 
advertising mennper from 1922 through 
* *” 


1945. 
Kenneth G, Gardner 
TOLEDO.—Kenneth G. Gardner, a re- 
tired auto dealer, died May 11 at the age 
of 53. He was head of Gardner Motor Sales 
from 1943 until 1959, 
* * * 


W. Herbert Ray 
HUNTSVILLE, Ala.—W. Herbert Ray, 
president of Ray Auto Co, here and a 
past president of the Automobile Dealers 
Assn. of Alabama, Inc., died May 15 after 
a long illness. * * * 
William F. Blomster 
CLEAR LAKE, Ia.—William F. Blom- 
ster, 82, died May 15 in Rockford, IIl., 
where he had suffered a heart attack 
while on a visit 10 weeks earlier. 
+ * + 


Claude Wilson 
VALLEJO, Calif, — Claude Wilson, 21 
years a Ford dealer here, died May 22 in 
University of California Hospital, San 
Francisco, at the age of 57. 


heavy-duty trucks in 
* 








Sales Veteran Celebrates— 


Dan Stafford, believed to be one of the 
oldest automobile salesmen in the nation, 
Prepares to cut his 91st birthday cake 
held by Tom Waters, president, Waters 
Buick, San Francisco. Stafford, a native of 
San Francisco, has been selling cars 44 
years, Stafford's recipe for longevity is 
hard work. He works 12 hours a day, six 
days a week. In 1917, Stafford learned 
he had a serious heart condition so he 
took a job as an automobile salesman 
so he could spend more time outdoors. 








Baltimore BBB 
Alerts Public 
To Referral Plan 


BALTIMORE. — The Baltimore 
Better Business Bureau has warn- 
ed the public against a referral 
selling plan initiated by a Wilming- 
ton (Del.) auto dealer. 

The Better Business Bureau 
could not say how many persons 
were involved here, but the dealer 
admitted the plan hag been operat- 
ing in Baltimore for at least three 
weeks. 

It was learned that persons have 
been enlisted in Salisbury, Md. 


In Dearborn, Ford Motor Co., 
whose product is involved, said it 
did not approve the program, A 
spokesman said the company had 
been told last fall that the practice 
had been stopped, “but he is an in- 
dependent dealer and is responsible 
for his own business.” 





HELP WANTED 


SERVICE MANAGER—Chevrolet or Gen- 
eral Motors background. Top opening 
for top man, Modern facilities and pro- 
gressive management provide tremend- 
ous opportunity to the lucky manager 
that fills this spot. Central New York 
state city offers excellent suburban fam- 
ily living, Top salary, performance bonus, 
etc., etc. Age to 50. Write in confidence 
to Box 2519, c/o Automotive News, 
Detroit 7. 





ASSOCIATION 
EXECUTIVE 


Large automobile dealers association requires 
capable executive, preferably with Auto Show 
and Group Insurance experience. Knowledge 
of automobile business essential. Permanent 
position, ideal opportunity for right man. 
State age, education, experience and back- 
ground in first letter. Our employes are aware 
of this advertisement. Box 2529, c/o Automo- 
tive News, Detroit 7. 





AUTOMOBILE FOLLOW-UP PLAN — 
Salesmen for established service and 
sales programs, contact dealers, repeat 
business, high earnings, salary, commis- 
sion. Write Box 2524, c/o Automotive 
News, Detroit 7. 

SERVICE MANAGER, Buick-Renault 
dual. Wealthy community, Jersey Shore 
area. Excellent opportunity. Box 2530, 
c/o Automotive News, Detroit 7. 


HELP WANTED 





Young, energetic 
SALES MANAGER 


needed for small town Chevy dealership with 
400 car potential, now hitting 200. Young man 
looking for secure future only. 


Write Box 2528, 
c/o Automotive News, Detroit 7. 





BUSINESS MANAGEMENT CONSULT- 
ANT to work with distributor of leading 
import. Must have accounting back- 
ground; heavy experience in zone dealer 
management work; capable of developing 
systems and procedures for dealer guid- 
ance; experienced in analysis of financial 
statements. Salary open.’ Box 2523, c/o 
Automotive News, Detroit 7. 





OFFICE MANAGER- 


BUSINESS MANAGER 
Salary $8,000-$11,000 
Must have proven ability. 

BISHOP MOTORS, SANTA ROSA, CALIF. 
Ford dealer, 600 cars per year, I7 years in 
business. Apply Walter C. Hansel, president 
and general manager. 





HELP WANTED 


GROWTH OPPORTUNITY 


One of the largest auto finance companies wants to expand its auto financing 
operations PLUS enter into all lines of diversified financing. Excellent opportu- 
nity for experienced finance men in many sections of the country. 


The men we seek are now serving in one of the following capacities: 


DISTRICT MANAGER” 
OFFICE MANAGER 
SALES REPRESENTATIVE 


BRANCH MANAGER 
CREDIT MANAGER 
AUDITOR 


This expansion offers excellent future for right man. Salary ranges open. Com- 


plete employee benefit program. 


If you believe you are qualified through experience, why not write for per- 
sonal interview. Your inquiry will be held in strict confidence and should con- 
tain personal history and employment background. 


Box 2527, c/o Automotive News, Detroit 7, Michigan. 





LEADING IMPORTER IN CANADA 


Presently Expanding Field Force, Requires Immediately 


Two Business 


Management 


Consultants 
(One Bilingual, French/English) 


Two District Sales Managers 
(One Bilingual, French/English) 





Reply stating previous experience, salary required, 
availability and willingness to relocate. Enclose recent 
photograph and give references, including addresses 
and telephone numbers through which they can be 
reached. 

Box 2536, c/o Automotive News, Detroit 7, Michigan 
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MISCELLANEOUS 
ELLE LES BE EE IEEE. 


WHY SETTLE FOR LESS... 





DEALER SERVICES CARS FOR SALE BUSES FOR SALE 


TWO ESSENTIAL SERVICES SCHOOL BUSES 
INVENTORY SERVICE Ample Supply of 150 — USED 











































































ae ont ome 6 Ford, Chev., Dodge, Int'l., GMC No Other Tow Bar 
APPRAISAL SERVICE Can Give You These 
1955-1961 — Capacity 54-66 
Tools ‘ 2 : Outstanding Engineering Features 
Cy geo ; Good Mechanically Clean Bodies 
greements, Annual ‘a int — Ti 
: Reports, Tax, Banking and Insurance U SED an "$1. 200 a ‘Masi *CADALLOY STEEL CAST 
z- Write for free lmmediete Dell COUPLING HEADS LINED 
POSITIONS WANTED — AUTOMOBILE “Hidden Earning Power” booklet. mmediate Delivery 
SALES TEAM (new and used). Are| os crve sevetoey & APPRAISAL CO COUNTY SCHOOL SERVICE, INc. | TO PROTECT CAR BUMPERS. 
u you looking for a couple cf honest and TIVE | NT D Michi S 23 South St.. Danbu Co 
" personable young men who are genuinely 10040 Freeland we a. etroit 27, Michigan J. Egan — Tel: Pl 4. “a7 me 
capable of running your sales organiza- Ebst - ” E 
or tion without the aid of ‘gimmie ad _ ————EEEEEEee TRUCKS FOR SAL *CADALLOY STEEL CAST 
* high pressure tactics? Between us we 1960 1959 1958 ‘KS FOR SALE TY 
t have 35 years’ of successful automobile ~e% oo te NEW DIESEL TANDEMS FOR SALE: YOKES WITH HEAVY DU 
e sales experience in every phase of re- Need hard to get parts? Automotive News’ MOST MAKES FWD tandem drive tractors, 38,000 TUBULAR STEEL "Vv" 
tail automobile operations, such as, Mar-| Want Ad: ick Its. E - 
e keting, a eee oe cocoa en ee en sen erty caer Senet Specs SECTIONS TO RESIST 
setting up a successful rales force and a T4-499D 
profitable used ear department. Why mot | ———————___ CU RRY Senaeene: 4400S Winibun tent tae Gam STRAIN & STRESS. 
give us a try? You'll be glad you CARS FOR SALE ins diesel 5- -_ % * 
) } Dek 2487, ¢/o Amemotive News, De- | —.____ tary, Meael Tease, 418.508 ehnnees Cadalloy Steel Castings 
it troit 7. CHEVROLET ae equipped with full tractor equipment. Minimum Yield Point: 
A > e have two of each, For further de- 46,000 Lbs. Per Square Inch 
MANUFACTURERS REPRESENTATIVE 
d —West Coast. Manufacturers’ represen- IMPORTANT gf tidy B’way & 133rd St., N. Y. C. saven “icnun t — i ne e 
tative, reliable, experienced, aggressive Dealers are cautioned that fore —————— 
and with extensive knowledge of West purchasing any import automobiles Ed Hogan AD 4-6000 “hae wrong bose mage | aabidee UNIVERSAL SWIVEL ACTION 
Coast markets, desires to represent a or trucks, they should be sure to Sonia eae a cme pus oo 
e successful manufacturer of — —_ the caller as to wien, any, meee Bon _— oa sage. ON COUPLERS FUNCTIONS 
products, Will consider a manufacturer excise taxes s @ not . ’ 
= that can now, or has potential of main- been paid on the vehicles. USED CARS WANTED tices Sune Klockner Road, Trenton 90,| IN UNISON WITH SPRING 
taining exclusive representative. Refer- ° SUSPENSION ON ALL CARS 


SHOP EQUIPMENT FOR SALE 








ences and financial statement furnished 


FOR SMOOTH & SAFE 





on request. Reply Box 2520, c/o Automo- USED WEAVER TWIN POST HOISTS. 
tive News, Detroit 7. THREE 1957 CADILLAC 9-passenger lim- WANTED CARS All components and instructions includ- TOWING 
j ousines; one with air, $2,450 each. 1956 ' ' , ed. $480. Donohoe Chevrolet, Brooklyn 7 
ACCOUNTANT - BUSINESS MANAGER,| Cadillac 9-passenger limousine, $1,650. 59—'60—'61 Michigan. e 
j experienced office organizer and manage- 1955 Cadillac 9-passenger sedan, $1,150. WANTED 8O SELL Gin Es ca” 
i ment counselor, Daily operating control, Two 1955 Cadillac ambulances. 1955 and One of California’s Biggest Dealers. ANTED TO SELL: Complete shop equip- BOLTS, NUTS & WASHERS 
; ment, small tools and some office equip- ® 
budgets, forecasts and internal control 1956 Cadillac Superior flower cars. Box , wi ARE USED TO MAINTAIN 
techniques for planned operations, 2534, c/o Automtoiive News, Detroit 7. BONDED-STANWAY MOTORS —_ ih gona itemised list to interest- 
M. H. D. experience. Married, available 790 Van Ness Ave., San Francisco 2, Calif. 13 We. ete Siver City, NM. Presson,; SNUG FIT OF ALL CONNECTIONS 


} immediately. Box 2525, c/o Automotive 
i News, Detroit 7. 


NO RIVETS TO LOOSEN AND 
CAUSE PREMATURE WEAR 


® 
THE SUPERIOR 
BLUE CHIP 


TOW PILOT 


With Lubricated Automatic Brake 


TUxedo 5-6267 


BUSINESS OPPORTUNITIES CH RYS LER 


AUTO PARTS JOBBER BUSINESS—Very 
little cash necessary. Business did over 
$500,000.00 last year, but in very bad 


ae ue “Saneeer Galanin nok — 26" stainless steel, porcelain inserts, 
over business, but would need $25,000.00 | double row red neon letters, reading 


operating capital. Reply: John R. Clark} CHRYSLER PLYMOUTH in approved type, 
ir., P. O. Box 3485, Savannah, Georgia. | foyr of each, slightly used, reasonable. 





















































i SERVICE MANAGER—Ability, experience 
I Qs far above average. Quality volume 
Ford or GM products. 100% owners, per- 
sonnel, factory relations. Relocate. 815 
South 20th Ave., Vero Beach, Florida. 
JOrdon 7-3176. 


LOS ANGELES AREA: Used-car manager 
available, mature, experienced in all 
phases, capable, honest. Box 2526, c/o 
Automotive News, Detroit 7. 








clean 





| BUSINESS MANAGER-O F FICE MAN- REPOSSESSION SERVICE a aaa tae for photo. Jack For- and Brake Cable 
| poi » Ford vol and mul- inate Unkbeas. sdauieabeiheaae aman 1. we 5 veens Boulevard, Elm- : ‘ 
» | ible dealership experience. 12 years’ in QUIGLEY’S REPOSSESSION SERVICE— |S" Jo" NV ‘ Dealers’ List Price, F.O.B. Factory. . .$69.80 
present position, Full responsibility or- aa aeatheae ae eee ere tas Dealers’ 25% Discount .......... 17.45 
iginal entry through financial statement. Grove Calif (suburb of San Die 0) ce Dealers’ Net with 4 
Available after June 15 due to sale of Ts ; ; =o). SHOP ROTIPMEN?T wancen | Seuutard give 2 tae $52.35 


SHOP EQUIPMENT WANTED 


OPENING NEW CHEVROLET DEALER- 
SHIP. We need everything for shop and 
offices. What do you have? Send com- 


business. Relocate to best offer, Box Adapter Clamps Fed. Tax. Inc. 


2511, c/o Automotive News, Detroit 7. 
SERVICE MANAGER—16 years’ experi- 


ACCESSORIES FOR SALE 








ence with GM and Ford. A-1 references. 5 ? 
Now employed, willing and able to try CUSTOM MADE CARPETS, $8.50 plete description, model numbers, age THE FAMOUS 
i out with aggressive, sincere dealer, Box REARS OF ‘58-61 FORD AND GM and the lowest price asked in first let- 
ter. Post Office Box 884, Columbia, MOTO-MATIC 


cars! 


| 2514, c/o Automotive News, Detroit 7. 


OFFICE MANAGER-BOOKKEEPER, ex- 
. perienced, capable, efficient. Detroit or 


CARS, $9.50 Missourt. 


7 Beautiful Colors—Shipped Same Day “~~~ ANTIQUE CARS FOR SALE 
DEALERS—Send for Free Color Chart 1915 BUICK C37, 1916 CHEVROLET 490, 





TOW GUIDE 








. suburbs. Box 2532, c/o Automotive News, } 

ne Detroit 7. * ae Youn —, =. i These cars run and look like new. Photos With Universal Swivel Action! 

| i assachusetts Ave.. Cambridge, Mass. available upon request, Thibert Chevro- . 

| eee eee eect you need em 7-1916 let and Buick Co., Red Lake Falls, Min- Four Clamp Hook-Up 
DEALERSHIP TO HANDLE largest ex- nesota. Dealers’ List F.0.B. Factory ................ $59.80 





clusive motor truck franchise, located in 1908 BUICK, MODEL “‘F,” 2-cylinders. | Dealers’ 25% Discount ..............:..0++ 14.95 





southern tier of New York State on di- Restored completely at great expense. ’ 
rect route to metropolitan area. Truck Package includes: Race car trailer, tarp, — ‘i , St 4 $44.85 
Adapter Clamps Fed. Tax. Inc. 


"ON THE BALL” 


TOW PILOT 


with *Cadalloy Steel Safety Coupler 
Dealers’ List F.O.B. Factory ................ $51.00 


potential 100 to 150 trucks per year. Ex- MOTOROLA copy of owner’s manual. $2,500 will de- 
f cellent opportunity in growing commu- AUTO RADIOS liver within 300 miles. This is the same 
| nity, Correspond in strict confidence, Box Buick that was in the 1957 Chicago Au- 
| 2513, c/o Automotive News, Detroit 7. Earlier Models — Lowest Prices tomobile Show. McAleer Buick Co., 115 
FOR SALE OR LEASE—Automobile deal- Fast — C.0.D. Shipments W. North St., Danville, Illinois. 
MISCELLANEOUS 


ership building, includes body shop, used- Wilts tack ube 
car lot and customer parking area, Lo- 195 E. I6ist St. New York’ 5! N.Y 
cated in fast-growing, prosperous Mich- . 7 o I. Fe 
igan city of 35,000, Dodge franchise 
| available, Reply Box 2517, c/o Automo- 
tive News, Detroit 7, 


~~ 





NOW AVAILABLE! BERLUTI GEE 
HOOK-ALL CON-VER-TOW 3-in-1 








has ’em! 


ADAPTOR COUPLER—CONVERTS 


WANT YOUR OWN DEALERSHIP HAN- SEE PAGE 32 Dealers’ 25% Discount .............:cccs0008 12.75 
ae cae aeniaemee. po gy Any TOW BAR fo Fit ALL Ball ¥| peaiers' Net with 2 $38 25 
nee ee ee 9 ee for the nation's Hitches —-OPTIONAL EQUIP.,§| Standard plus 2 Large ° 
tual value; equipment, depreciated value; BRAKE & GUIDE CABLES, $12.95 Adapter Ganes Fed. Tax. Inc. 


TOP AUTO AUCTIONS 





ern Illinois. Will finance responsible ; 
party with downpayment. Box 2531, c/o All in top shape, clean 
SouTHnN OA PONNTRS SmaT agency and sharp ee real bell PARTS FOR SALE Bag trap Substantial Discounts 
i ! SN a SAFETY CHAINS, set of 2, on : 
oe iuareeeee, _ - pag 3 ringers: Chevys, Fords, I LOYD PARTS for alr models. Complete STEEL (Tow Bar) ERakvinic™ To Distributors 
; ock, service. re: rs = 
Bb ie toe mae en Cie ST meeths, Buicks, sem Tie naa Ihave a Sen eRe SRE OT1t8 Write for Illustrated Catalog 


2532, c/o Automotive News, Detroit 7. = : 
HANDLING DODGE—Central New York Cadillacs, Pontiacs. 


PILOT DISTRIBUTING CO. 


ee A oe ae ae: From || BAG Mounted ON with Bar 
rs, Cats-|§ Rubber-Tired WHEELS Purchase 





Be pratee abies" Zeger, |fJ| Sedans, hardtops, i) simon gree Corb en on sue ae 
Sen seis, c/o Lutemee ‘Sema, Die wagons and converts! Tow Bar Sales Co. BATTLE CREEK 9, MICH 
| troit 7. Exclusive Factory Distributors Phone WO 2-5257 All Depts. 
| ee DEALERSHIPS WANTED Tus mani tt, wel nak p ARTS c orCellest Nites: tes: BA 1-717 “Leaders in the Industry 
° ° ° 100.00 order: oe 
Factory Approval and Cash it—in fast-selling colors For ALL Imported Cars 40 So. Clinton of an fodco é. iil, since 1939 








Successful general manager has been given . Wholesale to the Trade 
factory nasvavel by Ford and Chevrolet for — equipped with power Clutches Fan Belts 


























today for only $10—three year subscription $18 
j (including all supplements). 


AUTO COSTS, Spencer Publishing Company, 
berty, N. Y. 


BUSES FOR SALE Jobber [] Insurance [] Financial [] Supplier [J 


TEN FORD B700 SCHOOL BUSES, 60- k f Ca 
passenger, $1,750 each. Fifteen 1959 Make o Picvecedcocsodecsacccsnsececscosseseosce Oedoccesteecenan 
GMC school buses, 60-passenger, Box e 5-29-61 


2535, c/o Automotive News, Detroit 7. ° Qin ccs acces mem come cee meee cee cee cee ee cee eee eee ee ee ee ee es ee ce ee es ee Oe ee OO 


th h f | | dealershi : Brak Electrical 
Prefer 2 000 or mere inew-car "potential dea steering, R & H, auto- Piotens Ignition. 
with potential over 500. Have the Tequired matic transmission, —" fost tempo. 
gperaingVcanial ana, am jvedy g¢,.be" | omany with power — f° | 
Box 2518, c/o Automotive News, Detroit 7. brakes — the works! a. ae pawpe 
Exhewee Rebutits Send Automotive News to Address Below 
SOUTHEASTERN U. S. Instruments Accessories | f j 
solVlll Pay Bonus For Florida Deal 1959 models are now We Are Also | U. S., Canada and U. S. Possessions | 
300- it tential. mme- : . 
diately, Hust told Ford agency. | guarantee to available at Hertz offices eat poraers Sue e One Year $9 [] or Two Years $16 [1] 
ee our re in e strictes . 
for oer protection, Factory approval assured. across the country. AMCO ACCESSORIES @ YANKEE | All Other Countries — One Year $13 [-] or Two Years $22 CO 
. hec . re. by orient eee easy and MIRRORS 
vi of my interest and cas posi- 
tion. Call or write Chuck Butts, 5 Cherrywood @ LUCAS © GIRLING © SMITHS |; AUTOMOTIVE NEWS, 965 E. JEFFERSON, DETROIT 7, MICH. | 
Lane, Bloomington, Ill. 825-2221 or 966-1169. Write Or Phone Your Needs— '" ’ ’ 
Same Day Shipments 
DEALER SERVICES 
CALL YOUR LOCAL I ST oaceksscecsccscecsestansetadtanspnigatediges cee okneavencenianaell : 
HERTZ OFFICE TODAY 1065 Mein . ae Bvflele, N. Y. 
} 1961 Auto Costs! t : : ° eo e CORRES HEHEHE HEHEHE EHO SHEESH EEE HEE EEE EEE HEHEHE EEE ED 
} wreentact: Mis 1. B. petty | Street Address... ccccccccscccccccccccccccvccceccc cece eLON@ NO. .ccccce | 
Seeeree tow ae xen Seals cars really Hertz Car Leasing Division i « sii i 
cost. The book, “ ."" gives you Wils:a-wss'ccaenensweae os o6casededtadubaecsaeeiye Rive teen cee wedeun 
|__ the factory invoice pricas of all 1961 American 125 N. Wabash CLASSIFIED WANT ADS : 
| cars, 25 foreign cars, 4 American. trucks, an : 
| all their equipment. Used by dealers and Chicago 4, Ill. BRING RESULTS | TRADE CONNECTION: | 
banks nationwide. Order your ‘6! edition Tel. DE 2-0420 Car Dealer [1] Truck Dealer [] Manufacturer [] ; 
| ! 
| | 
| | 
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Sealed Power Stainless Stee/ Oi! Ring 
THIS OIL RING PROTECTS YOUR SHOP'S REPUTATION 


Since its introduction in 1957 engines, Sealed 
Power’s Stainless Steel oil ring has won engine 
builder acceptance faster than any by far. 


New car engineers, tests, and millions of 
miles of actual on-the-road operation, 
proved this ring out foy you. No ring yet 
controls oil as well. Tlake Sealed Power’s 


Stainless Steel oil ring—with proven design— 
your ability to turn out a good overhaul— 
and you have an unbeatable combination. 


The Stainless Steel oil ring side-seals, holds 
its fit, retains its tensioi resists sludging and 
corroding, is easy to install. Sealed Power 
Corporation, Muskegon, Michigan. 


Sealed Power Stainless Steel piston rings stop oil pumping 


PISTONS * PINS * SLEEVES AND SLEEVE ASSEMBLIES * VALVES ® WATER PUMPS ® TAPPETS 
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